In Its Eighteenth Year One Dollar a Year 
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| “GENUINE DETROIT” & 
G Air and Priming Cocks G 





Detroit Air and Priming Cocks are of 
standard weight, properly designed and well 
finished. They are carefully manufactured 


of high grade red metal and will not leak air, 
gasoline, water or steam. 


Every cock is carefully tested and inspected 
before shipment, and guaranteed to be per- 
fectly tight. V 


We manufacture a complete line of air and 
priming cocks, both with and without spring 


keys. 
Full information regarding types not shown 


will gladly be furnished on request. 


Write for catalog and prices. 


al 
aaf DETROIT [UBRICATOR (OMPANY. =x} 


Made to Fill a Denend— 


Not to Meet a Price 


HERE always has been a 
demand for vises with 
strength, utility and dura- 
bility built into them. Colum- 


bian Vises were made to fill this 
demand, not to meet a price. 


The sturdy qualities of Colum- 
bian Vises and their many exclu- 
sive patented features, make 
them popular with mechanics 
who appreciate good tools. 

Columbian Vises are always a 
profitable item for dealers. 

















THE COLUMBIAN VISE & MFG. CO. 


CLEVELAND, OHIO 


COLUMBIAN VISES 


Trade Mark Reg. U. S. Pat. Off. 


VW ; ‘ \ rtisers please mention Mm Sener R 
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First in Profits for 
Mill Supply Distributors! 


REP CAP Brooms are the overwhelm- 


ing choice of factory sweepers and their 
purchasing agents, because they outwear and 
outclean any other cleaning equipment on 
the market. 


More Capital RED CAP Industrial 
Brooms and Brushes are sold and used than 
any other make. America’s leading mill sup- 
ply distributors sell the RED CAP line and 
many of them handle this line exclusively. 


Perhaps you, too, will find the RED CAP 
Line a profitable addition to your business. 
We cordially invite your inquiry. 

















INDIANAPOLIS BRUSH & BROOM 
MANUFACTURING CO. 
INDIANAPOLIS, INDIANA 


cp 
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A Choice Unfailing! 


Users of set and cap screws who demand the best put Mac-its at work where the 
service required of screws is hard. They know Mac-it Screws withstand shock 


strain, shearing strain, vibratory strain, tensile and torsional strain; therefore 
they capitalize on this strength. 


It is very satisfying to them to know that Mac-it Screws give security when 
and where it is needed that they insure against screw failures. 


CAP SCREWS 


All types and sizes 
SET SCREWS ; 
and other MAC-IT parts. 


The Strong, Carlisle © Hammond Co. 


General Distributors 
1392-1394 West Third St., Cleveland, Ohio 
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ECHANICS throughout the 
country have now had plenty of oppor- 
tunity to test out our claims for the 
Walworth Master Stillson’s superiority 
in strength, toughness and endurance. 
They are unanimous in their verdict 
that the wrench lives up to everything 
Walworth has said about it and that, 
as amatter of fact, we have understated 
the virtues of this superb tool. 


The bright red handle identifies the 
Master Stillson at a glance. It helps to 
move the tools off the distributor's 
shelves into the retail stores and thence 
into the workshops of the nation. 

If you have not already stocked up, place 
your order now to get in on a demand that 


is already well under way, that is bound to 
grow from row on. 


WALWORTH 


Distributors in Principal! Cities of the World 
Genera! Sales Offices: 51 E. 42nd St., New York 


WALWORTH INTERNATIONAL CO. 


Foreign Represen‘ative, 11 Broadway, N. Y. 


WALWORTH, LIMITED 


10 Catheart St., Mentreal, P. Q. 
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IN THE 
WORKSHOPS 
OF THE 
NATION 





In all sizes, from 6 to 48 
inches, with the red handle 


MASTER 
STILLSON 























A WORK BENCH THAT’S BUILT FOR WORK 


Strong, rigid, indestructible, best deseribes this “TOLEDO No. o work bench and chain vise that holds all sizes ot 
pipe from 2-inch to 12-inch, inclusive 
} 


















It is made of malleable tron and steel throughout, and is so rigid it need not be bolted to the floor, “The chain vise 
is of special design and adjustable, so that a single upward thrust of the controlling lever grips the pipe tight. he 
table top is four feet long and twelve inches wide. The vise jaws are removable and may be returned to the factors 
for recutting When necessary. 











Phis is a work bench that you can recommend to your trade and know that it will give complete satisfaction and 
meet their every need for a strong sturdy bench and vise to hold pipe up to r2-inch. Its net weight is 210 pounds 
and the list price $125.00, less h 4 ra! discounts 









YOU CAN DEPEND ON ae WHEN RESULTS ARE WANTED 








THE TOLEDO PIPE THREADING MACHINE Co. TOLEDO, OHIO 











erviceyour Aim 


and Ours... 










Manufacturers of ‘ oe 
Pacemaker Transmission We cooperate by maintaining 


Belting, Arno Conveyor 


Belting, Hose, Packing large factory stocks 











The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio, U. S. A. 
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ASSEMBLING SKF BEARINGS 








You men who plan, build 
use or pay for mac hines of 
any kind, remember this 
It costs more to repla ea 
poor Deart rthan to buy t! 





best one that Pet 
produced. AND u 
ANTI-FRICTION 
BEARINGS ARE THE 


wisest priced IN| High Standards of Accuracy Govern The 
wo Assembling of SKF Ball Bearings 


ITH all of the component parts of the *°°S'> Ball Bearing complete, 

we now approach one of the most delicate processes in the manufac 
ture of the world’s highest priced bearing .... the assembling. It is here 
.... that the “= Ball Bearing becomes a unit. It is here... . that the 
close supervision of raw materials and precision at each stage begins to have 
true significance. 





° 
Accuracy rather than speed is the governing factor in the assembling of 
> Ball Bearings. Cleanliness, too, plays an important part. So that 
no injurious elements may enter the bearings, the incoming air to the assem- 
bling department is continuously purified by air filters. 


The inner and outer rings of a bearing are placed in eccentric displacement. 
Nimble fingers place the balls in the crescent-shaped opening between the 
rings. The inner ring is moved to a central position with the outer ring and 
the balls separated equally around the circumference. The two halves of the 
cage are then put in with the rivets which are headed in a die in a regular 
power press. 

The bearing is now ready for the Final Inspection Department. Another 
step has been completed in the making of the highest quality bearing in the 
world. A bearing which is specified the world over in leading industries 
where performance writes the specifications. 


SKE INDUSTRIES, INCORPORATED 
40 East 34th Street, New York, N. Y. 2130 
FOR NEAREST SKE DISTRIBUTOR SEE THOMAS REGISTER 





THE HIGHEST PRICED BEARINGS 
IN THE WORLD 
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YALE (2% m) THE STRENGTH 
REPUTATION , AND RELIABILITY 
HANGS UPON OF ITS PRODUCTS 


SS Le ee ee ee ée 








vu Chain Blocks are the best that money and skill can produce. Their 
maximum maintained efficiency is the result of over fifty years’ experience 
in making every part of every Yale Chain Block right in the Yale factory. The 
plant behind the Block is your great guarantee of Yale superiority. 


The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ontario 








Hoisting Conveying Systems 


YALE MARKED IS YALE MADE 
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Pulleys Should 
Never Waste 
POWER! 


W'! IE.N belts slip, there is a costly 
waste of power and it is usu- 
ally the pulley that is to blame. The 
pulley SLIPS, and doesn’t GRIP 
the belt. 


REEVES Wood Split Pulleys GRIP 

they cannot slip like cast iron or 
steel. And they last longer on the 
job. They are cheaper to buy and 
cheaper to run. They are lighter, 
stronger, run truer, and they trans- 
mit more power. 


What kind of pulleys do you sell? 
Do your pulleys waste power or do 
they transmit all the belt has to 
give? REEVES Pulleys have been 
big money-makers for distributors 
since 1887. Write today for infor- 
mation on territories and discounts. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 
| Op 


nthe REEVES 
a it and find out 
dreds of dealers and 
isers have found 

P 








Fig. 1€95 


Meeting the Trade’s Demand 


ou stock with Gould 


‘ the famous G0 
rtica! Plunger Pum) 

; 

SIZCs capable 


an hour \dapn 


GOULDS PUMPS, Inc. Seneca Falls, N. Y. 


he line is complete and includes 


CENTRIFUGAL :-:--- ROTARY 

DIAPHRAGM -- DEEP WELL HEADS 

SINGLE AND DOUBLE ~ACTING 
POWER PUMPS 
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A new 
FRICTION CLUTCH 
























































ADJUSTMENT 


HE illustration above shows how readily the 

Peerless Unit Adjusting Clutch can be adjusted 
to compensate for load or wear. Simply loosen the 
small hollow set-screws in adjusting nut and with 
clutch thrown out of engagement turn the toggle 
mechanism with your two hands; turning to the right 
to tighten the clutch and to the left to loosen it 


Tightening the clutch makes it grip tighter and pull 
t heavier load. Sometimes conditions are such that it 
is desirable to have a clutch slip under a certain load 
The Peerless Clutch can easily be so adjusted that it 


will slip at the proper moment 

The outer rim or cover protects the friction surfaces 
from dust and dirt, making the Peerless a very desi 
able clutch for service in cement mills, phosphate 
plants, elevators and any other place where dust ot 
gritty substances are afloat in the air. 

The Peerless 1s compact in form yet possesses unusual 
strength; has few parts, none of which are affected 
by centrifugal force. Therefore, it can be depended 
upon to transmit rated capacities in proportion to 


speed. 


Send for Bulletin No. 571 


and dealer plan. 


T.B.Woods Sons (o.Chambersburg, Pa. 


New England Branch: CAMBRIDGE, MASS. 


Shafting 
Hangers 
Couplings 


Rope Drives 
Friction Clutches 
Flexible Couplings 


Wood’s Power Transmission Machinery 


Southern Branch: GREENVILLE, S.C 


Speed Reducers 
Conveyors 
Ball Bearings 


Pulleys 
Pillow Blocks 


Belt Contactors 


POWER TRANSMISSION ASSOCIATION 
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Illustration at left 
shows punch presses 

with direct-connected 

individual motors. 

Picture below shows a group 
of punch presses 

belt driven by one motor 

through short line shaft. 








INDIVIDUAL 
») 


The RIGHT Drive Cuts the Power Bill 


Every plant presents many power distribu- forms of power distribution. This policy is 
tion problems. In numerous instances a pro- summed up in the two words comprising its 
duction layout demands individual motors; slogan—“Drive Right.” 
in many other instances a grouping of ma- To help you “Drive Right” a Board of Ad- 
chines will make possible a visory Engineers, composed of 
50°, reduction in motor engineers from the various in- 
horsepower with additional a R dustries, are at your command. 
substantial savings in upkeep SJ a bh es These engineers will make spe- 


as well as greater all around Q 


efficiency. a) 
The Power Transmission 
Association is committed to a 


% cific recommendations from 
oes their experience and knowl- 
edge of your problems which 
will effect many worthwhile 





broad platform providing for MEMBER OF economies. Write for “Drive 
the proper application of all POWER TRANSMISSION ASSOCIATION Right” Booklet. 
George Rahmann & Co. 
Newark 31 Spruce St., New York jij 4 ‘uci Syracuse 


MANUFACTURERS OF RAHMANN LEATHER BELTING 


ieee 
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Foot Treadle Switch—Automatic Lights 


Add Safety—Convenience—Economy 
For the Tool Grinder 


Automatic Grinder Lights 


HISKY Automatic Grinder Lights burn 
only while the grinder is) being used. 
They are “on™ or “off automatically 
with the “on” and “olf” of the motor 
control switch. Forgetting to turn. off 
the light is impossible——current is saved 
still the light is where it’s wanted, when 
its wanted, 


The lights are an ever evident indi- 
cation of whether current ts on or. off. 


The Flexible) Metal Holders permit 
instant adjustment to any desired) post- 
tion. 


Any HISKY Grinder with Push But- 
ton or Foot Treadle Switeh Control can 
be furnished with this) equipment to 
special order. 


Foot Treadle Switch 


The TISEY Foot Treadle Switeh is absolutely 
“Porget Proof™-—-the moment the operator 
leaves the machine the current is automatically 
shut off. eliminating current waste and saving 
much time when the nature of the work requires 
frequent starting and stopping. 


The Treadle extending the entire width= of 
the column allows simultaneous operation by 
two workmen without hindering or interferring 
with each other, as is the case with the small 
“single pedal” switch. 

Sesides affording many conveniences — this 
switch retains all the safety and automatic 
features of Push Button Control. 





HISKY Foot Treadle Switch can be furnished to order 
for ! to and 3 H. P. Floor Grinders in place 
of Push ibaoee m Control 


SER OUR EXHIBEE AT THE 
SEVENTH NATI \ L EXPOSITION OF POWER AND 
1 





ONA 
GR ik UATHAL PALACt NEW Yor Electric Grinders 
yh 3 OS, 1928 


Bench Type 
Made in all sizes from !, to 2H P 
Floor Type 
VMiaade in all sizes from !, to LOEE PL for any standard 
motor sp eciheation 


Your territory may be open. Write for 
details of Authorized Distributors Franchise. 


The Hisey -Wolf Machine Company 


Makers of High Grade Electric Drills, Grinders and Buffers 
Cincinnati, Ohio 


Sold Thru Authorized Distributors 
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MARVEL 


High-Speed- ; 
Hack Saw 


BLADES 
















Cheapest in the Long Run 
a Longer—Won’t Break 


“ommon sense — — that the hack saw BLADES 


“MARVELS.’ 


Any skillful user will confirm this, but you don't 
have to take anybody's word for “‘“MARVEL’S” 
unbreakable quality. 


fast workers buy 


It tells its own story of superior high speed stee! 

teeth, welded to a tough body or back of unfailirg 
trength, that will inspire your respect ard 
mifidence 


If you use hack saw blades in your work, insist upon 


the genuine ‘“‘MARVEL.”’ 

They never break in the machine. They last longer: 
do more and give vou greater service than is other 
wise obtainab'e 


Write NOW Get sizes, prices and complet: 
lescription of **-MARVEL” Blades 


Simply address 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People’’ 
353 N. Francisco Ave. 








1928 





December, 















Many of your customers do this 

















The Gold Medal Safety Platform Ladder is 
your recommendation to stop accidents and 
save time. It’s distinctive selling points make 
hard sales easy, make easy sales increase. 


The Patent Scaffolding Company 


Philadelphia, Pa Chicago, I. Pete a ag . 
S35 Bridge St i550 Davton St 3582 rerman St., 
7 L. L. City 
Boston Mass. Atlanta, Ga. Se. Rautan. Na. 
10 Ellery St titlaynes St. NW KIER Gartner Ave 


san k Francisco, Calif. 
270-13th St 








Chicago, U. S. A. 














































































Bearing metal is purchased for 
one purpose only to be cut and 
machined into a bearing or part. 
The finished product is really 
what your bearing metal cus- 
tomer is reaching for. 





SS stock sizes make 
it easy to meet every 
requirement with a 
small inventory. 


The ever-mounting volume of fin- 
ished Bunting Phosphor Bronze 
Bushings and Bearings flowing 
into mechanical industry is evi- 
dence of Bunting leadership in 
Bearing engineering, metallurgy 
and manufacture. Cored and Solid 
Bars of Bunting Phosphor Bronze 
give the Mill Supply Wholesaler 
the opportunity to profitably 
merchandise this leadership to 
Bearing metal consumers. 

THE BUNTING BRASS & BRONZE CO. 

TOLEDO, OHIO 


BRANCHES AND WAREHOUSES AT 


NEW YORK CHICAGO BOSTON 

7H Lafayette St 015 S. Michigan Ave iH) Oliver St 

nal 1374 Calumet 6850-6851 Hancock O154 
PRILADEL?! 11A AN FRANCISCO 


wed hh arethieg E 


__BUN TING___ 


CORED and SOLID BARS ity 


PATENTED 
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Has your Source of Supply 
a sales policy as fair as this? 











1 A line of rubber items sutliciently 
* complete to permit effectively supply- 
ing the requirements of the trade solicited. 








2 A quality of product uniformly good 
* and capable of delivering service results 
that should reasonably be expected. 


3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 





4 Freedom from competition from his 

* source of supply, either direct or indi- 
rect, among the trade covered by his day to 
day solicitation. 


Selling helps of reasonable amounts so 
that his sales force may be given the 
advantage of specialized training and a 
knowledge of the product sold. 




















When distributors of Industrial Supplies insist on dealing 
with sources of supply who make clear cut declaration of 


what they stand for, then the problem of direct selling 
will be less irksome. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 





Belting Hose Packing Molded Goods 
Lathe Cut Goods 











| ber, 1928 Lg a CJM oy, wrac 15 
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Ss: > 1 a oC z ms 
: : ‘ rc 1% >) . EF 
SOP ig THIS Ego |. gustP™. ches PRICE $75.00 
: S vy ¢ ¥ ne six * 1 east in United States of America 
For siiaeidin dabeaiiieaniaae 


. 
Ay . communicate with your nearest 


Clipper dealer or with the Clip- 


ea see™ per Belt Lacer Company direct. 
Cc 
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Over a half century’s 
experience inthe manu- 
facture of metal cut- 
ting saws exclusively 
assures unvarying uni- 
formity of temper, 
cutting accuracy, speed 
and toughness to every 
Thompson Band Saw 
Blade. 


Flexib’e Back 
Hard Teeth 
Widths 


and | 


Teeth Per Inch 
6, 8, 10, 12, 14, 18, 22 and 
32 teeth in ““MB"” or 
“XX” Set 


THE WAVY SET BLADE 


wide in 32 teeth 


WAVY SET onl, 
Jobber’s Salesmen! 


Tell Your Customers That 
Accurate Adjustment and Correct Speed are Vital 


|’ isn't enough to sell your just cutside of the hardened The speed range on hard stock 
customers Thompson Band _ guide plates or rolls. 

Saw Blades, the best made 
You owe it to them, to your 
house and yourself, to explain 
that accurate adjustment and 
correct speed are vital, if they 
ire to obtain the service we 


7 nn ° 
Sere aos - ; to 3,600 on aluminum. 
build into every blade. As to speeds: The same funda- 


\ll band saw machines should  menta!s apply to the eperation 
be equipped with two saw of the band saw blade as to the 
guides and these guides should hack saw blade in hand frame heg : 
be set to allow the saw to run. or machine, or to any other COMtatning recommendations 
straight and free. Be sure the metal cutting tool. The harder for proper setting and use of 
saw bears against the revolving the material to be cut, the the band saw. Write for a 
inti-friction discs, settingthem slower the lineal speed per supply and give them to your 
so the teeth of the saw willrun minute of the blade customers. 


runs from 100 feet per minute 
If the teeth come in contact on hard steels to 250 seg min- 
with these hardened plates, the Ute on hard bronze. On soft 
set will be worn off and the saw stock, the speed range is very 
ruined in less time than it takes great from 1,000 feet per 
to read this sentence. minute on brass, for example, 


We have compiled a chart, 
based on actual shop practice, 


Standardize on Thompson Saws and cut your meta! cutting costs 


The Henry G. Thompson & Son Co. 


Established 1876 Incorporated 1898 


New Haven, Conn., U.S. A. 
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ys Re rhe ‘These TRU-LAY 
Wa advantages 
Th wil ! build your 
A business and profits 
N 






\\, 



























I Torsional stresses elim- 
inated 








2 Every wire and every strand 
utilized 







Tru-Lay’s WwW 
preformed 
of Tru-Lay rope 
—then a wire from the 
place again. This test 
will convince you. 


\\ 
\GF 
WW 
construction \ 
means \\ 18 .  Unwrapastrand 
strand. Reverse them— 
then put them back in 
v 
Tru-Lay gives Coal Mine 300‘, greater service. 


Easier to handle—cuts like bar 
4 Lower operating costs 
&, Greater safety 
6 Longer Life 
7 Less depreciation 



























A large Middle Western Coal Company (name on request) 
reports that the maximum service given by Tru Lay rope ona 
No. 125 Marion Steam Shovel and Loader is 146 days. The 


Kr 





best service obtained from an ordinary rope was 44 days 
1 a ge of 102 days’ service for Tru-Lay 





Make your own convincing test with this su- 
perior, preformed brand. Your name and ad- 


ess than a third 
ope 
dress bring sample and complete information. \\ 
AMERICAN CABLE COMPANY, Inc. 
Grand Central Terminal Bidg., New York, N. Y. 
District Offices: Chicago Detroit Philadelphia Pittsburgh San Francisco Tulsa A 
An Associate Company of the American Chain Company, Inc, 
Dominion Wire Rope Company, Lumited, Montreal 
Sole Canadian Licensed Manufacturers 
‘~ 


fie @co >" 
eH, : 

aye TRADE @ MARK |e | 

es | eat | 
enna 


Reg. U. S. Pat. Off. 3 
os eg 1 sd 


—— "Hope Brides 
lelphia-Camden Bridge a . 


rT 














x 









a gain « 
a 
























~ 
Detroit International meas me 

Bridge Philac 
The World’s Greatest Suspension Bridge 


AMERICAN CABLE IS USED ON THE WORLD’S GREATEST BRIDGES 


t Advertisers please mention M 
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Bs-nois 


STEEL CASTER 


PATENTED 





OLLS QUIETLY- SWIFTLY- SMOOTHLY 


HE new bond Les-Nois is a 

revelation in specialized cas- 
ter performance. No other caster 
matches it in quiet operation and 
unfailing dependability! No other 
caster will do the particular jobs 
in your plant that demand quiet- 
ness as efficiently as the Bond 
Les-Nois Steel Caster! Its out- 
standing performance has made 
it the choice of those men who 
demand maximum efficiency. 


Write for the folder, ‘Less Noise with 
Bond Les-Nois Steel Casters!’? You 
will find it full of interesting infor- 
mation about this remarkable caster. 


There is a type of Bond Truck Caster 
for every Industrial requirement. 


Bond Foundry & Machine Company 


Manheim, Lanc. Co., Pa. 


Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 











Wohet 





Advertiser 





3+? 


Every ‘‘Man-size’’ Trap 
Gets A ‘‘Man-size’’ Test. 


HERE'S nothing stinted about 
4 Anderson “Man-size’ Steam Traps! 
No supply house need ever have any 
compunction about selling an Anderson 
Trap. Each trap is made of finest 
used generously to give it 
“\lan-size ” 


materials 
Traps have 
bigger capacity than other traps. And 
finally, every 
“Man-size 


sturdy size. 


Anderson Trap gets 
steam test, under varving 
pressures before it leaves the factory. 


This test protects you from returns and 
troubles. It's one reason why Anderson 
Traps are not sold on “90 day trials.” 
We know that they will give your custom- 
ers continuous drainage of condensation 
and a maximum of heat to their steam 
systems for many years to come. And 
thats the generous guarantee that vou 
can give every customer that buys 
“Mian-size’’ Steam Trap. 


Send for Anderson Steam Trap 
Catalogs and Price List 


TheV. D. Anderson Co. 


1944 W. 96th Street 





CLEVELAND 
O H I O 



























NEW HEAVY DUTY SET of Socket 

Wrenches, specially designed for ex- 
tremely hard service. As the name “Hercules” implies, it is 
so proportioned that although light in weight, it has a very 
heavy reserve strength factor. 


Contains 10 sockets, running in size from '*/s" to 1%" opening—a 
ratchet handle; a short extension; a long extension and sliding 
«“T”’ handle. Each set is packed in a substantial black enameled 
carrying case. 


The leading Mill Supply Jobbers carry these wrenches in stock. 


*CV ‘is a Bonney BONNEY FORGE &@ TOOL WORKS Chrome 


— ALLENTOWN, PA. Vanadium 
registere in 7 
Th “e Ss. P Makers of Special Service Wrenches of Chrome Vanadium, registered 
e . 9. Patent Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises August 11. 1925 
and Drop Forgings and the Bonney Rim Tool. . 





UMI 





OU’RE not 

doing your job- 

ber a favor by ordering just | 
“bolts and nuts.”—“e He has 


to carry a variety of brands 


and he would be glad to get | 
a line onyour preference. | 
Jet Hewill willingly send | 
you Empire Bolts and Nuts | 
exclusively if you remember | 
to ask for them by name. 


RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 
Factories at PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
‘ales Offices at Philadelphia, Chicago, i San Francisco, Los Angeles, ‘Seattle, Portland 
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| (% HERCULES 
|\\ PULLEYS 


A Super-strong Pulley that will take a walloping \ \ 

and “keep on smiling.” Specially built to meet the \\ \ 

' most severe transmission conditions—heavy belt \\ \\ 

. pulls, shock loads, strains, peak loads have no effects \ \ 

>’ on Medart Hercules Pulleys. They “start where \ 
\ \ other pulleys stop.” een \ 


cca N If you are having trouble with your pulleys, write 
Yea’ us and we will recommend the correct Hercules 
\ : Pulley and build it specifically to meet your re- 
quirements—with a warranty that it will give 
entire satisfaction. 


‘\. Medart Hercules Pulleys eliminate costly break- 
| downs and possible injury to workmen and assure 
| greater economy and positive safety. 


| Built solid or split, in sizes from 16-inch to 192- 
\_ | inch diameter with belt face up to 50 inches. 


GET CATALOG 43 WITH 

re DISCOUNT SHEET FOR PRICING 
For “Everything in Line Shafting Equipment”’ get 
Catalog 43 and Discount Sheet; also Bulletin on Me- 
dartTimken-equippedLineofIndustrial Appliances. 


THE MEDART COMPANY JE Ry, 
(Formerly Medart Patent Pulley Co.) Se 

General Offices and Works, St. Louis, U.S.A. @ (f in | 
Offices in As At 

Chicago ’ Philadelphia ’ Pittsburgh * New York ‘Seattle ’ 
Office and Warehouse in Cincinnati DOWER TRASHtIS SION ASSOGADON 


‘7 MEDART ~* 
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" Everything in Line Shatting Fauipment 
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FORD TRIBLOCS 


HOLD THE LOAD 





Ford Triblocs handle big loads just as smoothly and safely as light loads. 


They are built of certified malleable iron, with high carbon steel electric 
wre Co (te MN Cotto Med at Ste Me: Tale cl ae) oll del a-4-te il of-1 0 td ol-F-0 a ta -am et Vo I alele) ot 


Made in sizes from !4 to 40 tons with roller bearing steel plate trolleys 
for all capacities. 


FORD CHAIN BLOCK CO, PHILA.PA. 


When writing to Advertisers please mention Mitt Surprirs 
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Quarter-Incb Portable 
Electric Prills 


QUARTER-INCH LIGHT DUTY ELECTRIC DRILL . $28. 
The ideal drill for the occasional drilling job and for light 
work of all kinds. Because of its weight and size it is a very 
handy tool to take out on jobs. (Not a production tool.) 





‘QUARTER-INCH STANDARD ELECTRIC DRILL . . . $38. 


A drill for continuous service on production work. It is 
light in weight—very easy to handle—and yet is exception- 
ally powerful and durable. This is the drill which thou- 
sands of the most exacting manufacturing plants have speci- 
fied for production drilling. 


i QUARTER-INCH HEAVY DUTY ELECTRIC DRILL . . $44. 


The most powerful Quarter-Inch Drill ever offered the trade. 
i Designed for quarter inch drilling where the tool is put to 
the most severe usage. Recommended for the heaviest 
kind of continuous production drilling. 





The Quarter-Inch Standard and the Quarter-Inch Heavy Duty 
Drills are equipped with ball bearings on the armature shaft and 
have special hand tightening chucks which require no key. 


The Quarter-Inch Light Duty Drill has sleeve bearings in the ar- 
mature shaft, ball thrust bearings on the spindle and three jaw key 
chuck. 


Ghe BLACK &? DECKER MFG. CO. 
TOWSON, MARYLAND. 
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t your belt 
a the a 


RYING to stop belt slippage with tension is a me- 
chanical inquisition. You just tear the life out of 
the belt. The human method is to use Pulleys that grip. 


. 





Sprucolite Pulleys are made of compressed spruce, 
the pulley natural with the highest known co-efficient of 
friction.* They not only permit of closer centers but 
save belts and bearing by relieving belt tension. And how 
they wear. Crown and edges stay true and the firmly 
imbedded hubs never break loose. 














JE Ry Racking belt is expensive. Sprucolite Pulleys save 
S (oy ; 

& 4% in full the excessive price of tension for they cost no more 
a - than ordinary pulleys. 

OPER TRACTS ASSOLATION Price list and detailed information sent on request. 





Address the Sprucolite Corporation, 342 Franklin Ave., 


‘PRUCOLI{| Bloomfield, N. J. 
scout 














OL Sprucolite also manufactured and sold on the Pacific 
Coast by the Pacific Compressed Spruce Products Inc., 
J Bioomrictco —~ & 
NEW JERSEY 


Tacoma, Wash. 
See the S olite Exhibit at the ; : eid : 
phere: ag “ Sprucolite Pulleys for factory use are distributed exclusively 


New York Power Show, week of through supply houses. Present dealers find them quick to 
December 3rd. sell, therefore profitable to handle. They tell us that general in- 

lerest in them serves to make contacts for the dealers’ sales- 

men, that result in sales for other merchandise as well as 

in Sprucolite Pulleys. Let us send our dealer's proposition. 
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No Mystery Now about File Selection 


HERE need by no more mystery today about the cutting quality of files than 
there is about the strength of different steels. 


For steel—the yield point, ductility, breaking strength, resistance to bending 
and torsion, and endurance under shocks are measurable beyond all guesswork. 


For files—the human factor is eliminated by the Dup lex File Testing Machine. 
Steady, straight strokes; pressure enough to give each tooth the work that a good filer 
would give it; stroke and speed to match hand filing. Pressure, stroke and speed 
unchanged and untiring. Nothing alters except the condition of the files as they 


gradually wear out. 


This machine has demonstrated that Delta Files 
are every bit as superior to others as bench 
tests had indicated. Tests have been made, not 
only by us but by numerous large users of files, 
in their own plants. 


Results have shown that Delta Files cut 
faster and last longer than any other brand. 


This advertisement appeared in the American Machinist of November I 








BRIDESBURG 


DeE1tTA Fite WorKS 


When writing to Advertisers please mention Mitt Supp.iies 





Steel ‘filings from Duplex test. 
Delta (1 side), 189 grams. 
Brand “B” (3 sides worn out), 
87 grams. Both 3633 strokes. 


The Duplex File Testing Machine tests 
two files at once under standard condi- 
tions of pressure, stroke and speed, that 
closely duplicate hand filing. Test bars 
are 1x 1 inch steel or cast iron, alike for 
both files. Pressure is relieved on back 
stroke. Filings fall into pans hung from 
balance beam: this shows at once which 
file is cutting faster. 















The differences show large economies in labor, 


overhead, and monthly file cost. 


You can compare your present files with 
Deltas by a bench test taking only a few min- 
utes. Ask the Delta dealer in your neighbor- 
hood, or write us. 


PHILADELPHIA 


Qyy 
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ae More Holes~32. 8% Lower Cost! 








Full details of this performance record of CLE-FORGE 
HIGH SPEED DRILLS will be found in Digest No. 60. 


We will gladly send copies upon request. 


OUR years ago a large oil well tool corporation made a test of 
four different makes of high speed drills. 
For each make, the speed and feed was set at the point where the 
chips came out blue through a good average flow of lubricant. 


Out of this test emerged 


CLE*FORGE “:34.. DRILLS 
TRADE MARK REG. U.S. PAT. OFF, 

with somewhat higher limiting speeds and feeds—and with an aver- 
age of about 50% more holes per grind! 

On one typical job at this plant, investigated in the Spring of 1928, 
it was shown that the high speed drills formerly used averaged 15 
holes per grind (as compared with 22 holes per grind for CLE- 
FORGE): a total life of 1500 holes per drill (as compared with 2,200 
holes for CLE-F ORGE); a unit cost of 67c per 100 holes drilled (as 
compared with 45c per 100 for CLE-FORGE)— 


And that CLE-FORGE HIGH SPEED DRILLS cost exactly 
32.8% less, although the initial price of each drill was identical. 

CLE-FORGE HIGH SPEED DRILLS are offered to you on 
the soundest basis in the world—on the basis of their proved perform- 
ance in actual daily operation. 


The TWIST DRILL 
COMPAN Y 
CLEVELAND 
NEW YORK: CHICAGO- LONDON 


TRADE MARK REG. U & PAT. OFF. AND FOREIGN COUNTREED SAN FRANCISCO 


a mn of Carbon and Cle-Forge om, Speed Dele for every purpose ; 
Mezzo” Super-Carbon Drills; Hand, obbers’ and Shell R eamers; ‘‘Peerless” 
High Speed eamers; “Paradox” Adjustable Reamers; ‘‘Quick -Set” Reamers: 
‘Spirex’’ Machine Taper Pin Reamers; Chucking Reamers for Turret Lathes; 
Coneneseaaaes Countersinks; Sockets; End Mills; an 
the “Ezy-Out”’ Screw Extractor. 
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Rae all, there are only two real factors 
that influence the wrench buyer’s decision 
— first, easy adjustment which he can be 
shown right at your counter and, second, a 
guarantee of lasting service for which he must 
take your word; and your word is backed by 
our guarantee. 


The dealer who carries Williams’ ‘‘W&B”’ 
Screw Wrenches has both of these factors in his 
favor: He sells a wrench that is famous for easy 
A adjustment and he guarantees a wrench that 

Machinists? for a generation has proved its ability to stand 
Knife Handle up under every type of usage. Literature? 


Superior Quality 
J. H. WILLIAMS & CO. 


“The Wrench People’ 
New York BUFFALO Chicago 





Look for this 


“Railroad Special”’ 
Indestructible 
Iron Handle 
0 


TRADE MARK 
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SKINNER 
UNIVERSAL AND COMBINATION 
GEARED SCREW CHUCKS 





STANDARD 
COIL 
CHAIN 


We make this chain in three 
grades Proof Coil, “BB” and 
“BBB,” making it possible 
for our distributors to satisfy 

} their customers both as to 
quality and price. 


Extreme Accuracy 
Uniform Excellence 
and Reliability 


account for the! popularity 
of Skinner Chucks through- 


out the metal working world 


The illustration above shows in phan- 
tom the mechanism of a Skinner 
Among the users of Taylor- Universal Geared Serew Chuck. 
Made Chain are many of the 
largest car building plants, 
foundries, quarries, ware- 
houses and railroads, all bas- 
ing their purchases on quality, 
service and +the safety of em- 
ployees and property. 


’ 










In the Skinner universal chuck all 
working parts are interchangeable. It 
has extra strong gearing and a powerful 
erip. Equipped with our patent  re- 
versible Style “J jaws, this chuck is 
capable of a great variety of work, and 
is especially useful in the machine shop 
and tool room. 





me 
~ 
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The completeness of the 
Taylor-Made line and_ the 
central location of our manu- 
facturing plant should be con- 
sidered by distributors when 
purchasing chain. Ask tor 
a copy of our catalogue and 
let it be your purchasing 


guide. 


These two useful 


st F books sent FREE 
oss g | ‘*SKINNER 
{ CHUCKS,” a. cata- 
log, and “CHUCKS 
AND THEIR 

\ r USES.”" a manual. 


\ , Ask ror THEM 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN. CONN.U.S.A 





~ 





ig 
| 


S. G. TAYLOR CHAIN 
COMPANY 


i 


: BRANCHES 

General Offices and Works. NEW YORK SAN FRANCISCO 
P.O. BOX 117-A 86 WARREN STREET 58 Fepverat Sr. 
CHICAGO CINCINNATI 


HAMMOND “3° INDIANA 


sa9 W. Wasuincton Bivp 450 F. Peart S 
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CHISHOLM-MOORE 
HOIST CORP 


S025 Tremont Avenue 
Tonawanda, N.Y 


Gentlemen Please send 
complete informauon on 


Chain Hoists 
Electric Hoists 
Cranes 


or 


2 ie Oe : _ ‘ 
d % a " f° 
“a é é 
é ‘ ° . 
f y 
’ : J wey on 
7 * = * . Ni aie 
4 he . 2 atti ann Pia i Sy ae, 
hae Sie ann ge Hd hate 
Name 
Electric Company 
Hoists Low Head 
Cranes Room Hoists Mags ye 4 Address 
Matchless oom OBE 


Trotleys City 
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Swiss 


American i de yk 


—this trade-mark 
suarantees quality 




















| 





Fj 
iles 
Carefully manufactured, scientifically heat 
treated, rigidly inspected, American Swiss Files 
of Precision are strictly a quality product. They 
have been the choice of skilled mechanics for 
over 28 years. Made in 2400 different sizes, 
shapes and cuts. 














—Knurls 
The same careful manufacture, scientific heat 
treatment and rigid inspection that have made 
American Swiss Files second to none in the 
precision field, apply to the manufacture of 
American Swiss Knurls, of which we manu 
facture a complete line. Let us figure on your 
knurling problems. 
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Tools 


A complete line of high grade mechanics hand 
tools also bear the American Swiss quality trade- 
mark and carry the American Swiss guarantee. 
The same skilled workmanship and material that 
is given to American Swiss Files enter into the 
manufacture of American Swiss Tools. 











Write for Catalogs 


American Swiss File & Tool Co. 
410-4160 Trumbull St. I 


Elizabeth, N. 
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Pre-Sold 


Some Hollow Screws can be sold 
on price but they have to be sold 
on price. 


They only seem to have the “call’”’ 
where a Dealer hasn't the stock of 
Quality screws. 


And then you meet the sales-resist- 
ance which always goes with the 
line you have to explain. 


It’s a time- and profit-wasting job 


where one line has the demand, as 
in Hollow Screws. 


Take the line of least resistance 
by taking on the 30°, stronger 
“AcLENs.” It only takes a letter 
to start things! 


Fast Service from Factory Stocks 


i+ 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 
Branch Offices: 


R. E. Gregory 
816 Mulford Si 
Evanston. [Il 


W. C. Stauble 
3360 Pasadena Ave 
Detroit. Mich 


W. J. McRae 
320 Market St. 
San Francisco, Cal 
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Any of the 


Products listed below may 

be Labeled, Packed and shipped 
PI 

“Bh 


under YOU 
VAME” 


Belting 
missio 
Hose 
Hose 
Hose 


Whitehead 


R OWN 


if you desire. 


Conveyor & Trans- 


n 
Water Hose 


Creamery Hose 


Underwriters 


Blast Hose. 


Steam Hose 


AND 


Why not — 


BUY “BELTAG 
-as you wou 


BUY MILEAGE? 


After alls said and done. BELTS “ARE” 
COMPARABLE TO TIRES, ice.. they're 


both bought with the idea of traveling as far 
as possible, 
heat, 
both expected to‘ 


they're both supposed to. resist 


abrasion, moisture, oil, ete.. 


and they're 
slip) as little as possible in 
performing their duty. Good tires are sold 
with a 


SO 


“guarantee 


IS HICKORY 


Which means something 


RUBBER BELTING. 


will make FRIENDS 
LS MONEY 


‘The Belting with a reputa- 


You, as a Distributor 
AS WELL 
HICKORY 


lion and guarantee. 


by selling 


Whitehead 
Products 


Air Mill Hose Oil Hose Suction 
sees & Discharge) Tubing — Sheet 
Fire Packings~ Washers & Valves 
Sand ] | ; i | | ) Diaphragms Dredging Sleeves 

Moulded Goods. 


























The Whitehead Bros.Rubber Co. 
“MECHANICAL RUBBER GOODS, SINCE [8 75° 


Trenton,New Jersey 
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EVERY MANUFACTURER OUGHT TO HAVE THIS GREAT 9 
MANUFACTURING IMPROVEMENT---7THE SAND BLAST e 


CLEANI? 1G 


_ SAND oe china COMPLETE WITH AIR on 


f 
AN BLAST 








FROM Too! 


oP 9 


Zas i 
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Improve your 
froduct and de- 
crease your 





costs 





The most inexperienced boy or girl wil] 


do the finest work -uniform and even 


effects, without streaks or spotting and on 
the first try without any previous experi 


ence 
You only have to try it once 


Send us a small metal article free from 


grease 


Whether it be a casting or a stamping is 


immaterial 


We will sand blast it and then you can 


plate it and see for yourself 


Sand blasting makes a better surface for 


paint, enamel or japan 


It makes a mat finish to take the place of 


scratch brushing 


Above we show the entire outfit necessary 


A MONEY MAKER FOR ALL DEALER 


ILLUSTRATED 
CATALOG 


mao” TEIMAN BROS. 





| NDOWS AND 
| 





ert 
j en An _ inexpensive 

| outfit that you 
> hie afford 
AST without. 


cannot 
to do 


Send in your sample and we will return it 
to you all sand blasted with our complete 
illustrated catalog and price ot the correct 
outht for your work. Just tear out this 
page and forward it with your sample 
Send it off right now and we'll have the 


answer back before you know it 


We make several sizes 


The work is held in the hand inside the 


cabinet 


The sand feeds over and over again con- 


tinuously and it is all inside the cabinet 
No dust to anrfoy the operator 


The sand flows like water from a faucet 
and the work receives the impact of this 


stream of sand 


The sand can be coarse or fine or in fact 


any grade in between 


bd NG GAS 


Leiman Bros. 
Patented 


SAN D 
BLAST 


Continuous 


Sand Feed 





The wearing qualities of your plate will be 


greatly improved by sand blasting the 


surface before plating. 


A sand blasted surface is one that the 
plate will hold on to with vigor 


It will find a foot hold and will cling 


much more quickly than on any other 


surface 


A pail of sand will last for many days and 
it can be bought of us or in most cases 


locally and very cheaply. 


The air pump runs right off your main 
shaft or we can furnish it with motor drive 


if you want it 


The air pump can also be used for agitat- 
ing plating solutions, for operating gas or 
blowing 


oil burning appliances, or for 


stampings or chips from presses and 


machine tools 


Full Support 
and Cooperation 


23 P WALKER ST. 
NEW YORK 


MAKERS OF GOOD MACHINERY FOR 40 YEARS 








Established 





Standard Electric Drills, Polishing, Grinding and Buffing Machines 


sont THE STANDARD ELECTRICAL TOOL CO., Cincinnati, 


Write for 
Late Catalog 
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Largest Manufacturing Plant of its Kind in the World 
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You may know the answer so far as you are 
concerned. So far as we are concerned we 
know what the right answer is; and that’s 
what we do. 


Richards-Wilcox is primarily a service or- 
ganization. We begin by making the highest 
grade door-hardware. We have within easy 
reach of every important point in the United 
States and Canada a statl of trained engi 
neers, ready to give service on all door-way 
problems; they’re often serious problems. 


These engineers study your requirements and 
give you unbiased opinions. They know 


What is Service? 


every door-way, from the one-car garage to 
the largest industrial doorway. They advise 
Richards-Wilcox hardware for doors because 
they know it’s best; if they didn’t know that 
they'd tell us so, and we’d improve ic. 


We're able to deliver such service because 
we're the largest and the only makers of 
door-hardware that will efliciently handle 
every door-way requirement. With us door- 
ways are the first order of business. 


Doors—in a building—are the only part of 
ic that has to work; the rest of the building 
stands still. 


Don’t experiment with doorway equipment. We’ve made 
all the experiments; we know. Our service is free. Write 
or call our nearest office. 








AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland 
Chicago Minneapolis Kansas City Los Angeles 


Montreal - 






RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. - 






When writing to Advertisers please 


Cincinnati Indianapolis St.Louis New Orleans 


SanFrancisco Omaha Seattle Detroit 
Winnipeg 
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“The CHICAGO Line” Ball Bearing Journals 


This is the Journal that is guaranteed to operate 


— ° day in and day out without bearing troubles. No 
Power Transmitting Appliances noise no dirt — no dripping of oil. 


Lubricate but two or three times a year. Suit- : 
able for Line Shafts, Countershafts, Machines, : 
Idlers, Belt Tighteners or to replace any Babbitted 
Journal. Made to suit conditions. 


This is only one of many trouble saving special- 
ties of CHICAGO LINE Equipment. 


Don’t be behind the times. Territory for live dealers. 


y Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 





All Forms of Power Transmitting Appliances 


“DAGGETT” BALL BEARING 


HANGER BOX MAIN OFFICE: 
17 No. Desplaines St., 
Chicago, III. 




















; Make Your Packing Business (GS 


More Profitable a 






The completeness of the Belmont 
A plastic material for retaining Line and the genuine service 
RA Neon Babbitt WMetal while Relmont Packings give to users, 


pouring bearings make them profitable for distrib- 








utors. All engineers know Pel 


BABBITRITE is 


> >< * 
sates. easier and mont Packings and the demand for 


High Pressure Asbestos 


them is constant. Ss h iSt 
F t rk with uperheatec eam 
cheaper sbi P : ’ ; Asbestos Valve Stem 
than clay or putty Except in New York and Chicago New Departure, 
Hollow Center 
we sell through distributors exclu- Standard Ring 





Safer It eliminates ; — Senne 
GOR ore sively [here are some good terri- Braided Copper 
7 sitet tories open where we want distrib- ‘a for Oils 
ble w \ 3 , Pa ‘ asoline, etc 
»w-outs utors. Write us for particulars Combination Sets 


| ; Sato. Mt in every required form 
: . : - 4 ple ! . Flax Packings 
Easier It is ready f tb, ae | Belmont Packing & Rubber Co. Hydraulic Packings 
mixed. Requires no we Centrifugal and Rotary 


Philadelphia, Pennsylvania Pump 
preparation  eaonscTs week TT Ge i New York, 99 Chambers St. Metallic Packings 
\_ SRS, SES ( Superheated Sheet 
l Asbestos Metallic 
Sheet 
Gaskets 


Pump Valves 
















Cheaper Can be 





used and reused at 






least a hundred 





times 





DISTRIBUTORS The best way to introduce BABBIT aa 
RITE is to have your customers try it. Send us the 
names of some of your large users of babbitt and we will 
send generous free samples. It is sold in 5, 15, 30 and 50- 
pound pails. A money-making specialty Don't neglect 
the opportunity 


PRODUCTS MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 
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som jobbing house which 
stocks “any old kind” of pipe 
fittings on the theory that all 
pipe fittings are “pretty much 
alike” is running the chance of 
inviting complaints, incurring 


customer disfavor — gambling 
with its reputation. No finer 
tribute can be paid to a jobbing 
house than the uniform deelara- 
tion by its customers: They’rea 





good house to deal with—y oucan 
depend on the lines they sell.” 
Square “Gees” have wona repu- 
tation wherever sold for doing 
well and worthily the work 
for which they are designed. 
You forge one more link in 
your reputation for handling 
quality products when you 








stock and recommend 
Square “Gee” Pipe Fittings. 
The GRABLER MEG. COMPANY 
and its subsidiary GRABLER-REPUBLIC, Ine. 
1900 EUCLID BLDG. . CLEVELAND, OHLO 


New York, Chicago, San Francisco, Los Angeles 


ARE GE 
pe Fitt 
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Dodge-Timken 
Publicity + 
Dodge-Timken 


Performance + 
Dodge-Timken 


Service 


has established Dodge-Timken 
leadership and your opportu- 


nity to profit from industry’s 





demand for power transmit- 


Hanger Bearing 


ting appliances which have 
not only proved their economy 
Pillow Block and reliability, but which are 
immediately available from 
distributor stocks conveniently 


located. Are you taking advant- 


Belt Governor 





age of this opportunity? 





DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA 
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Improved 


CHEMICAL CARTRIDGE 


_ IDUSTPRUF New Improved RESPIRATOR 
as T ;0GGLE RESPIRATO - 
RESPIRATOR GO : ‘ E RI I IR ATOR Forjprotection of spray operators from 
Perfect safety from fine Fype G. R. 50 fumes, mist and solids when spraying 
dust and paint spray. Dust proof respirator and airtight lacquers, enamels, varnish and proxlyn 
goggles combined as one unit. or lead paints, 


NEW PROFITS 


For Mill Supply Houses Selling 
Pulmosan Respirators 


If it's more volume and greater prof- 
its youre after at no additional 
cost add Pulmosan to your line. 


Modern paint and lacquer spraying 
is here to stay and growing ([re- 





’ 
mendously: All Rubber Automatic 
, SPONGE TYPE 
ans Get your salesmen into this new field Respirator No. 16 
a now. Write for our special proposi- Pig Snoot Type. Has been used 


Lion to Mill Supply houses. 2 ee 


Respirator No. 18 many years, 


Attractive Counter Display Cartons, containing our Dustpruf and Chemical Cartridge Respirators. 
Write for our Mill Supply proposition on all Pulmosan Safety Equipment. 


PULMOSAN SAFETY EQUIPMENT CORP. 


Prince and Johnson Sts. Brooklyn, N. Y. 


ULMOSA 
SAFETY EQUIPMENT 
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BELTING 















































It costs no 
more to sell 
a fine belt 


T costs no more to sella 

really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 


We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 
curred. 


= 


Tease MARN 





- @; 


Gh oe 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 


Tanners 
Belt Manufacturers 





LEATHER BELTI NG 
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Strong preferences 
for strong valves 


There are engineers by the thou- 
sands who standardize on ‘“‘valves 
marked with the Jenkins ‘Dia- 
mond’ and signature.”’ 


Your business can benefit by such 
preferences if you stock a full 
line, and if you link your sales 
efforts with those of Jenkins 
Bros. 


Jenkins helps three ways. |1) The 
Jenkins sales message reaches 
your customers in nation-wide 
advertising in industrial publica- 
tions. Here the advantages of 
buying quality-first equipment 
are stressed continuously. 2 
This publicity is reinforced by 
circularizing at regular intervals. 
3) Jenkins service representa- 
tives are constantly on the job 
making thousands of calls daily 
and directing buyers to their 
local supply house. 


There is one aim of all Jenkins 
sales efforts to build up dealer 
sales. 


JENKINS BROS. 


80 White Street New York, N. Y 
524 Atlantic Avenue Boston, Mass 
133 No. Seventh Street Philadelphia, Pa 
646 Washington Boulevard Chicago, Ill 


JENKINS BROS., Limited 
Montreal, Canada London, England 


SINCE 1864 
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_ Red Shield’ HIGH SPEED DRILLS... 








2. ARE FOREMOST 
aS we 
ee Like a tower stands out distinctive and well 
i remembered, the new Red Shield” High Speed Drills, 
‘Ne even with the short time they have been on the 
\ M: market, have won identical recognition. 
J ag Drill users who require high speed drilling with 


uniformity of performance, less breakage, and 


1 less grinding and at less cost per hole always re- 
a member that Ted Shield” Drills give such service. 





The Red Shield d Shield” in actual red color, is stamped 
on each Drill. ALL SIZES. 

















Manufactured by 


arte STANDARD JOOL (0. 


NewYork Cleveland oarter:txe) 





ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 





A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 
belts soft and spongy. Made in three grades, for leather, 
rubber and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 





























IMPROVED 


dsgemont TYPE B CLUTCH 


SIMPLE AND ECONOMICAL 


The extre me ‘ly simple construction with few moving parts has made 
the “kdgemont™ Improved Type B Clutch the most economical cluteh 
for general factory use. Simple to apply 


. low cost to maintain and easy 
to sell, 


Sell “Edgemont” Clutches and profit by the repeat orders. 





\ supply of catalogues and circulars sent on request. 


THE EDGEMONT MACHINE CoO. "ono" 




















STOCKHAM 


CAST TRON 


Drainage 
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is STOCKHAM’S 


Right is right and wrong is wrong. There can be no 
compromise. If it’s right for a manufacturer to sell his 
product through distributors, it is wrong for him to sell 
it direct. It is fundamentally unsound for a wholesaler to 
compete with the very manufacturer from whom he buys. 


Stockham adheres strictly to the policy of selling its 
entire output only through established wholesalers. The 
Stockham policy has always maintained and is upholding 
the principle that the wholesaler be in a position to meet 
wholesaler and manufacturing competition alike. 


Over 7500 different fittings in the complete Stockham 
line enable the wholesaler to supply every pipe fitting 
requirement. 


CHICAGO 
BOSTON PIPE & FITTINGS COMPANY LOS ANGELES 


NEW YORK BIRMINGHAM, ALA. TULSA (Steet onty) 
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Screwed Flanged Oil Country Malleable 


Advertisers please mention Mitt Supp.ies 


The Method that gets your approval 


FITTINGS 


> MALLEABLE 
Screwed Flanged ELECTRIC = STEEL Standard Extra Heavy 
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he Sustained Blicy of a Lifetime 
EARNS RESPECT 


ERE is a Company which has throughout its 

entire existence—a period of thirty-five years 
—practised the very principles now so widely 
acknowledged. 























From the very beginning of our history 


Diamond has marketed its product through Distrib- 
utors, and has given to them the most thorough 
cooperation in the way of 

A Quality Product, 

Competitive Prices, 

Service from Branch Warehouses, 

Protected Territory, 

Sales and Advertising Assistance, 

Square Dealing and Business Friendship. 


All the facilities of our factory, one of the largest in 
the world; all the cooperation of our organization, 
with its eleven service centers; all the manufacturing 
and sales experience gained in the 35 years of our 
history — 


ALL ARE AT YOUR DISPOSAL 
Write our nearest Branch Office 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston Kansas City New York Philadelphia 
Chicago Dallas Los Angeles Seattle San Francisco 


Diamond 


Rubber Belting ‘Hose - Packing 


“TESTED FOR A ng y, OF A CENTUR 
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INJECTORS 





600,000 


Satisfied Users of U. S. Automatic In- 
jectors requiring repairs and replace- 
ments, together with an assured and 
proper profit to the jobber through our 
established resale prices, make U. S. 
Automatic Injectors a satisfactory and 
profitable line for any jobber to handle. 











American Injector Co. 
|» DETROJT, MICH. 
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2925 East 79th Street, 


Fill-in Stocks 


yy" JU can depend upon prompt ship- 
ments from any one of the seven 
warehouse stocks or the factory for 
Cleveland Cap Screws. In a full list 
of sizes, S.A.E. and 
these fine cap screws are packed in 
strong kegs and substantial cartons for 
your stock. Catalog C and Price List 
should be on your 
samples for examination. Order fill-in 


desk. Ask for 
stocks now for immediate shipments 


The Cleveland Cap Screw Company 





U.S.S. threads, 





Cleveland, Ohi 














—Kieley— 


The following List of Products is proof that your 


Sales Department can sell any Type of Plant Kieley 


Specialties: 


Reducing Valves 

Back Pressure Valves 

Atmospheric Relief Valves 

Steam Traps 

Damper Regulators 

Fan Engine Regulators. 

Hot Water Temperature 
Controllers 

Steam and Water Separators 

Oil and Grease Extractor 

Vacuum Oil and Grease 
Extractors 

Pump Regulators 

Excess Pump Regulating Valves 

Vacuum Pump Governors 

Water Pressure Regulator 

Water Feeders 


Return Steam Traps 


We cooperate with the Jobber by furnishing for 


salesmen a small Supplement Catalogue with name 


imprinted. 


Kieley & Mueller, Inc. 


34 W. 13th St. 


Vacuum Return Steam Traps 
Feed Water Regulators. 
Grease and Oil Traps 

Water Arches. 

Emergency Valves. 

Low Water Alarms. 

High and Low Water Alarms 


Strainer Connections of various 
kinds. 


Drip Tank Controllers 

Float Valves. 

Balance Valves 

Tank Pump Controllers 

Pump Governors and Receivers 
Combination Muffler a.d Grease 


Extractor Tanks, Receivers, 
Pump Governor 


Grease Extractors, etc 


N. Y. City 
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re you gelling 
your share of this 


PROFITABLE BUSINESS 


VERY account on your books is a 
prospect for the sale of Hee Fire 
Equipment. 


Every mill, every factory, every office 
where you supply goods, has real need 
tor this dependable fire protection. 


When you say “Sexe” to your cus- 


tomers they know what you are talking 
about. See Fire Equipment is the best 
known and the easiest to sell. The com- 
pleteness of the #ex line opens up a 
large and profitable business for you. You 
can offer a type of extinguisher for every 
fire hazard in every business. 


Start now to make this business grow. 
Get behind it and get your salesmen 
behind it. 

Write for a copy of “What Price 


Nightmare?” 





PYRENE MANUFACTURING CO: 
NEWARK, NEW JERSEY 
Branches: Atlanta e« Chicago ¢ Kansas City - San Francisco 
Makers of Fire Equipment since 1907 


Makers of #eag Tire Chains 








Evenona headstock 
bearing, the 
absence of pro- hk 
truding heads is a 
distinct mprove- 
ment, and the 
mechanic can 
clean up his Bristo 
equipped machine 
QUICKLY 


& ‘ 

j | & 

Fd 
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in countersunk holes 
for instance— 


For the purpose of achieving neat design 
and features of practical convenience, 
socket head cap screws are fast replacing 
other types of cap screws in many places; 
and in most of these newer applications 
they are set up in countersunk holes, so 
that the head is flush with the surface. 


Bristo socket head cap screws are ideal for 
this purpose. The head of a Bristo is 
precisely concentric with the shank, so 
that grinding is never necessary when a 
Bristo is used in «a countersunk hole. 
Bristo cap screws always fit. Holes can 
therefore be made for a close fit, and no 
time will be lost in the application of the 
screw. 


Bristos have other qualities of vital interest 
to manufacturers of high grade products, 
whether the cap screw is to be a part of 
the product, or the machine that makes it. 
May we send you sample screws for exam- 
ination and test? Write The Bristol Com- 
pany, Dept. H, Waterbury, Conn., Makers of 
Bristo Hollow Safety Set Screws. 
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BRISTO\ Wead ) Cap Screws 
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[he opening of our new 


plant which doubles our 
productive capacity. 


Improved high speed 
machinery—more perfect 
product— increased facil- 
ities for quick shipments. 


\ll betterments made possible by the patronage 


of our continuously increasing trade 


WILLIAMSPORT WIRE ROPE CO. 
Main Office and Works: WILLIAMSPORT, PA. 
General Sales Office: PEOPLES GAS BLDG., CHICAGO 
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BDILDING 
WONDERS 
MIEVIER CEASE 


UT beyond the harbor a deep toned whistle an- 

nounces the approach of a great ocean liner racing 
for her port, with a new trans-Atlantic record . . . over- 
head the roar of powerful motors signals the conquest of 
the air... in the studio the click of a switch sends a 
radio message around the globe .. . this is the day of 
speed ... of wonders... of progress unrestrained. 


In the midst of these bewildering changes, great tower- 
ing structures rise along the avenues of America’s lead- 
ing cities .. . others are being planned . . . each one 
seems more beautiful, more enduring, more wonderful. 
The genius of the modern architect and the skill of his 
plans will stand as wonders of this age; for while he 
brings forth a new interpretation of beauty and charm 
he has endowed his creations with enduring qualities. 
There has been no compromise with dependability in 
the selection of materials used—only products of ac- 
knowledged leadership entered these magnificent edifices. 


The pipe lines . . . the very arteries of these great 
structures... how necessary that they should efficiently 
perform...that they should not fail. Underneath floors 
and behind walls, they silently and faithfully carry on 
. meeting the increasing demands of passing years, 
that service shall endure. 
The New York Life Building, illustrated, is another addition to 
the long list of America’s superstructures whose major pipe 
tonnage is ‘““NATIONAL’’—The Recognized Standard for Build- 
ing Purposes. 


NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 


een “3 


New York Lire INSURANCE Co. BUILDING 
NEW VORK CITV 


Architect:'Cass Gilbert 
General Contractors: Starrett Brothers: 
Heating Contractors: Baker, Smith € Co. Inc. 
Plumbing Contractors: W. G.Cornell Co” 
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Minimized 


VALVE UP-KEEP 


ray Fy 
bed 


Fig. 102 


” HITE STAR” 

Valves outlast 
the pipe in most cases. 
They are built to uni- 
form standards to with- 
stand your hardest 
service. 


Accessibility for regrinding seats and 
discs, and renewable features incorporated 
in ‘‘White Star’? Valves insure unlimited 
service. 
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Complete part assembly for 
‘“‘White Star’’ Globe Valves 


Try a ‘‘White Star’? Valve on your 
hardest service line and see its real merit. 


Distributed by jobbers every- 
where 


THE WM. POWELL CO. 
2525 SPRING GROVE AVE. 
CINCINNATI, OHIO 


An 
INDUSTRIAL 
NECESSITY 


is a quick, efficient way to 
spot cars so delays and lost 
time may be avoided. 

Time saved by the most up- 
to-date production methods, 
the most effective handling 
of materials and the most 
capable operatives can be lost 
by delays on loading or un- 
loading platforms because 
cars are not spotted, ready 
and waiting. 


The ATLAS Car Mover 
fills this necessity 


It will move any car, no matter how 
heavily loaded, do it easily, satis- 
factorily with but one man-—and 
there are no switching charges 
to pay. 

A practical, dependable tool tried 
and proved by many users. Its 
worth is many times its cost. 
Prices, with complete and inter- 
esting information, furnished on 
request and your inquiry referred 
to the nearest distributor for 
personal attention. 


Ma nufacture d On ly By 


APPLETON 
CAR MOVER CO. 


P. O. Box 42 
APPLETON, WIS. 


OUR POLICY Is Teo 
Sell Thru Jobbers 

















The 
Mover 
with the 
Red 
Tipped 
Handle 
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LOOKING INTO THE FUTURE 

Unless one is a constitutional pessimist, the look 
forward ought to be more than ordinarily pleasant 
and heartening. Fortunately this relates not only 
to these blessed United States of America, but to 
the world as a whole. Unless the remainder of the 
world shares with us, at least to a reasonable de- 
vree, our peace, happiness and prosperity, the future 
would carry a menace. 

Never before were conditions in this country so 
fundamentally sound. Never before was there so 
much money so widely distributed to the millions 
who are spending at an unprecedented rate, insur- 
ing consumption of our own products to a tremen- 
dous total. The result is heavy factory production 
followed by general employment for those willing 
and physically fit to work. 

Regardless of what the stock market does in the 
near or more remote future, it must be remembered 
that all advances in prices of stocks and bonds are 
not speculative. Many of them are truly on an in- 
vestment basis, with millions having money to in- 
vest who never before had it. Insiders in prosper- 
ous companies have also made purchases at prices 
that at the time seemed excessive, but proved bar- 
vains in the light of earning facts later passed on 
to the public. 

The effect of the election of Mr. Hoover cannot be 





lost sight of. His amazing ability, heightened by 
world-wide experiences of unprecedented variety, 
has placed him in a position where it is possible not 
only to vastly benefit his own country, but to re- 
flect gainfully on the entire civilized world. The 
farmer needs a lot of sound advice and the loan of 
some money, but not a dollar in the way of donations. 
The agriculturist is no more entitled to a govern- 
mental guarantee of success in business than is 
the manufacturer, the industrial supply house or 
the retail druggist. We need deep waterways to the 
gulf, and some day will have them, having the aid 
of Canada and the St. Lawrence river. Incidentally, 
those who wish to drink synthetic whisky and gin, 
and real wood alcohol, will continue to have ample 
opportunity. 

Before you have a chance to read another issue 
of MILL SUPPLIES, Christmas and New Years will 
have come and gone, so it seems a suitable time to 
express an all embracing confidence in the future of 
our dear country, and thankfulness for the reason- 
able success attending this publication’s effort to so 
serve all interests in its broad field that pleasure and 
a modest profit will be the result of our work during 
the year now drawing to a close. 

Business is the most fascinating game in the 
world, and those we have played with and are play- 
ing with have been fine sportsmen, and the least 
MILL SUPPLIES is willing to wish them is the most 
prosperous and happy Christmas and New Year 
they have ever known. The same wish goes to 
those who have not as yet played a hand with us, 
but are co-operatively minded. That covers the 
ground, does it not? Anyway, here’s to 1929 with 
every confidence that it will be as good as we are 
willing to work to make it. 





TRIPLE CONVENTIONS, WHEN AND WHERE 

While it is a well known fact that corporations 
and individuals engaged in the manufacture and 
sale of that very extensive line known as mill sup- 
plies, seem always to get along pretty well in their 
general relations, and apparently speak the same 
language, with quick understanding of what it is all 
about, the same is not always true when it comes to 
the associations that represent these various in- 
terests. 

When you say they “apparently” speak the same 
language you are on the right track, but back of that 
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you have the undeniable fact that different people 
sometimes disagree as to just what words mean, and 
then come misunderstandings as to what is really 
meant. You know that a very wise statesman once 
said that language was generally used to conceal 
thought. 

Now you come to the situation as concerns the 
three mill supply associations. For the present it 
seems evident the Southern, the National and the 
American Associations will retain their individual 
identities, plans to unite the three, or any two, hav- 
ing failed. Then comes the ever present question of 
annual conventions, or an annual convention of the 
one big tent type, with three rings. Recently Presi- 
dent Doe, of the Southern Association, addressed 
President Welles, of the National Association, sug- 
gesting a triple convention in the spring of 1929 at 
some northern point, preferably Chicago. These 
two associations are, as you know, the dealer or- 
ganizations. It is a certainty that the American 
Association, representing the manufacturers, will 
join with the supply house people as to time and 
place, if the distributors will reach an agreement. 
The Southern Association presented its proposition 
on the ground that triple conventions are most de- 
sirable, that north and south should alternate in the 
selection of meeting places, and that a northern city 
should be selected for the 1929 convention because 
the 1928 triple convention was held in Nashville, 
Tenn. 

That all looks fine, and it is certain all details 
should be arranged, but will they? First must come 
the general agreement to hold triple conventions, 
then to agree to alternate between the north and 
south every year. Then comes the question, aftereall 
generalities are covered, of settling on the cities to be 
honored with the conventions. 

President Welles states he has answered Presi- 
dent Doe, thanking him for the letter, and stating 
that it had been submitted to the executive and ad- 
Visory committees of the National Association, and 
after their wishes were known the association would 
submit the matter to the entire membership of the 
National Association for definite action. <A ballot 
proposition, you will note. 

How much real harm can be done to the great 
industry making industrial equipment, tools and 
supplies, or to the supply houses selling their prod- 
ucts, if these associations continue to disagree, is ap- 
parently a debatable question, but there is no doubt 
that some of these organizations are bound to suffer 
if they do not work in harmony. All the privates, 
both high and low, seem able to get along all right, 
tenting together on the old camp ground, but some 
of the leaders frequently disagree when it comes to 
settling on battle plans against the common enemy. 





AIDING THE AIR PILOTS 
Mill supply manufacturers and dealers have been 
asked to co-operate with The Daniel Guggenheim 
Fund for the Promotion of Aeronautics in a nation- 
wide campaign for roof-markings, which will iden- 
tify the country’s towns to the aviator. Such identi- 


fication is a first requisite for a safe air transporta- 
tion system. 

In asking that industrial corporations should as- 
sist in roof-marking their buildings, where practical, 
Harry F. Guggenheim states: “Sign posts of this 
kind for the airplane are an absolutely essential item 
in the safety of air transportation. The need for 
them has been repeatedly stressed by Col. Charles 
A. Lindbergh as a result of his experience during his 
United States tour a year ago, and in subsequent 
cross-country flying. In the opinion of Colonel Lind- 
bergh, who is a technical adviser to the Fund, this 
identification represents one of the most worth while 
steps that can be taken for the advancement of civil 
aviation. His opinion is shared by other pilots from 
coast to coast and has the emphatic endorsement of 
all those interested in aeronautics.” 

As a basis for the work, the Fund, supported by 
the postmaster general, has asked some 8,000 post- 
masters in towns with a population between 1,000 
and 50,000 to take the initiative in seeing that their 
communities are identified by roof-markings. The 
postmaster is urged to enlist the support of civic 
organizations such as the American Legion, the 
service clubs, or the Chamber of Commerce, or indi- 
vidual corporations. To the organization or person 
responsible for the identification the Fund has asked 
Colonel Lindbergh to send a certificate of apprecia- 
tion. The record of roof-markings will be kept by 
the Fund and made available to the department of 
commerce, the post office department and other gov- 
ernment agencies. The movement has the backing 
of the departments of war, navy and commerce. 

Many corporations throughout the country, a 
number of them in this field, have already been ac- 
tive in marking the roofs of their own buildings for 
purposes of aerial navigation. This is not only a 
civie act helpful to the community in which the cor- 
poration is located, but is also of direct benefit to 
business as a whole, since it is the latter which will 
benefit particularly from a commercial air transpor- 
tation system. The Fund asks that a corporation 
with an available roof in an unmarked town of be- 
tween 1,000 and 50,000 population should commu- 
nicate directly with the postmaster. 

It is not only Col. Lindbergh who has found the 
lack of small city and town markings a serious men- 
ace to safe air navigation, but every other flyer. 
Miss Earhart recently wandered for hours over 
Southwestern territory looking for a landmark that 
would tell her at least approximately where she was 
flying. 

In a printed bulletin the Fund describes the type 
of roof most suitable for marking, and urges the 
use of block letters in chrome yellow with a black 
background. It is urged that letters should be from 
10 to 20 feet in height, and on roofs preferably of 
tiled shingles, tin or other metal, or slate where the 
visibility is not reduced by smoke. Besides the 
name of the town or city, the marking should includ 
an arrow pointing due north with the letter “N” 
over it, and a smaller letter indicating an airport, 
if there is one. 
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Industries of Des Moines Served 
by Good Supply Houses 


Capital of lowa Center of Numerous Activities 


Their Views on Business Situation 


When Uncle Sam, back in 1843, established a fort at 
the junction of the Raccoon and Des Moines rivers, little 
was it dreamed that the foundation was being laid for 
one of the truly progressive cities of the Middle West. 
Yet such was the beyinning of Des Moines, largest city 
and capital of the great agricultural state of Iowa, county 
seat of Polk county, and a manufacturing, distributing, 
retail, educational, insurance, 
center for its territory. 


financial and publishing 

According to old Indian stories, the river on the banks 
of which the fort was built was originally known as the 
Moingona, which was later changed by the French to 
“la riviere des Moin.” The settlement gradually became 


known as Des Moines, and the river bears the same 
name. 
Following completion of the tort, the land surround- 


ing was thrown open for settlement by the whites. By 
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Dealers Express 


lishing house there. In 1857 manufactures were vet in 
their infancy. Coal, however, could be secured from 
mines within the corporate limits, and the Des Moines 
river furnished an adequate supply of water power. In 
that vear there was a planing, sawing and turning estab- 


lishment, a foundry, where castings 


of every variety 
were made to order; a number of saw and grist mills 
and other establishments. <At that time the yvrist and 
saw mills were among the most important factors in 
building up the town and county. For a few years in 
the ‘fifties the attraction of the California gold fields 
carried many residents of the neighborhood away, but 
most of these returned later. Many from other sec- 


tions of the country on their way 


to California passed 
through 


Des Moines, and the town secured much 
ness in supplying emigrants with flour, grain, meat, etc., 
some of these emigrants, being favorably impressed by 
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of Des Moines Civie Center Banks of Des 


on 


1851 there were about 500 inhabitants of the settlement, 
and it became a town under the name Fort Des Moines. 
Six vears later, in 1857, it was chartered as the city of 
Des Moines and became the capital of the state, 


replac- 
ing Iowa City. 


It may be mentioned in this connection 
that Des Moines is near the geographical center of Iowa. 
Des Moines early became a trading center for a great 
part of Iowa. Her factories and jobbing houses sprang 
up to care for the business of Iowa, but many of them 
soon outgrew it and reached out to other corners of the 
world. 
History shows that Des Moines had its first iron 
foundry in 1856 and its first steam boiler works in the 
same vear, while there was also a printing and book pub- 


Moi 8s 


River— Coliseum tin Center, 


Public Library at Left 


Des Moines, later returned to make it their home. <A 
United States district land office was opened in 1853 and 
for a time made Des Moines a trading center for the pur- 
chase and disposal of lands in that section. 

In 1857 the population of Des Moines was 3,563, and 
during the period from 1855 to 1860 there were more 
steamboat arrivals than at any other previous period. 
Conditions as a rule were favorable to navigation in the 
Spring and early Summer months. This was a yreat 
help to Des Moines merchants in shipping and receiving 
freight for their greatly expanding business. During 
the latter part of the civil war many new business enter- 
prises sprang up. In 1865, at the end of the war, the 
population of the city was 5,722. In 1867 it had leaped 
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to 10,511, which was a very marked growth. 

During the period from 1865 to 1875 the coming of the 
railroads brought a new era to the thriving city. The 
first passenger train to arrive in Des Moines made its 
entry over the old Des Moines Valley line on August 
29th, 1866, while the first regular passenger train on the 
Rock Island to enter Des Moines did so on September 
9th, 1867. The city was built up rapidly and hundreds of 
acres of land in Polk county were opened to cultivation. 
In 1866 there manufactured in 
woolen goods, boots and shoes, blank 
clothing, tinware, copper 
woodwork products, castings, 
chinery. 


were Des Moines flour, 
books, furniture, 
and iron ware, 
paper, brick, beer and ma- 
The population of Des Moines in 1870 was 12,- 


stoneware, 


055; 1880—22,408; 1890—50,093; 1900—62,139; 1905 
75,626; 1910—86,368; 1915—105,652;: 1920—126,468; 
1925—141,441; 1927—148,900. Today the estimated 


population of Des Moines and its suburbs is 160,000. 
Because of its importance as an insurance center, Des 

Moines is often called “the Hartford of the West.” It 

has forty-four home insurance companies. Des Moines 


is said to rank sixth among all cities of the United 
States in publishing. Three magazines published there 
have circulations of more than a million each. Notable 


among the publications put out in Des Moines are Swe- 
cesstul Farming, Better Homes and Gardens, People’s 
Populai Monthly, Towa Homestead and 

In addition to fine public and parochial and 
schools, Des Moines has Drake University, Des 
Moines University, two junior colleges, three commercial 
schools, four professional schools and other schools. 

Des Moines excellent railroad facilities, being 
served by the Chicago, Rock Island & Pacific, Chicago & 
Northwestern, Chicago, Milwaukee, St. Paul & Pacific: 
Chicago, Burlington & Quincy; Chicago Great Western. 
Minneapolis & St. Louis and the Wabash, and two electric 
roads—the Fort Dodge, Des Moines & Southern and the 
Des Moines & Central Iowa. 

While Des Moines is in the center of a great agricul- 


Wisconsin 
Fa) vied. 


private 


has 


tural region and is not what is commonly known as an 
industrial city, still it has a great variety of industries, 
nearly 400 in number, which turn out a hundred million 
dollars worth of manufactured products annually. These 
various industries developed as the community grew. 
Most of them are operated by descendants of the 
founders of the city. Many others were established in 
Des Moines because of the advantage of high class labor 
and the great market for which the city is a center. 
Among the more prominent industries are the Rollins 
Hosiery Mills, Wood Bros. Threshing Machine Co.. Iowa 
Packing Co., Armand Co. cosmetics), 
Chamberlain Medicine Co., 


manufacturer of 
and a Ford company assem- 
bling plant. 

Good supply houses are needed to supply the demand 
for industrial equipment and supplies from industries in 
Des Moines and tributary territory, Des Moines has 
them. 

The 


avenue, which 


and 


Globe Machinery & Supply Co., 205-211 Court 
was established in 1892 and incorporated 
In 1916, distributes mill, mine, shop, factory, plumbing 


and Globe lathes, 
wagon dumps, automobile lifts and furnace 


covers 


heating supplies, and manufactures 
auto trucks, 


coils. It lowa and adjoining states with sixteen 
Officers of the company are: D. H. 
chairman of the board; F. W. 
manager; H. A. 


salesmen. Buxton, 


Swanson, president and 
business 
and H. L. Buxton, assistant secretary. 

The & Supply Co., 315-817 Court 
avenue, distributes machinery, mill, mine, machine shop, 


Bruner, secretary-treasurer, 


Iowa Machinery 


contractors’ and steamfitters’ supplies. 
covers lowa with six salesmen. E. K. 
ager. 

The Baker Machinery Co., 307-311 East Fourth street, 
distributes factory, mill, engineers’, heating and automo- 


The company 
Stoddard is man- 


tive supplies, elevators and hoisting machinery. It was 
established in 1900 and incorporated in 1908. Its terri- 
tory includes the state of lowa. William Henry Baker 


is president and manager of the company; Henry G. 
Baker, vice-president, and T. B. Baker, treasurer. 

Walredh Supply Co., Inc., is at 707-711 Cherry street. 
It was established in 1919 and incorporated in 1924. This 
company distributes mill, mine, contractors’ and elevator 
supplies, heavy hardware, machinery and tools, and man- 
ufactures grain dumps, spouts and grates. It has four 
men selling its distributive lines, and the territory of 
the company as regards these lines includes the state of 
lowa. Officers of the company are: William C. Myers, 
president and business manager; J. A. McKinney, vice- 
president, and R. W. Myers, secretary-treasurer. 

The Port Huron Machinery Co., Fifth and Market 
streets, sells farm power machinery and supplies. This 
company was incorporated in 1900. Its territory in- 
cludes the Central West, and it has from eight to twelve 
salesmen. H. J. Clark is business manager. 

DISTRIBUTORS’ VIEWS OF BUSINESS CONDITIONS 

How is the supply business in the Des Moines terri- 
tory? This question arouses especial interest because 
of the fact that Des Moines is in the center of a great 
agricultural region. 

“Business has been slow because of poor agricultural 
conditions, but we think it will be better,” stated F. W. 
Swanson, president of the Globe Machinery & Supply 
Co., who, incidentally, was recently elected president of 
the Central Supply Association, composed of plumbing 
and heating supply jobbers. “There has been another 
yood, big crop and farming conditions are better than 
they were. Another favorable factor is the approval by 
voters, at the last election, of the $100,000,000 bond issue 
for Iowa roads. The state is going ahead with a good 
road building programme.” 

“Our volume of business has been satisfactory for the 
last two or three years,” said E. K. Stoddard, manager 
of the Iowa Machinery & Supply Co. “Our business has 
been better this year than last, and I think business 
generally has been better this year than last. I don’t 
see any reason why business shouldn’t be as good in the 
future as it is now, or better. The question of profits 
is merely a question of dealers selling goods at a satis- 
factory price.” 

“Business has not been good for the last six vears,” 
said T. B. Baker, treasurer of the Baker Machinery Co. 
“It has been a little better during the last two months, 
but not what it should be. The tendency is to believe 
that because farmers are having good crops, business 
should be better, but the farmers are still too much in 
debt for any great improvement. Road building is help- 
ing some businesses, but not ours greatly. It is difficult 
to forecast just what the future has in store.” 

R. W. Myers, treasurer of the Walredh Supply Co., 
Inc., expressed himself as follows: “Business in general 
has been about the same as last year, although we in- 
This 
increase was largely due to an expansion of activities, 
The outlook for next year is better 
of the passage of the road bond measure and the im- 
proved condition of the farmers. 


creased our business about 25 percent over 1927. 


however. because 
The agricultural situa- 
tion seems to be stabilizing, and the farmers are better 
off than they were.” 
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ost Records Increase 
rofits on Sales 


Industrial Supply Co., Los Angeles, Has Put Merchandising of 
Its Lines on Very Profitable Basis 


J. K. NOVINS 


The Industrial Supply Co., Los Angeles, has developed 
a system of keeping cost records of sales which should 
interest every distributor of mill supplies. It is a simple, 








are not productive of a fair profit to the house. 
That the system has brought desirable results is at- 


tested by the management of the company. They point 
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non-expensive system, which, since its adoption, has saved 
the company many good dollars, and, most important of 
all, has put the merchandising of various mill supply 
items on a very profitable basis. 

The writer recently had an opportunity to personally 
observe the operation of the system. Its salient features 
are: An accurate record of the actual purchase cost of 
each item, with which is compared the selling cost, so 


that the company is able to figure the percentage of 
Date ' Date Shipped 
Billing Address 
Ship to (Consignee) 
Care of 
“tethis’ || Ship where 
Via ~~! a 


Figuie 2 Order Blank 


profit on it; a cost record of each department, with which 
also is compared the sales in the department, and a sim- 
ilar record for each salesman in the organization. 

By virtue of this system of cost and sales records, the 
company is able to tell at any time just how profitable 
sales on a particular item are, and whether the volume 
of sales credited to a salesman is of the profitable variety. 
The last mentioned is an important consideration, as the 
system has seemingly placed a check on volume sales that 
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particularly to the fact that in one month when volume 
of sales fell $3,000, profits were increased by $690. Ard 
they also call especial attention to the sales records of 
individual salesmen who hustle for sales volume with both 
eyes open to bringing a bigger profit to the company. 
Experience of distributors in many lines has shown 
that 20 percent is considered a 
sales, but it is often difficult 


fair average profit on 
to maintain this averaye 
because certain items are sold at a very small margin and 


INCUSTRIAL SUPPLY CO. 


345 East Timo STREET PHONE MUTUAL 3261 
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Supply Co. 

therefore serve to reduce the average. Since the adop- 
tion of the record system, the Industrial Supply Co. has 
been successful in keeping the gross profit at a very 
satisfactory figure, by keeping careful watch on each 
item in the store. 

As soon as an item is received by the Industrial Supply 
Co., a cost man immediately figures the “landing” cost. 
On a special form (see figure 1) he notes the factory 
(Continued on Page 55) 
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over there. 
_ That’s my 
Purchasing Department” 


OT EVERY industrial plant can 

afford to conduct a purchasing 
department. But no plant need be 
without the services of experienced 
buyers. 


The Mill Supply House is in reality the 
purchasing department for hundreds 
of plants—and it does the job better 
and more economically than those 
plants could do it for themselves. 


When you need a new belt, a valve 
or some other piece of equipment, it 
is not necessary to take time to deter- 
mine what make you will buy, where 
you will buy it, and how you will get 
quick delivery. Your supply house has 
already selected good lines for you, 
relieving you of that detail. In most 
cases it has just what you need in 
stock, ready for prompt delivery. 


We want you to feel that our supply 
house is your purchasing department, 
ready at a moment’s notice to serve 
you. We have a carefully selected line 
of supplies. Whether your order is 
given by mail, by phone or to one of 
our salesmen, it will be handled with 
dispatch. When in doubt as to the 
best thing to buy, ask for information. 
When you need something special, 
we will secure it for you. 


Buy everything possible from your 
supply house and help to make it a 
more effective merchandising unit. 
Its ability to serve is in direct propor- 
tion to the support it receives from 
its territory. Make it your business 
partner and take full advantage of the 
many opportunities it offers you. 


OUR SERVICE HELPS TO KEEP PLANTS RUNNING 


Progressive Mill Supply Co. 


Enterprise City, Ohio 


General Supplies and Equipment for all Forms of Industrial Activity 


This is the fifth in the MILL SUPPLIES series of Distributors’ advertisements. 


mailing them to their local industries. 


of the distributor placing the order. Reprints will be billed at cost. 


When writing to 


Advertisers 


please mention Mitt 


SUPPLIES 
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Mill Supply Houses are urged to make use of these advertisements by 
Reprints will be supplied printed in two colors on India tint enamel stock carrying the name, address and descriptive line 
The minimum order accepted is for 500 copies. 


December, 1928 





EXILL QUPPLUES 





Four of the “Dealer Help” Pages Previously Appearing in MILL SUPPLIES. 
Supply Houses Have Ordered Tens of Thousands of Reprints of These 
Pages to Cover Customer and Prospect Lists. The Cost is Nominal. 


HE question of buying through a dis- 


Are You Using 
tributor has been up for discussion in Your Su | House? 
this department for some time. We have ———— PP y : 


. h diana manufacture he ote thas letter finds 
decided that in these days when everyone The Indiana manufacturer who wrote this letter finds ut 
profitable to buy from his local supply howe ~~ ~— = 

is working on low inventories in order to 





c . 77 DESIRE t 
meet low prices, the factors of time and W! tthe 9 


freight chars are vital to the consumer, pica Re 
and that it would therefore be to our ad- 


vantage to purchase everything we can 


from a distributor. 





The abore letter was written by a manufacturer in the 
Cleveland district to a Cleveland mill supply house 











Here are reasons why you should purchase your sup- 
plies from your local Supply House: J, Stars che products ot nundreds ot 


©, inimin boot heeing ane ormer pur 
© manutecturers under one root © chasing details for its customers 
It is the most economical medium t reduces the inventory invest 
' - ‘ etows quan 
which mill supplies can be Me: acento tanta eh producer and the 2. a ¢ 
» the hands of the industrial onsumer 
f 


A well stocked Supply House serves its customers in these ways 


Keeps tn close toweh with 

Je carengh wuts tatormee & 
It performs warehousing services servic fers is essential 3. Keeps te © minimum supply stocks of 8. 
we both the manufacturer and the * and must be performed by either tte customers 
consumer, gathering under one roof t 
thousands of products from manu 4 Otters « chotes im many Nace of 9 Siudics customers’ requirements see 
facturers in every part of the Unitec e  suppties. © scleete otech te meet them 
States 

the field of dis 


Prevents new and improved squipment 


to Its customers 
f the distributor is not used 


akes it the best and i 
most efficient channel through 
which goods must pass to reach the 
Itimate consumer 


Becomes o strong lees! institution ame 


2 Gietinet asset to Its community 


WILL PAY YOU TO BUY EVERYTHING 
E POSSIBLE FROM YOUR SUPPLY HOUSE 
EVANSVILLE SUPPLY COMPANY , 
Evansville, Indiana SMITH-COUR'TNEY COMPANY 
Supplies and Machinery 
and Industrial Electric Equipment 


RICHMOND, - VA. 


Dutributors 


Mill, Mine and Factory Supplies, Heavy Hardware 


) MANUFACTURER of 


can : 
cover a territory as economically | Pay You 

or anvwhere near as thoroughly as Buy Every thing Possible 

the mill supply house that covers its from Your Local Supply Hous 

trade at regular intervals througsh- 


out the year. 


This is the opinion of a nationally known manufacturer who distributes 


do this purely as a matter of business 


and for the consumer 


exclusively through mill supply houses, and who further states, “We 


It is the most economical for us 


Some manufacturers sell consumers direct. But maintaining branch 
stores, warehouses and salesmen is expensive. When so many of the 
most successful manufacturers sell through distributor 


to assume that they, too, have found it* 
and for the consumer?"* 


5, isn't it logical 
most economical for themselves 


You, as a buyer, should consider the convenience of dealing with repre 
sentatives of one supply house, as compared with the time required to 
purchase from many manufacturers, the necessity for carrying separate 


accounts and following up on numerous shipments 


Our Supply House is the distributor for hundreds of manufacturers 


who have found that we can serve this territory better for them than they 
could do it for themselves. Our salesmen cover the territory frequently 
We make prompt deliveries from stock 


You can buy from us often and 
in any quantity 


You can ask us for suggestions 


By concentrating your 
purchases with us you save time 


, labor and expense 


it WILE PAY YOU TO BUY EVERYTHING 
POSSIBLE FROM YOUR SUPPLY HOUSI 


one . ° THE C. S. MERSICK & CO 
THE STRONG, CARLISLE & HAMMOND Co. 


~ 
. ARDWARE, N N SUPP 
Supplies, Tools and Machinery HARDWARE, METALS, MILL SUPPLIES 
1394 West Third Street 


Cleveland, Ohio 260-292 State Street 


~ ~ 


New Haven, Conn 
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Of All Belt Drives 


can be better handled, more economically handled, with 


“1788 Highflex” 


sine in heavy service or light—high speed 
or low—small pulleys or large — steady or in- 
termittent loads—indoors or out—ninety-nine times 
out of a hundred this universal belting will reduce 
your annual belt costs! 


No shutdowns due to excessive stretch or slipping; 
no burnt-out bearings; no pulling out of fasteners 
or clamps; no bootlegging; no seams to open up; 
not affected by atmospheric changes. 

Standardize on “1788 Highflex!” The saving in 
inventory carried will be far in excess of 
the few cents saved by carrying cheap 
belts—and you are insured against costly 
misapplication. 








THE B. F. GOODRICH RUBBER COMPANY 
Established 1870 Akron, Ohio 






flex” Belt 
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(Continued from Page 51) 

list price, the list price maintained by the Industrial 
Supply Co., the discount, the net cost, and the following 
other facts: Net weight, gross weight, rail freight, water 
freight, cost at Los Angeles, discount at Los Angeles. 
He then notes the prices for exchange, dealer and con- 
sumer. These last three are under the headings of E, D 
and C. The E price is maintained where the article is 
exchanged with some local dealer, the D price where it 
is sold to another dealer, and C to the consumer. The 
man spends most of his time maintaining these 
records, and keeps them up-to-date. 

This record is used not only for figuring prices, but 
serves also for inventory purposes. 

When an order of one or more items is made out for 
a customer, a complete record is made, which shows not 
only the price charged the customer, but the actual de- 
livered cost of the article to the Industrial Supply Co. 

This order affords not only a complete history of the 
transaction, but is used as a basis for figuring the per- 
of profit on the various articles, for figuring 
percentages of profit for each department, and profits of 
individual salesmen. 


cost 


centaye 


The order is checked by the various departments 

sales, credit, stock and shipping. 
COMPLETE INFORMATION ON ORDER BLANK 

The customer’s name and shipping directions appear in 
the upper left-hand corner (see figure 2), preceded by 
notation of the name of the salesman, and the price basis. 
Notations made of date of order and date of 
shipment. The customer’s credit references are noted in 
the upper right-hand corner, followed by terms, with the 
name of the person who packed the order and the one who 
checked or delivered the goods. 


are also 


Atter each item noted on this form, appears detailed 
information as to tally weight, price, extension, discount, 
total price and the purchase order number. This is fol- 
lowed by notation of the department where the mer- 
belongs and the territory to which the sale is 
credited. 
the reverse side of the sheet, information is re- 
corded as to the delivered cost to the house, per item and 
for the total, and by department. 


chandise 
to be 
On 


The difference between 
the selling price and this delivered cost, as already pointed 
out, shows the profit on each item and on the complete 
sale, as well as the profit on the sale that should be 
credited to each department. 

The order is made out in triplicate, the original being 
sent to the clerk who makes up the monthly compilations 
of sales. 


the third 


The second copy goes to the customer, while 
copy, Which is a blank with only the number of 
the transaction appearing on it, is retained in the office. 
When the customer’s copy is returned to the office as a 
receipted invoice, it is matched with the blank sheet, and 
he latter then thrown away or used for copy paper. The 
reason for matching these two last sheets is to eliminate 

possibility of orders being shipped without proper 
authorization. 

The original sheets are bound in a volume for perma- 
nent reference. From these sheets the clerk makes up a 
monthly record of sales for each item, noting the total 
sales and the total cost, to determine the percentage of 
profit on the total sales of the item for the period. 


] 
i? 


Simi- 
records are kept for the entire season, so that a fair 
estimate can be made of the profit on the article. In 
similar manner the total sales by department compared 
With the actual cost of the merchandise sold by the de- 
partment, is computed. In this way profit of each de- 
partment will be determined. The stock is segregated in 
twenty-four divisions, and a record kept for each, as has 


just been explained. And, lastly, the clerk compiles sales 
to the credit of each salesman, and the cost of the mer- 
chandise sold by him. The statement of sales is handed 
to the salesman on the tenth of the month and applies 
to the preceding month. 

The monthly statements given to the salesmen contain 
the following information: 

(1) Total sales. 
(2) Cost of merchandise. 
3) Profit (the difference between total sales and cost 


of merchandise ). 
(4) Salary and expenses. 
(5) Net profit. 


Such information passed on to the salesman is a great 
help to him. He then realizes his efforts are not judged 
merely by the amount of sales, but by the amount of 
profit his sales have brought to the company. He is given 
an incentive to concentrate his sales on profitable items. 

Salesmen are taught to be profit-minded. The manage- 
ment seeks every opportunity to work with the salesmen, 
and to aid them in making sales of the profitable variety. 
Whether orders are sent in by mail, or over the telephone, 
salesmen are credited with them. Under this system the 
company is in a position to secure full co-operation from 
the salesmen, for the monthly record of sales and profits 
serves as a check on their time and efforts. 

Sales meetings are held twice each month, and the 
specialty men and territory salesmen get together to dis- 
merchandise and and of 


rreater sales co-operation. 


CUSS Ways means securing 

The experience of the Industrial Supply Co. has shown 
it pays to take salesmen into the company’s confidence, 
to make them think along lines of gross and net. profit, 
instead of merely spurring them on to gross sales accom- 
plishments, which, after all, are not always to the best 
interests of the house. 


-<e-r 
STATISTICS OF GREAT VALUE 
Commerce Department Issues Booklet Containing 


Suggestions on How Best to Use Them 

The practical application of current statistical informa- 
tion by American business men has been one of the out- 
standing factors in our generally sustained prosperity 
during the last five years, according to Mortimer B. Lane, 
of the census bureau, in a study of the use of current 
business statistics recently issued by 
partment. 
activity, it 


the commerce de- 
Periods of similar commercial and industrial 
is pointed out, have as a rule char- 
acterized by more or violent fluctuations. Nearly 
three hundred specific instances of the use of statistics 
in business have been collected by Mr. Lane, who presents 


been 


less 


suggestions as to how these figures may be used to the 
best advantage. The small business man, he states, has 
been particularly benefited through the use of 
statistics. 

The of the of the world for 
statistics has been the growth of statistical services by 


current 


result need business 
government departments, trade associations, periodicals 
and individual The data thus 
lected are brought together by the bureau of the census 
and presented weekly and monthly in the commerce de- 
partment’s publication, “Survey of Current 


business concerns. col- 


Business.” 
Through the medium of this survey the public now has 
the benefit of no less than 1,700 separate indicators of 
business trends. 

Current 
may be obtained for 15 cents from the superintendent 


Copies of “How to Use Business Statistics” 


of documents, Government Printing Office, Washington. 
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Use of Graphic Charts 











s Direct Selling Aids 


The Value of a Systematic Collection of Data on the Movement of all 


Items in a Supply House, Cannot be Overestimated 


Definite 


This Leads to 


Information on the Work of Individual Salesmen, the Profit 


or Loss on All Lines and Valuable Aids in Fixing Quotas for Salesmen 


J. J. BERLINER, B. C. S. 


The sales department of any organization must of 
necessity collect a large amount of data in order that the 
salesmen may intelligently be directed. It is absolutely 
essential to keep in constant touch with the progress of 
events. The sales manager must know from day to day, 
week to week, and month to month how the are 
progressing, What the expenses of the sales department 
are, and whether the salesmen are performing efficiently. 


sales 


Records of sales in various territories as made by va- 
rious salesmen, or of the same salesmen in the same or 
different territories over a period of time, are often an 
index of efficiency. In nearly every 


line of business, 





FrG SHOWING COMmPARiSem oF ACT 


vau SALES To SALES Quer” 


certain statistics 
efficiency or as a 
ities. 


are also used as a measure of present 
means of determining future possibil- 
For example, the sales of all or certain lines of a 
concern’s product may be compared with the total popu- 
lation, or perhaps with certain classes of population. 

Graphic charts are the best method of presenting val- 
uable statistics and information in the sales department. 
They give the sales manager the information he must 
have more concisely, quickly and clearly than anything 
else would. They present the best means for comparison 
and analysis—two things which the sales department is 
constantly concerned with. 

Graphic charts will show better than any other method 
such important sales facts as: 

(1) 
mated 


Total sales compared with sales “quota” or esti- 
On the same chart may be shown the 
monthly variations and the cumulative total. 


(2) A comparison of sales by districts 


sales. 


—cities, states, 
ere. 


3 A comparison of sales resulting from various 
sources or methods, such as advertising, mail, salesmen, 


dealers, ete. 


1 A comparison of the sales of different commod- 
ities, 

5 A subdivision of sales expense—salaries, sales- 
men’s expenses, ete. 

6 The performance of the various salesmen, such 


Number of prospects reported. 
Number of calls made. 
Number of orders obtained. 
Average cost per order. 
Ratio of calls to prospects. 
Ratio of orders to calls. 
total 


sales. 


Figure 1 
“quota” or 


illustrates sales compared with sales 
estimated Suppose for example that 
it had been planned to sell $60,000 worth of a certain 
article during the year. The average monthly quota 
would then be $5,000. In figure 1, the straight horizontal 
line represents the monthly quota of $5,000. The diag- 
onal line from 0 to $60,000, represents the cumulative 
quota. the 
the vear and represent a standard to be 
Then from month to month, as the actual 
sales are reported, they are plotted upon the chart (the 
dotted line), and a picture is thus obtained which shows 
whether the sales, both from month to month, and the 
total, equal the mark set. 


These two lines are drawn on the chart at 
beginning of 
obtained. 


Figure 2 is a graphic chart of the gross business se- 


cured by a salesman over a period of a year. This chart 
clearly shows the effect of the season of the year on the 
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FIG 2 GRoss BUSINESS SECURED BY A SALESMAN 


amounts of sales. Special causes of rises and falls in 
the gross such as this, may be noted on the chart to aid 
in the analysis of the facts. 

A chart showing the relation of the number of orders 
to the number of calls made by a salesman is given in 
Fig. 3. This is an efficiency chart of the salesman. As 
time goes on it is reasonable to expect that the ratio of 
orders to number of calls will increase. If it falls it 
may be the fault of the salesman or of general business 
conditions. This may be determined by comparing his 
chart with those of other salesmen. 

In selling campaigns it is advantageous to keep stat- 
istics of the progress made to stimulate business. For 
instance, a concern may pay a monthly bonus to sales- 
men for any sales the normal increase 


excess in over 


ordinarily to be expected from the growth of the com- 
pany. 


The main problem is then to determine what 


























pivisiOn 


\ST DRILL Cc 





0. / 
y/ 
y/ 





Wher 























Decide Now 


that you will make Butterfield Tools 
one of your blue ribbon lines in 
1929. Times are right, the tools are 
right, and we will treat you right. 


Write to our general office or ask 
the manager of our nearest store for 


a catalog and distributors’ terms. 


BUTTERFIELD & CO. owision 
Union Twist Drill Co. 
Derby Line, Vt., U.S. A. Rook Island, Quebec, Canada 
Stores: New York, 62 Reade St.; Chicago. 11 So. Clin- 
ton St.; Detroit, 406 E. Woodbridge St.; Toronto, 


196-198 Adelaide St., West.; Montreal, 111 St. Paul 
St., Weat. 


e mention Miri Supprres 
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would be the normal sales for the period if no special 
drive was being made. The average sales would prob- 
ably be computed for several years past, and on the 
basis of these figures a total estimated amount of normal 


4° 
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Mig. 3 Relation of number of calls to number of orders 


sales for the coming year would be computed, figuring 
the same per cent of increase over the previous vear as 
had been made annually in the past. 

As the volume of fluctuates from month to 
month, due to seasonal and other conditions, it would be 
necessary to divide the total estimated normal sales for 
the coming year on the basis of the proportions which 
had come in each month in the past, using the results 
of several vears as a basis. 


sales 


The estimated normal sales 
per month would have to be split as outlined above, but 
modified where local conditions in 
seemed to require more or 


certain territories 
less arbitrary adjustments. 
Bonuses would then be paid for any increase of actual 
sales above these normal figures. 

Graphic charts can be used with great advantage in 
sales stimulation. The salesman is made to see vividly 
exactly where he stands, either in relation to his own 
previous performance or in relation to the performance 
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of other salesmen. There are so many varieties and 
combinations that are possible that an ingenious sales 
manager finds the supply almost inexhaustible. 
Comparisons with a salesman’s previous record, or 
with his individual bonus peg or budget quota, are gen- 
erally fair. Comparisons of performance with other sales- 
men should only be made when conditions are equal- 
ized. It is universally realized that one territory may 
vield a given amount of sales 
ability and energy applied 
half as much. 


while the same. selling 
in another would vield but 
Modern point systems and quota systems 
of rating and apportioning territory equalize these con- 
ditions, and where these are in effect Comparisons ar 
quite fair. 


Graphic charts are unusually effective in stimulating 
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persistence in sales competitions. They provide this 
stimulant by bringing home vividly to each salesman 
the spirit of competition which exists in those worth 
while, combined with a means of recording results that 
help to turn the work into play. There are so many 
chances for variety that the story never grows old, for 
the sales manager can draw from the field of baseball, 
football, six day bicycle races, golf, etc. 

There is sound business psychology back of this plan 
of stimulating persistence. The old school salesmen may 
perhaps ridicule the idea, but it is interesting to note 
that where such plans have been introduced it is not 
many weeks before the old timers, as well as the younger 
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generation are observed earnestly studying the charts 
and striving to keep their records above par. 

A chart like figure 4, corrected up to the current date, 
is sent weekly to each salesman. It shows him at a 
glance whether he is earning a bonus or not, and if he is, 
whether the bonus is increasing or diminishing. This 
type, the compari- 


chart is of the simple “comparative” 
son being in this case against 
made to fit the sales book. 


Figure 5 is a 


the bonus “peg.” It 


graphic chart showing weekly per- 
formance, the comparison being made between all sales- 
men, or all in a certain Class or territories. The rectangle 
representing the salesman to whom the chart is sent 


S 
put in black so he can easily visualize his performance 


as against his fellow salesmen. Figure 6, on the same 
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principle, shows accumulative sales since the first of the 
year. 

chart) for 
In this case the comparison is. last 


Figure 7 is another simple 


salesmen. 


“comparison” 

week's 

performance against the average to date for the year, 
(Continued on Page 62) 
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We are making every effort 
to convert the consumer to 
the truth that he can pur- 
chase economically and with 
better service from the 
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(Centinued from Page 59) 
The arrows are put on with rub- 
This 
tells the commission salesman at a glance just 
is earning. 


half year or quarter. 
ber stamps, and a new chart is mailed each vear. 
chart 
what annual salary rate he Figure & shows 
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the accumulative monthly average of sales for three dif- 
ferent salesmen. 

Keeping the cost of selling down—Sales work is based 
upon an intangible commodity, human nature. It is im- 
possible to know exactly to the penny whether a salesman 
is producing at the minimum cost in a given territory. 
Again, some buyers are quick to decide, while others 
will take a day to transact business that could be finished 
in an hour. Some customers buy in smaller quantities 
than others and it is necessary to see them frequently; 
others buy heavily and need to be visited much less fre- 
quently. 

There is no means of devising a hard and fast system 
of cost as we could in the factory. All that can be done 
is to work out a fairly accurate system. 

The first step is to fix for each territory what is con- 
sidered to be an equitable standard of cost. In one 
territory the standard might be double that in another. 
Where selling costs by territories are already kept, they 
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form the basis of the standard. Where the costs as a 
whole only are available, it is necessary to work out an 
approximate cost for each territory. 

The unit of product affords the best basis for fixing 
this standard. In addition to the standard selling cost, 
a quota of sales for each territory should be established. 

In figuring the actual cost, the salesman should be 


given credit for all business from his territory, whether 


he actually sends in the order or whether the concern 


receives it by mail 

In fixing both standards of sales cost and quotas, it is 
wise and justifiable to figure the cost a little low and 
the quotas a little high. Of course, one should be care- 
ful not to put the cost to 


low, or the quotas too high, 
and thus discourage the salesman. 


ducing the unit cost of sales before each salesman it 





The sales manager should always keep the idea of re- 
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the most convincing form. <Any increase in the quota, 
of course, is a step tending toward the reduction of sales 
Graphic charts visualize these facts. In figure 9 
the heavy line is the quota for a territory covering a 
period of twelve months, and the dotted line shows the 
actual sales in the same period. 

With these figures so graphically present, it is a very 
simple matter to make up new quotas each year. Usually 
it is the rule to plan for a certain percentage of increase 
in sales over the same months of the previous year. 
Thus for instance, in figure 9, the curve shown makes 
allowance for the usual dull months of the summer. As 
a rule, the standard of sales cost or a sales quota should 
be based on the same month of the preceding year rather 
than the previous month of the same year. 

Figure 10 shows the standard sales cost for a certain 
territory. The heavy line represents the standard cost 
fixed for the territory, and the dash line is the actual 
cost. 


cost. 


In both of these charts the lines representing the quota 
and the standard cost are drawn in when the charts are 
made up at the beginning of the vear. At the end of 
each month the curves showing the actual sales, or the 
actual cost to date, are drawn in and sent to the sales- 
man. 

Use of maps in graphic sales analysis—Outline maps 
are very valuable in aiding the sales manager to visualize 
the progress of events in his department. Upon such 
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maps may be shown the sales by territories. Either dif- 
ferent colors may be used to designate the sales, such 
as red dot for zero to $1,000, a blue dot for $1,000 to 
$2,000, etc., or else the actual figures of the sales may 
be written directly upon the maps. Where various prod- 
ucts are being sold, the sales of each different kind may 
be shown according to locality and will indicate how the 
locality affects the sales of each kind. 

The outline map is also useful for charting general 
information about each territory, the desired data being 
marked right on the map and following some predeter- 
mined sequence. The maps may also be used to allocate 
to various territories the number of salesmen estimated 


Prcwaen 





Above or below standard 


to be necessary to handle the probable business. The 


routes of salesmen may also be shown, with the dates 
when they are scheduled to arrive at and depart from 


various places along the routes. 
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“AMERICAN” HAND TRUCKSa 
in a class by themselves. 
distinctive in design, in servic 
in economy they cannot | 
compared with ordinary truck 


MODERN Pressed from steel li 
your motor-car chassis, they cot 
sequently are strong, light an 
run smoothly and easily. 


HANDLING costs are turned ¢t 
profits with ‘‘Americans,”’ fe 
they outwear all comers an 
practically eliminate han 
truck maintenance expense. 


EQUIPMENT that has entirel 
changed the popular conceptio 
of hand truck service 
these all-red ‘‘Americans"’ ar 
truly worthy of the very impor 
tant part that hand trucks pla 
in American business. 


“Ss 


THE AMERICAN PULLEY CO. 
4200 Wissahickon Ave., Philadelphia 





Eleven Models 
Serve 
Practically Every 
Hand Truck 
Need 


Stevedore Trucks, Cotton 
Trucks, Railroad Trucks, 
Warehouse Trucks, Bor 
Trucks, Bag Trucks, Barred 
Trucks, Grain Trucks —what- 
ever your needs, there are 
‘*‘Americans”’ specially suited 
to them. 

And since ‘‘Americans’’ are 
standardized dealers carry 
the complete line with a mix 
imum outlay of money ané 
floor space. 





ry 


One Truck User to Another 


LARGE New York freight terminal recently 

wrote the Philadelphia & Norfolk S. S. Co. for 
its opinion of ‘‘American”’ trucks. Mr. Milton C. 
Jackson, general superintendent of the Steamship 
Company, replied; and as his experiences are so 
typical of the reports of ‘‘American” hand truck 
users everywhere, we believe you will be interested 
in reading his letter. It follows: 
Dear Sir: 
“Confirming yours of October 10th, with reference to Ameri- A | Z 
can All-Metal Hand Trucks, please be advised that we have ‘, 
used these trucks for approximately four years with the f™ | 
greatest of satisfaction. | 
‘These trucks have special qualities in so far as durabilits eal, e 
goes, and also, the men using the trucks, once they are 


acquainted with them, really prefer them to the old wooden 
trucks. 


PATENTS PENDING 


“We keep on hand a small supply of parts which can be 
readily installed on any truck which is damaged by accident. 
Mhis has happened to us on but seven trucks in four years, if 
my Memory serves me correctly. 

‘We have approximately 350 of these trucks in use, and now 
have an order in for 100 additional trucks. We believe them 
to be the best on the market, giving excellent service at a 
reduced cost.”’ 


THE AMERICAN PULLEY CO. 
PRESSED STFEI 
PULLEYS HANGERS HAND TRUCKS 
MISCELLANEOUS STAMPINGS 
4200 Wissahickon Ave., Philadelphia 


Company Warehouses: New York, Boston, Chicago, San Francisco, Seattle 
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Figure 1—Chart Showing Actual Movement Since 1924 
September Final Index 
October Pretumimary Index oo... sicswes ss 112 

The monthly index is not based upon any single company’s 
experience, but is developed from broadly selected measures 
of the quantity of demand in all those industries that use 
valves und fittings. The index has been corrected for ir- 
relevant seasonal fluctuations and price variations. 

A wise economist, Wesley C. Mitchell, has said that 
the only normal condition of business is a constant state 
of change. In these valve and fittings articles, that 
have followed one an- 


_ Valve and Fittings Index 


Proves Fluctuations 
Are Growing 
Less Violent 


Prospects for 1929 Favorable 


JOSEPH H. BARBER‘ 


Assistant to President and Chief Statistician, Walworth Company 


fluence of our discussions may continue to exert its 
effect upon the well being of the various readers. If 
there is one argument we have urged more than an- 
other, it is that greatest profits should result when we 
try to operate as steadily as possible close to normal 
trend of demand. Not so long ago, the whole philosophy 
of business grew out of the trader’s instinct to buy low 
and sell high. Profits were then dependent upon shrewd 
speculation. But little by little facts came to light to 
show that speculative profits were largely “paper prof- 
its”; that price changes were often two-faced, with no 
permanent advantage either way since the gains of two 
or three months could be entirely lost in a single month. 
It became more and more evident that the jobber who 
aimed to furnish his customers a real distribution serv- 
ice, and who performed that service steadily and with 
increasing efficiency, made more money on his “opera- 
tion” than he did on all his shrewd buying. 

Next in importance 





other now for nearly T 
two years, we have a0 | | | 
been attempting to 
analyze constantly 1680 
what the current 
changes were’ and 
why, in the hope that 
such analysis would 
help the reader at zo 
least a little bit in 
planning for better 
profits. It has been a 
pleasure for the 
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to our continuous plea 
for stability and at- 
tainment of efficiency 
at normal levels, has 
been our constant aim 
to have conclusions 
based on facts. There 
is no room for guess- 
work in modern busi- 
ness. To guess at the 
location and extent of 
| our profitable —mar- 
ket; to take a chance 
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however, that 
“constant state of 
change” in business 
has forced the author 
to seek release from former commitments. New oppor- 
tunities for service will demand a full share of atten- 
tion, and it is with keen regret that we must conclude 
the series with this as the final article. 

However, we have the confidence to hope that the in- 


same PYRIGHT 19260 WAL Th 


Figure Interpreting the 
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Fluctuations of the Valve and 
Fittings ludesr 


studied strategy; all 
these can only spell 
failure in the’ end. 
The skilled) surgeon 
uses every instrument and agency that will assure the 
success of his operation. His finesse must be imitated 
to a degree by the modern business man. Facts are the 
tools he must work with, and the wholesaler’s profit will 
come to depend more and more upon the wise interpreta- 
tion and use of data pertinent to his business. 
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CAPITALIZE THE PRESENT INDUSTRIAL 


lake your house to the buyers. Consider how 
much more thoroughly, 
his territory for v 
salesmen in catalogue form with th 
more engineers, superintendents 


chasing agents wh 


a salesman can ci 
u if vou station assistant 
and 


se business he solicits 
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R. R. DONNELLEY & SONS COMPANY, CHICAGO 
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ACTIVITY 


Feor a fraction of the cost of adding even one 
road salesman to your force, you can supple- 
ment all of your present salesmen with the 
hest of catalogue representation 

It would probably mean an investment ol 
only about 5 or 6 cents per month per buver 
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Proof is not wanting to justify a policy of steady ope- 
ration With increasing efficiencies based on fact studies. 
A recent survey by the Central Supply Association, con 
ducted through the Bureau of Business Research of Har 
vard University, showed clearly that profits in 
1927 had been made by the jobbers who tended to mer- 
chandising service and got the best stock turnovers: and 
they got these better profits in spite of narrower profit 
margins. They got them by their efficiency in getting 
expenses into line with lower selling prices, and not by 
waiting for a speculative price rise to make a wider 
gross margin. They did it by concentrating their effort 
on the compact territories they could and 
most economically. They added to their profits still fur- 
ther by weeding out unprofitable lines that could never 
warrant the expense of carrying them. Their merchan- 
dising service was needed and the best profit rewards 
went to those who were the most efficient in performing 
the 

Along similar lines is the authentic report by the De- 
partment of Commerce of the hardware jobber who got 
the facts on his own business and adjusted his opera- 
tions to advantage as follows: 

“The elimination of 50°, of the accounts 
shown to be too small to be profitable] reduced 
the sales territory about 38 per cent. This re- 
striction of sales territory, coupled with a reduc- 
tion in items carried of 80 per cent, decreased the 
volume of sales 33 per cent. After a three- 
vear operating test: in the restricted area with a 
reduced line it was found that the dollar volume of 
net profits had increased 35 per cent.” 
True management not concentrate on 

the exclusion of profits. Instead, it determines 
sales will be profitable, what services ought to be per 
formed for the price and what demands should be satis- 
fied, backed up by a courage that will turn down orders 
at prices that do not compensate for service given. On 
the other hand, facts at hand in time of emergency are 


largest 


serve best 


necessary sery ice. 


| those 


volume. to 
where 


does 


still more valuable in preventing a “crazy boom” such 
as that of 1920. In current news we find just such a 
sane application of cold logic in the recent warning 


sounded by Copper Exporters, Inc.: 

“In the opinion of producers and refiners form- 
ing the membership of Copper Exporters, Inc., con- 
sumers are buying in actual require- 
ments, thereby creating the danger of a runaway 
market; they believe that the increased mine pro- 


excess of 


duction will be sufficient to satisfy any reasonable 

demand. It is believed that if buvers would 

confine their purchases to actual requirements, the 
situation should be relieved by increased mine pro 
duction coming upon the market.” 

Such citations illustrating the value of fact-study in 
business could be multiplied, but as the days pass it is 
becoming more and more a matter of general assump 
tion that it pays to follow economic laws. As manufac- 
turers we are not gamblers, and we feel that distributors 
do not want to be. They and we seek only a reasonable 
profit, upon economical and efficient 
The plank which either the manufacturer or the jobber 
must tread today is a very narrow one, and if he strays 
too tar to either side, he is likely to find himself in the 
The consumer should be asked to vear in 
out reasonable fail The 
\ 


his selling and 


based operation. 


ocean. 
and 


pay 


vear only a and price. 


jobber can offer such a price only when 
his 


buying conditions are stabilized upon reasonable 

and fair prices. Such conditions are sought by most 
obbers and manufacturers. 

That we might contribute in this direction was the 





hope that has justified publishing these Valve and Fit- 
Index articles. We felt confident that the prac- 
tical application of the information would prove to be a 
stabilizing: influence by showing ino a convincing 
that volume depends primarily upon demand; that price 
fluctuations are incidental, and, that the acceptance of 
sound economics in the industry would tend to remove 
recurrent And there has 
been real progress toward stabilization in our industry, 
as is evidenced by the history of our index in Figure 2. 


tings 


Way 


and devastating weaknesses. 


The finer line shows the actual monthly record. The 
heavy line is a diagram of the business cycle swings 
that are caused largely by factors beyond the indus- 
try’s control, but that are the base line about which 


the industry’s own monthly index tends to fluctuate. 

Looking at that heavy line, the real trend, we see that 
ever since 1921, when depression ruled the world, there 
has been a continuing and persistent wave-like up and 
down trend, and that recently we have been riding along 
the more frequent 
breathing spells, the real major trend cycles of today 
are more moderate in their ups and downs than was the 
case in the earlier vears. We are more concerned, how- 
ever, about the wider, month-by-month fluctuations that 
are within the industry’s control. 

Looking at that finer monthly line, that seems to rise 
and fall by “fits and starts” 


crest of such a wave. Because of 


in the earlier vears, we see 


that the swings up and down are gradually becoming 
less violent. Each winter following the major depres- 
sion of 1921, there used to be a little boom. Each time 


this was then interpreted by many as a major surge, 
but before the winter passed the bubble was_ pricked 
and each spring pessimism set in. The tendency seemed 
to be to ahead to high ordering for four 
good winter months, and then to slump immediately to 
four bad spring months, and in some degree the tend- 
still persists. 


spurt rates 


ency 

The percentage bars in the inset diagram of Figure 2 
show how average ordering rates in these four-monthly 
periods varied over and then under the real trend level 
of ordering that would have persisted if there had been 


no “fits and starts” in our industry’s ordering. Those 


bars have been decreasing—in the last two or three vears 
they have all but vanished, and the old “fits and starts” 
in demand have simmered down to a sensible, steady 


rate of ordering according to real needs. 
That is the indication given by our most recent data 


for the index. The latest monthly plottings are just 
about at the heavy line trend level. That is a good 
level—better than the average of recent vears. In spite 
of the irregularity so apparent in particular months, 
the trend is now progressing in an orderly way and 
there is now very little suggestion of the fits and starts 
that often distorted judgment as to the real prospect 
for business. 


And what will 1929 bring? The immediate outlook 
is for continuing prosperity Stil, in a 
we have learned that real business prosperity and profits 
do not depend upon great volumes only, and that, even 
intellivent and keen 
But what if next year should 
Well, if it should, it 


would doubly urge attention to the internal economies of 


large deyrec 


in “good times,” analysis of facts 
judyment are never easy. 


bring some recession in business? 


an individual business, so as to insure the effectiveness 
of all effort. then have to 
serious problems again, but what alarm is there in that? 
There prospect. And 
tainly, if we is developing, 


Business men would face 


calamity in cer- 


to the trend as it 


dire 
are alert 


can be no 


(Continued on Page ®5) 
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he Bigger Viewpoint Necessary to 


roper Business Progress 


Those Executives Who Would See All Their Opportunities 
Must Constantly Look Upward and Outward 


FRED COL 


On a day when the business outlook was dark and 
manufacturers and distributors in all fields were looking 
for means to curtail expenses and bring the spread of 
their activities within easier reach of controlling arms, 
it was my fortune to be present at a convention of the 
district managers of a large business house. 

As the men from different parts of the country gath- 
ered, they formed into groups and business 
conditions with gloomy looks and dire predictions. Busi- 
ness was dead in New England, said one, and he could 
see no chance of his district getting anywhere near its 
li the New Envlander thought 
dead, he ought to take a trip through the South, another 
declared. <A third maintained those two districts might 
not be up to par, but they did have certain compensating 
conditions. If they wanted to see 
flat, they ought to come out on the coast and take a look 
around. 

The competitive spirit is men 
get together, and if the trend of the stories is toward 
hard luck, many will try to make theirs out worse than 
those of the men preceding them. Get such a condition 
started and you will often have a group of men, each as 
anxious to report a worse condition as every woman in 


discussed 


quota. business was 


business absolutely 


when business 


strong 


a group of old gossips will be to tell the most scandalous 
tale of a neighbor’s perfidy. Haven’t you heard a group 
of business men in a smoking compartment or at a club 
luncheon vieing with one another as lugubriously as a 
party of appendicitis graduates describing their opera- 
tion table experiences? 

At the convention mentioned there 
pessimistic talk outside the doors of the meeting room, 
and the district managers flocked into the meeting with 
a feeling that the best thing the company could do was 
to trim its sails and hunt 


“lay to” 


Was an ocean of 


for a snug harbor wherein to 
unti! after the blow. 


“GET THE BIGGER VIEWPOINT” 
The first thing that impressed these men as they came 
into the hall was a big banner which dominated the 
room. “Get the bigger viewpoint!” it shouted at them. 


They were not long left in the dark as to what the bigger 
Viewpoint was, for they were immediately told it involved 
juite the opposite of curtailing activities. 

Instead of withdrawing from part of the field, cutting 
down on effort and announcing other restrictions, the 
organization planning to reach out. Stimulating 
measures were to be adopted with the prospective pur- 
and not with the selling including 
the district manayers. There was to be more agyressive 
effort all along the line. It 
make it more diffcult 
be the logical thing to bear down, to try harder to get 
it, not to reduce effort and get along without business. 

There more intensive advertising. There 


Was 


chasers, less force, 


conditions were such as to 


business, it was declared to 


to vet 


was to be 


INTERMAN 


Every 
man’s territory was to be subjected to closer scrutiny, 


was to be a more careful combing for prospects. 


with a view to uncovering prospects who had been over- 
looked. 

“When this slump in business is over,” said the presi- 
dent of the company to the meeting, “you will find plenty 
of men in your territory who have gone right on through 
the period increasing their business despite unfavorable 
conditions. If men can their 
now in lines less essential than ours, we can 
our business. We are going to take the bigger viewpoint 
and look at the field as a whole. We are going to think 
in terms of bigger business for this year rather than 


less business. 


some increase business 


increase 


“We want every man to continue to think of his quota 
as a figure to be reached, not as a figure to be cast into 
the discard because people are not in the same buying 
mood they There are today 
enough men who can buy our products to make this our 
banner year if we 
them if we try 


were in two vears ago. 
can sell to them, and we can sell to 

We can admit that the 
without more effort) than 
usual, but who is there among you or in our sales force 
who cannot make more effort than he has been making? 
How many of us called on our full powers last year or 
the yvear Si 

There men in that group of district 
who remained pessimists at the end of the convention. 
There are some men who are never anything but pessi- 
mists. But most of the men went back to their territories 
with a decision to at least try out the ideas and sugyes- 
tions given them. Some of them got the bigger view- 
point and went to work, sure that they could come up 
to what the chief expected of them. 
came through with a gain in business over the preceding 
year. The fellows who tried without quite putting their 
hearts into the proposition, did more than they would 
otherwise have done, while the pessimists remained in 
a slump at the bottom of the list. 


hard enough. 


business cannot be secured 


before? 


were managers 


These last fellows 


COMPANY MADE MONEY AND INCREASED PRESTIGE 
That company kept up full production through the de- 
pression in Its expenses higher 
ratio to sales, as must be the case when selling effort is 
intensified, but the company made money and increased 
its prestige. 


business. reached a 


Unless a man can get a big viewpoint, he cannot see 
the opportunities for business that 
him. 
he can look out and see the opportunities farther away 
as well as those immediately at hand. 


ahead of 
What such a man needs to do is to climb up where 


reach out 


A man, even the 
head of a considerable mill supply business, may become 
so absorbed in considering opportunities of a minor na- 
that close to him that 
at a little greater distance. 


ture exist he does not see those 


A man may become so filled 
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with a multitude of relatively small duties that he never 
tries to do anything bigger. 

I have known men who might have become great execu- 
tives had they not, after getting a little growth, begun 
to look after details that could have been left 
ordinate. If a captain were to continue to do all the 
actual drill work that could be handled by his sergeants, 
he would never move up to major, lieutenant colonel or 
colonel. He probably would not even remain a captain. 
If an executive secretary persists in running around and 
nosing into the petty details of stenographers and stock 
men, instead of working at the things within his own 
specific office or a little above it, he will end by drop- 
ping back to a minor position. He might be looking up- 
ward and outward and getting the bigger viewpoint ot 
usefulness for his office, but he loses that in his inability 
to leave the responsibility for petty detail where it prop- 


to a sub- 


erly belongs. 


The longer a man continues working with his nos¢ 
close to his desk and his eves resting on the nearest and 
simplest problems, the harder it becomes for him to 


bring himself to look upward and outward. We easily 
become habituated to the narrow limits of our own little 
courtyard and not only cease to climb to the tower and 
look beyond, but lose all desire to see what is going on 
Plenty of men have died right in the rut wher 
they trudged for vears, when they had the ability and 
sometimes the ambition to get up and away. Plenty of 
that have remained little affairs 
might have become fortune makers had the men at their 
head got the bigger viewpoint and them 
something big. 

The head of a business who thinks of his business as 


beyond. 


businesses one-horse 


\ isualized 


as 


jogging along through the vears at the same pace it has 
been following, while he satisfies himself with hopes that 
competition will let to 
heights. He doesn’t see big things ahead among the pos- 


him alone, will never rise any 


sibilities of the future and therefore he doesn’t rise to 
them. 

Some of us are so deeply interested in present affairs 
that we just cannot seem to think of the future. The 


thing right on our desk, needing doing today, keeps us 
from looking ahead, from planning ahead. — It 
be exactly a case of the dime close to the eve obscuring 
the dollar farther away, but it is something of the sort 
We are going to look up and take notice of what oppor- 


may not 


are going to do that 
The time to get 


her Ome so near- 


tunities we can discover ahead; we 
some day, but some day never comes. 

the bigger viewpoint is now, before we 
sighted that we cannot see beyond our office walls. 
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DONATES RECREATION CENTER 


Head of F. E. Myers & Bro. Co. Gives Athletic Field 
to Youth of Ashland, Ohio 


P. A. Mvers, president of the F. If. Myers & Bro. Com 


pany, Ashland, Ohio, has presented to the Ashland Y. M. 
C. A. and the city of Ashland a ten-acre outdoor recrea 
tion center, known as Myers field. This play center, 


valued at $55,000, was dedicated and formally presented 


by Mr. Myers on October 19th. This is the largest wift 
ever received by the Ashland Y. M. C. A. and ranks next 
to Samaritan hospital as a gift to the city of Ashland. 


In the evening, Mr. Mvers was guest of honor at a dinner 
given by the Ashland Y. M. C. A. 
When he was presented with 


at the country club, 
an engraved certificate of 
USSOC jation. 


Mr. Mvers unveiled a 


appreciation by the trustees of the 
dedication 


At the 


ceremonies 








tablet on the field, which was “Dedicated to the Youth of 
the Community.” 

“T believe in giving the boy a chance to play—first, 
because play in the open outdoors gymnasium gives a boy 
vreat advantages for physical development that make for 
a sound mind in a sound body, and, secondly, because it 
him, through with his playmates, 
fundamental principles which bring success in the game 
of life.” said Mr. Myers during the course of his presen- 
tation address. 

“And I believe in the man who plays 
that enthusiastic spirit of the boy in 


teaches association 


who can retain 
his dealings with 








P. A. MYERS 


who plays the game of life with an optimism 
and courage that strive to overcome obstacles.” 

Mr. Myers said he had selected from the many valuable 
lessons the boy learns on the playground, three funda- 
mental principles essential to winning the game 
sportsmanship, enthusiasm and high ideals. 

‘To be a good sportsman a boy must. play 
said. “He must abide by the rules, 
alert for action, give and take, pull together with the 
team. 


his fellows 


good 


fair,’ he 
obey his captain, be 


In other words, he learns fair dealing, obedience, 
keen insight, tolerance and co-operation-—all constructive 
assets in the later game of life.” 

H. M. Clark, president of the Y. M. C. A,, 
the gift for the association; Hdgar Koehl, president of 
the board of education, accepted it on behalf of the city 
schools, and Mayor B. F. Zercher on behalf of the city. 


accepted 
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Pump Has Unusual Features 
What is said to be the largest pump ever constructed 
by The Pomona Pump Calif., has 
ust installed for the California) Water 
Company, and is now in operation. The weight of the 
pump is 60,000 pounds. It is installed in a well 450 feet 
in depth, and not only raises the water from this depth, 


Company, Pomona, 


been Etiwanda 


but boosts it an additional 190 feet, making a total head 
of 640 feet. The water is boosted to a hill, where it is 
redistributed to lines and laterals for use in irrigating. 
\ novel feature of the design of the pump is the fact 


that bearings are water lubricated. The bearings are of 
a unique type that cannot be rapidly destroyed by sand. 
The this 


550 hep. 50 cycle, 960 rp.m., is ball bearing and has a 


motor which operate pump is a Westinghouse 


vertical solid shaft design. 
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THIS NUMBER ON THE STRAP 


Means 


Exactly the Same 
Good “Moly” 



























HEN you look at any“‘Moly”’ good ‘‘Moly’’. It will have the same 
shovel, you'll notice a_ balance, the same weight, the same 
number stenciled on the strap. long wearing Mo-/yb-den-um steel. 
This is to tell the style of that par- 


, This new ‘Moly’ will be just as : 
ticular shovel. : 

tough, just as hard, as the first ; 
To re-order, all your customers ‘Moly’ you sold to them. And it 
need to do, is specify the number. will make just as big a hit with ; 


Deliver this number and you will the shovel man himself, when he 
be giving them exactly the same gets back the same old-new “Moly” 
All Moly” shovels are made of a specially 


heat treated Mo-lyb-den-um steel, the longest 
wearing steel used in shovel manufacture. 


She WOooD SHOVEL AND TOOL Ca. 
‘Piqua, Ohio 


Wood’ § Mo-lyb-den-um hovels 


SHOVEL FOR EVERY INDUS TRY-—-DISTRIBUTED EVERY CiITy 
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elation of Money Rates to Business 
Again Subject of Discussion 


Alvan T. Simonds, in “Looking Ahead,” Writes Interestingly 
of Charts Containing Various Comparisons 


ALVAN 


President, Simonds Saw and 
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In May, 1926, speaking before the financial section of 
the American Management Association, my assistant, 
John G. Thompson, basing his forecast upon the above 
chart, which is our long-time forecaster, declared that 
business had reached its peak in the Spring of 1926 and 
would decline in its general movement until the latter 
part of 1927, and then revive through 1928 to its next 
peak in 1929. Up to date this forecast is correct. It 
may be found in the printed report of the meeting. He 
now declares that business is moving to its next peak in 
1929, from which it will decline in its general movement 
until about the middle of 1930, according to how long 
commercial money rates continue their present general 
upward movement. He is again basing his forecast 
upon the chart above. This chart is prepared simply to 
show trend and that one line moves up and down simi- 
larly to the other. No attempt is made to decide upon 
and show a normal for either line. 

I am not going to forecast. I ask reader of 
Looking Ahead to study the chart for himself. The long 
dot line represents major movements in interest rates on 
prime commercial paper in New York as reported in the 
Federal Reserve Bulletin; the solid line represents major 
movements in the manufacture, as reported 
by the Harvard Economic Service; the round dot line rep- 
resents approximately the line that the volume of manu- 


each 


volume of 


facture 


will follow in the immediate future if the se- 
quences sho ! the chart up to date are to continue, 
i. e., if increasing money rates are to be followed as they 
have since 1OLG | eclinit olume of manufacture. 

The chart ard movements in money 
rate remetr ! te re reversed on the chart) 
followed | ements in the volume of 
manufactur 1 the third of these up- 

ard movet f manufacture follow- 

tl oney rates from No- 
ember, Line ' The chart also shows 
ir uy rates. The first three 
th ! ard movements in the 
tume oft tut Will the fourth, as shown on 
the chat ! ! 1928, to date, be followed by a 
dow? rd on he volume of manufacture as 
shown by the round dot line on the chart? The chart 
shows the fact as found by two reliable reporters of 
business conditions. Decide for yourself whether the 


immediate future 


is to be like the past since the war in 





T. SIMONDS 


Steel Company, Fitchburg, Mass. 


the correlation of movements in money rates with move- 
ments in business. Certain it is that credit in the United 
States is in an unhealthy condition. We have lost nearly 
a half billion of our gold reserves, and at the same time 
a mania for speculation, based largely upon credit, has 
developed. In some way or other, sooner or later, we 
shall have to pay for our spree. 

Many thoughtful business men believe that the road 
of business can be made more nearly level. In a recent 
letter, Fred W. Shibley, vice-president of the Bankers 
Trust Company, writes: 

“T believe that the peaks and depressions of the busi- 
ness cycle can be flattened out materially, if not com- 
pletely eliminated, by a co-operative interchange of 
knowledge relating to industrial facts among American 
business men in the several lines of industry, approved 


SHORT TIME FORECASTER—LIGHT LINE 


ae ~ % 


SALES SIMONOS SAW AND STEEL COMPANY — 3MO. MOVING AVERAGE — HEAVY LINE 
1923 1924 1925 1928 


1926 1927 


and fostered by federal and state governments, and I 
have the courage to forecast such a desirable accomplish- 
ment. Man has no natural facility for progressing in 
the dark. Give him light and a clear vision and he will 
not only move forward but work in harmony with his 
fellow men.” 

Perhaps this chart will give some of the light and 
clear vision which Mr. Shibley believes so desirable, and 
men will be sure to avoid the threatened de- 
pression, if it be possible to avoid it after the rise in 
interest rates has occurred. This rise would have been 
avoided if speculation had diminished instead of increas- 
ing. How far are business men responsible for the pres- 
ent speculative mania? Looking Ahead for July 1, 1928, 
showed with charts how, since the war, each movement 
of increasing speculation has been followed by a down- 
ward movement in factory payrolls. It may be of inter- 
est to compare the July charts with the chart above. 

We also show our short-time The shaded 
portion in the forecaster shows the falling off from the 
line connecting the annual peaks. The black portion in 
the sales shows the falling off from the line connecting 
the annual peaks. Notice in this 
how the movements of our sales are forecast. 
of the Simonds Saw and Steel Company run up and down 


business 


forecaster. 


“clothes line” forecaster 
The sales 


with general business in very close correlation. 
We reproduce also a chart from “The American Way 
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OPE AS ONE HAND 
(@@ WASHES THE OTHER 


Do you want to sell valves in which accumu- 
lated sediment and scale cannot cause leaks 
and misalignment? 


Then consider Kelly NEWAY Gate Valves. 

While open, the discs are fully protected by 

their metal-to-metal contact with protector 

plates) NO SCALE OR SEDIMENT CAN 

ACCUMULATE. As the valve is closed the 
discs automatically clean and 
polish the seats as one hand 
washes the other 


Again there is positive, clean, 
metal-to-metal contact. Kellys 
are ALWAYS CLEAN 
TIGHT--EFFICIENT 

NINE. such important operating 
features make KELLY 
NEWAYS easy to sell. Get full 
information on the profitable 
Kelly Franchise. Return cou 
pon 
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to Prosperity,” by Gifford K. Simonds, general manager, 
Simonds Saw and Steel Company, and John G. Thomp- 
son, assistant to the president, Simonds Saw and Steel 
Company. The book is just off the press and is published 
by A. W. Shaw Company of Chicago. In the chapter on 
“Forecasting” it gives many of the details of the system 
used by the Simonds Saw and Steel Company. In the 
chart we the between the 


show remarkable correlation 
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monthly production of pig iron in tons and the monthly 
sales of the Simonds Saw and Steel Company in dollars. 
Neither curve is adjusted 


seasonal trend. 


for long time trend nor for 
Pig iron production is generally accepted 


us one of the very best indicators of present business 
conditions and is used by many as the best curve for 
general business. 

We reproduce the chart above to show that the sales 
of the Simonds Saw and Steel Company represent fully 
as well as pig iron the movement of general business in 
the United States. Of course, this is assuming that 


as general business, movements of 
which be 


there is such a thing 


Which can be charted, an assumption would 
difficult to prove 
Our short-time 


forecaster, Which forecasts movements 


up and down in our sales, therefore forecasts the move- 
ments of pig iron, and if pig iron is an indicator of gen- 
eral then movements up 
and down in our sales also forecasts movements up and 

Details of how the short-time 
will be gladly sent to any who 


business, whatever forecasts 


down in general business. 
forecaster is worked out 
are interested. 
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NEW ERA FOR LITTLE FELLOW 


Independent Business Man Has Greater Opportunity 
Than Ever, Dr. Klein Believes 


The status of the small independent merchant in our 


present commercial structure is a subject which has 
received much attention of late from economists and 
students of business problems. In a pamphlet issued 


recently by the commerce department, entitled “Practical 
Aids to the Independent Merchant,” 
whether he ure position in the development of 
business in this country is not only answered emphatic- 


the question as to 


has a se 


ally in the affirmative, but it is pointed out that “the 
resourcefulness and freedom of action of the individual 
vill always go far toward offsetting the advantage of 


large-scale operations of the 


more complicated organ- 
izations.” 


However, the fact is emphasized that in this era of 
changing business methods the merchant who refuses 
to consider the new order of things must give ground 


to his more eificient competitor. 
the 


independent 


According to Dr. Julius 
of foreign and domestic 
man with 
methods 


direct roof 
commerce, the 


Klein, bureau 


business reason 


take 


able capital, willing to utilize new and 


advantage of new conditions, has a greater opportunity 
today than ever before. 

The independent merchant who functions intelligently 
as purchasing agent for his community, he points out, 
has a distinct opportunity to render a real social service. 
The principal innovation introduced by the large corpo- 
ration is the newer type of management and the 
ognized value of large-scale economies; but big business 
has no copyright on profitable methods, and mere bulk 
is by no means necessarily synonymous with efficiency. 

Recent studies by the commerce department have 
that the profits of many wholesalers and re- 
tailers alike are being dissipated through practices such 
the handling of unprofitable items, soliciting un- 
profitable customers, striving for volume without regard 
to costs and the use of uneconomic credit practices. 

An inquiry unit in the domestic commerce division of 
the department is equipped to make special researches 
and to answer a diversity of questions on specific busi- 
ness problems. This service section, which acts as a 
clearing house of information on all phases of domestic 
trade, receives a great volume of requests, particularly 
from small men, for information on efficient 
methods of store operation, trade practices, credit poli- 
cies, installment buying, stock turnover, ete. 


rec- 


shown 


as 


business 
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CHICAGO POWER EXPOSITION 
Indications Are for Large Number of Exhibits at 
Show to be Held February 12th-16th 
According to a statement issued by the directors of the 
Fourth Midwestern Engineering & Power Exposition, 
which will be held in the Coliseum, Chicago, February 
12th to 16th, inclusive, indications are that all exhibit 
space will be completely filled with exhibits of diverse 
character. One of the features of the show will be the 

grouping of exhibits according to classes. 
Considerable equipment 
tion, 


will be seen in actual opera- 
Fuel burning is expected to make a display of 
notable proportions. In addition to a large number of ex- 
hibits of pumps and equipment in this class, there will 
also be opportunity for a study of lubrication and spe- 
cialties pertaining thereto, it is stated. Boilers will also 
have considerable prominence, while a special section is 
planned for transmissions, which will be shown in large 
numbers for the first time. 

The Fourth Midwest Power Engineering Conference 
will be held in the Palmer House, Chicago, February 12th 
to 15th, the entire fourth floor having been reserved for 
meetings, luncheons and receptions. The conference will 
and regional 
American Institute 
of Electrical Engineers, American Society of Civil Engi- 
neers, American Society of Mechanical Engineers, Amer- 
ican Institute of Mining and Metallurgical Engineers, 
National Electric Light Association, Western Society of 
Engineers, National Safety Council, American Society of 
Heating and Ventilating Engineers and the 
Society of Refrigerating Engineers. 


be sponsored as before by local sections 


divisions of the following societies: 


American 


The work of carrying on the conference has been placed 
in the hands of the following recently elected officers of 
the Midwest Power Envineering Conference: W. I. Ab- 
bott, Chicago, president; C. C. Whittier, Chicago; A. A. 
Potter, Lafayette, Ind.; C. KF. Hirshfeld, Detroit, and 
W. M. White, Milwaukee, vice-presidents; G. E. Pfisterer, 
Chicago, secretary; K. A. Auty, Chicago, treasurer. Mr. 
Pfisterer is also director of the Fourth Midwestern Engi- 
neering & Power Exposition. Headquarters have 
established at 53 West Jackson boulevard, Chicago. 


been 
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Design principle of “Smith Type” Hill Friction Clutch — equal 
radial spacing of a number of double acting vises. Each vise consists 
of two jaws pinned to a lever which is pivoted in centering slot. 


upricat® 2d 


ood 
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The dependable efficient operation of “Smith Type” Hill Fric- 
tion Clutches is due to the following exclusive features: 


| Positive Action—-no_ springs, Toggle mechanism made of 
insuring freedom from drag. steel and forgings only. 
‘) Greater horsepower per square 2 Power limited by breaking 
= inch of diameter. point of strong but inexpen- 
sive and easily accessible cast 
3 All wearing parts accessible iron lever. 
e) without removal from shaft. 
Centrifugal force is compen- 
4 Spans disaligned shafts like a sated for by double jaw vise 
flexible coupling. principle. 


Sizes range from 9 to 1100 H. P. at 100 R.P. M. Write for information re- 


garding proper Smith Type Hill Friction Clutch for your particular purpose. 
Dealers, send for our profitable sales proposition. 
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CLUTCH 


MACHINE & FOUNDRY CO. 
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© 6405 Breakwater Ave,Cleveland Ohio. 
POWER TRANSMITTING ENGINEERS 
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Effective “Follow-up” 


ales System 


Used by Iowa House 


Louis Hanssen’s Sons Uses Special Men Where Necessary 


to Push the Sale 


A very interesting and effective method of “follow- 
up” is used by Louis Hanssen’s Sons, Davenport, Iowa, 
to push sales of lines which the regular salesmen have 
been unable to sell their customers. 

The regular mill supply salesman in the course of his 
regular calls has hundreds of items to sell. Naturally, 
he cannot be a specialist in all of them. He does his best 
to push the lines he feels the customer should purchase, 
but there are sometimes customers to whom it seems 
almost an impossibility for him to sell certain items. 

The necessity for further, concentrated action to sell 
these lines may be seen by the salesman himself: or 
executives of the Hanssen company, noting the lack of 
sales in certain lines to certain customers, may take the 
initiative. 

In the former case, the salesman, after repeated efforts 
to “put across” a certain line, may report to the office 





of Certain Items 


one and only one purpose—to sell this one line to him. 
This salesman, with years of selling experience and 
thorough familiarity with most of the lines carried be- 
hind him, is well equipped to make the special effort. If 
any special preparation is needed, he will make it, and 
when he visits the customer, he is “all set’? to urge the 
merits of the line to the limit, and to meet any argu- 
ments that may be offered against it. 

There are times, too, when regular mill supply sales- 
men feel that a visit of one of the members of the firm 
will help a great deal in making sales, and so reports. 
And in each case some member of the firm is more than 
willing to make the visit. 

According to Charles E. Hanssen, president and gen- 
eral manager of Louis Hanssen’s Sons, the company sys- 
tem of follow-up has brought fine results. 

Louis Hanssen’s Sons is an old and very well estab- 





that 


he believes specialized effort 
the customer is advisable, and the company will act on 
his advice. 


to sell this line to 


In the latter case, executives of the company may ask 
a salesman why he has been unable to sell a certain line 
to a specified customer. There may be any number of 
reasons given, as, for instance, that the customer has 
been using another line for some time and has appar- 
ently been satisfied with it. At any rate, the salesman 
reports that despite all his efforts, he has been unable 
to sell the customer on the line in question. 

In either case, the “follow-up” system is employed. A 
thoroughly experienced salesman, very often one of the 
executives of the company, calls the for 


on customer 


lished mill supply house. It was founded as a hardware 
store by the late Louis Hanssen, Sr., in 1851, and its 
first location was on the present site of the business, 
213-215 West Second street. The company has occupied 
three different buildings at the present location. In 1871 
Louis Hanssen, Sr., expanded the business, and in 1897 
he turned it over to his three sons, Louis, Jr., Charles E. 
and Ben C. Hanssen, at which time the company was in- 
corporated. Louis Hanssen, Jr., who preceded Charles E. 
Hanssen as president of the company, died in 1927. The 
company is still officered by members of the Hanssen 
family. Charles E. Hanssen, son of Louis Hanssen, Sr., 
is president of the company; Ben C. Hanssen, another 
son, is vice-president and treasurer; Waldo L. Hanssen, 
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Greetings! 

XS) T IS a message of gratitude that 
\ we have this month for our 
friends who read this maga- 
zine. Gratitude for their cooperation 
and support during the year now pass- 
ing, and our sincere wishes for their 
happiness and success throughout the 


many years to come. 
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son of the late Louis Hanssen, Jr., is vice-president and 
assistant treasurer, and J. L. 
Ik. Hanssen, is secretary. 


Hanssen, son of Charles 
Frank Hanssen, son of B.C. 
Hanssen, is also connected with the business. 

The company is capitalized at $250,000, and carries 
an average stock valued at $200,000. It handles mill 
and contractors’ supplies, machine and mechanics’ tools 
and hardware. It has five to six outside salesmen cover- 
ing Iowa and western Illinois. 

The immediate territory which the Hanssen company 
serves is very active industrially. The tri-cities—Daven 
port, Iowa, and Rock Island and Moline in I[linois—have 
many prominent industries, including the Farmall Works 
of the International Harvester Co., where tractors are 
made; John Deere Co. agricultural implement and wagon 
plants; the Bettendorf Co., manufacturer of steel freight 
cars; Davenport Locomotive Works; French & Hecht, 
one of the world’s largest manufacturers of metal wheels 
for agricultural and other vehicles; the Rock Island 
Plow Co., Moline Plow Co., Inc., Victor Animatograph 
Co., Inec., manufacturer of moving picture machines, 
lanterns and slides, and the Rock Island railroad shops, 
together with many others. 

“We're finding business fairly good, everything con- 
sidered, with a slight increase over last year,” said 
Charles E. Hanssen. ‘We hope for improvement gener- 
ally in business on the strength of the election of Mr. 
Hoover.” 

Mr. Hanssen believes houses in the mill supply and 
hardware business have never charged properly for some 
of the services they render. They have tried to give 
extraordinary service, but never have secured enough 
return to pay their salesmen and counter men what they 
should be paid. Many of these men have been in the 


business for a lifetime and are thoroughly acquainted 
with customers’ wants, vet they are not ordinarily paid 
as well as many tradesmen, simply because the houses 
cannot afford to pay them as much as they 
receive, Mr. Hanssen states. 

The mill supply and hardware house is a source of 
information and help, he contends, but receives little pay 
for this service. It has been giving this service gratis. 
His house, he states, is just beginning to work out the 
problem. It has decided to charge for the installation 
of machinery where the house itself must do the in- 
stalling. For the installation of radios, it has secured 
the regular electricians’ rates for this service. The com- 
pany also intends to make proper provision for covering 


should 


the cost of extraordinary service where necessary” in 
other lines. 

Louis Hanssen’s Sons being an old house carrying 
a great variety of materials and supplies, is a con- 
Plant managers and me- 
chanics come in to see if they can’t find some item to 
suit a certain purpose. Oftentimes employes of the 
Hanssen company have to spend much time and effort 
seeking to satisfy the inquirer’s wants. If the latter 


stant source of information. 


does not secure what he needs, he goes away and the 
house secures nothing for its efforts. The doctor, the 
dentist, the electrician, the plumber, immediately charge 
for service, but the hardware and supply house does not. 

As stated before, the Hanssen company is trying: to 
work out the problem, and Mr. Hanssen would like to see 
other houses do the same. He would like to see the cost 
of extraordinary service included in prices charged so 
that these houses could pay their employes salaries that 
would compare favorably with those of employes of the 
trades which have a system of service charges. 
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Tool Builder Reorganized 


Billings & Spencer Revamp Finances and Plan for Expansion 


A plan for the reorganization of The Billings & Spencer 
Company, Hartford, Conn., was adopted by the board of 
directors, the protective committee for the two classes of 
stock and the banks and bankers holding: notes, at a 
meeting held October 16th. David J. Post was elected 
chairman of the board and A. H. Deute vice-president 
and general manager. Frederic C. Billings continues as 
president and treasurer, and C. T. Jones is secretary and 
assistant treasurer. Directors are Frederic C. Billings, 
A. H. Deute, Richard J. Goodman, Edward Milligan, 
David J. Post, Lucius F. Robinson, Nelson Smith and 
L. Edmund Zacher. 

The reorganization plan is designed to establish the 
company’s business on a strong financial basis. The re- 
organization contemplates the entire wiping out of the 
company’s bonded and note indebtedness and a substan- 
tial increase in its working capital. The company’s 
directors and the stockholders’ protective committees are 
confident that with the reorganization and new manage- 
ment, the business will be largely expanded and made 
more profitable. All the old Billings & Spencer lines 
will be continued, and the company will push more ag- 
gressively than ever the sale of its drop forging ma- 
chinery, according to Mr. Deute. He states it will also 
expand its line of branded merchandise, the first move 
in this direction being the announcement of a complete 
line of Billings & Spencer forged steel golf clubs. There 
will be important changes in the physical equipment and 





layout of the manufacturing plant, it is stated. 

The history of The Billings & Spencer Company dates 
back to 1869, when Charles E. Billings, father of the 
present president, and George M. Geer, Christopher M. 
Spencer and D. W. C. Perry formed the Roper Sporting 
Arms Company to take over the Roper Repeating Rifle 
Company, Amherst, Mass. In addition to making Roper 
guns, the company manufactured tools and other iron and 
steel articles, and in 1870 began the manufacture of drop 
forgings. The Billings & Spencer Company did not come 
into existence under that name until 1870, when a new 
charter was granted. Business yvrew steadily, and in 
1888 C. KE. Billings invented and patented a system for 
drop forging bars from bar copper, and this further in- 
In 1906 the company formed a com- 
pany in Canada under the name of Canadian Billings & 
Spencer Company. 

At present the company has a working force of ap- 
proximately 500. The plant is engraved in three different 
operations. Its principal line is making wrenches for all 
As one of the oldest drop forging plants in 
the country, the company built its own hammers and still 
builds them for its own use, but it is now developing a 
forge machinery sales department, selling Billings ham- 
mers under its own name. The third operation is con- 
tract forging, mainly for New England trade. 

General Manager Deute is well known in the manufac- 
turing industry as an organizer and production expert. 


creased business. 


purposes. 
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Oh, boy! What a glorious oppor- 
tunity to put joy, happiness, “wim 
and wiger” into the sad-faced 
gentleman’s life. All you have to 
do to make him a member of the 
Whistler’s Union 

is to get him to 
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He was born and reared on the Pacific coast and attended 
the University of California. He secured a position as 
salesman for the Vogan Candy Company, Portland, Ore., 
and later became manager. Mr. Deute went east as gen- 
eral manager of Borden & Company, and from that posi- 
tion recently went to The Billings & Spencer Company 
as general manager. He was for twelve years editor of 
Printers’ Ink, and as a side line he has developed many 
sales plans. 
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A GOOD CODE TO FOLLOW 


Head of Commonwealth Steel Company Gives Quali- 
fications of “A True Commonwealther” 

In an article which appeared in the Executives Service 
Bulletin, published by the policyholders’ service bureau 
of the Metropolitan Life Insurance Company, Clarence H. 
Howard, president, Commonwealth Steel Company, 
summed up how the science of service and fellowship 
built up sound employe relations for his company by 
quoting the code of the Commonwealth steel workers. 
The article was entitled, “Business Success Is Tied in 


with Human Relations,” and the code quoted is as 
follows: 
A TRUE COMMONWEALTHER 
Is Efficient; which means that he knows how to do his 
work-—and does it willingly and skillfully. Skill is doing 


the right thing the first time. 

Is Loyal to his country, to his family, and to himself. 
Being so, he will of necessity be loyal to his employer and 
to his job. A loyal, willing, skillful man means the acme 
of workmanship. 

Is Steady in his work; always on the job, and is neve 
late nor misses a day, unless absolutely necessary. 

Is Cheerful and encouraging in all his contacts with his 
fellowmen in the shop and elsewhere. 
fully constructive harmonizer. 

Practices the Golden Rule, which enables him to overcome 
all difficulties, and is the true rule of success in any under- 
taking. 

Is a 


A smile is a wonder- 


Fellowship man, and realizes that whatever his 
knowledge and ability may be, he can make them useful and 
effective only as fellowship enables him to work for and with 
others harmoniously. 

Is Thrifty in all his habits. As he is wise and economical 
in the use of his own time and money, he will naturally 
be so in the use of his employer’s time, tools and materials. 


Thrift is the abolishment of waste. 

Is Safe in the shop, on the street, and in his home; re- 
joicing in his fellow workers’ and his own safety, while 
producing safety devices to protect life and property on 


sailroads. 

Is Reliable, and can be 
any situation. He tells 
keeps his word. 


Also Thinks! 


depended upon to do his best in 


the truth; is honest; and always 


This is named last, but it is first in impor- 


tance, because he acts as he thinks. Therefore, as he 
thinks Efficiency, Loyalty, Steadiness, Cheerfulness, Golden 
tule, Fellowship, Thrift, Safety and Reliability, he will 
manifest these things in his work and in his life and he 
will be a 100 percent Commonwealther. 
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APPLICATION WITH A KICK 
A Mill Supply Distributor Received the Following 
Unique Request for Employment 

Mill supply distributors have other things to think 
about than those commonly discussed in conversation 
or at conventions, as is evidenced by the following appli- 
cation for employment received by a supply house: 

“T am in hard luck and need help. 
buddy out a little? 

“IT would like verry much to help in your hardware 
at a very low price. 


Could you help a 
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“T am the son of (blank), your egg and butter man. 
I weigh about 130 pounds, but I don’t think that I am 
as biger man as you are. 

“How many seeds doe’s a pumpkin have?) How much 
dirt could you get out of a hole 1 ft deep and 1 ft squire? 
“When you answer this letter tell me what I said. 

“IT would like to be with you about Ist of June as 1 
have a few days work on the farm to do. 
“Answer soon 
“As I remain,” 
And the writer might have added, “Why does a chicken 
cross the road?” 
_ 


PAYNE RE-ELECTED PRESIDENT 


President of Greenfield Corporation Heads Associated 
Industries of Massachusetts 

Col. Frederick H. Payne, president of the Greenfield 
Tap & Die Corporation, Greenfield, Mass., was re-elected 
president of the Associated Industries of Massachusetts 
at the thirteenth annual meeting, held at the Copley- 
Plaza and Westminster hotels, Boston, October 17th and 
18th. 

Frank P. manager, West Lynn Works, General 
Electric Company, West Lynn, was chosen as one of the 


Cox, 





FREDERICK H. PAYNE 


vice-presidents of the organization. Among the mem- 
bers of the executive committee are: Clifford S. Ander- 
son, assistant secretary and counsel, Norton Co., Wor- 
cester; B. Preston Clark, vice-president, Plymouth Cord- 
age Co., North Plymouth; Howard Coonley, president, 
Walworth Company, Boston; J. William Fellows, factory 
manager, Boston Woven Hose & Rubber Co., Boston; 
Frank H. Willard, president, Graton & Knight Co., Wor- 
cester, and Messrs. Payne and Cox. 

The third annual exposition of products manufactured 
by members of the Associated Industries of Massachu- 
setts was held in connection with the annual meeting. 

+o 


Wages Outstrip H.C. L. 

“The statistics bureau of the department of labor says 
that in 1926 waves were 129 percent above the level of 
1913, though the cost of living was only 75 percent higher 
than in 1913,” The Thus 


states Kablegram, with an 


hour of labor in 1926 a workman could buy 20.7 percent 
more of the necessities of life than he could get for an 


hour of labor in 1913.” 
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Penberthy Products 
Produce Profits 


Many supply houses have found Penberthy Products to 
be decidedly profitable. One important reason is their 
universal acceptance in the boiler and engine room for 
more than 42 years. Another is the satisfactory per- 
formance of Penberthy Products which promotes repeat 
business and builds good will for the distributor. 


The demand for Penberthy injectors, ejectors, lub- 
ricating devices, water gauges, etc., is stimulated by 
extensive and persistent advertising in the leading trade 
papers read by the customers of the supply house. 


Penberthy Products are sold exclusively through 
the jobbing trade. 
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PENBERTHY INJECTOR Co. 
DETROIT 


Canadian Plant 
Windsor, Ont. 


Established 
in 1886 
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Power a Association 


: to Hold Annual Meeting 


Luncheon and Business Session to be Held at Hotel 
Commodore, New York, Thursday, December 6th 





The annual meeting of the Power Transmission Asso- Members attending the annual meeting of the Power 
ciation will be held in the Hotel Commodore, New York, Transmission Association will have the opportunity of 
Thursday, December 6th. At 8:30 o’clock in the morn- visiting the Seventh National Exposition of Power and 


ing, directors of the association will hold a breakfast Mechanical Engineering, which will be held in the Grand 
and meeting in Rooms A and B, Lobby Cafe. At 12 Central Palace, New York, trom December 3rd to &th. 
o'clock noon, there will be registration in the lobby ad- The Power Transmission Association will have a booth 
joining the Breakfast room, and at 12:30 o’clock, the at the Power Show. It will be numbered 646, and will 
annual luncheon and business meeting will be held in be on the fourth floor near the elevators. 


the Breakfast room. Members are urged to bring up any” constructive 

The programme to be followed at the annual meeting thoughts they have for discussion at the annual meeting. 
is as follows: Remarks by President W. H. Fisher; ap- They are also advised when buying tickets for New York, 
pointment of nominating committees; eg of Treas- to secure reduced rate certificates at the railroad ticket 
urer L. H. Shingle; report of Secretary W. Hays; re- office. They should state that they are attending the 


port of William Staniar, chairman of the pote saad Power Transmission Association and American Society 
advisory board, and of W. W. French, chairman of the of Mechanical Engineers meetings in New York. Cer- 
merchandising advisory committee; adoption of a pro-  tificates are to be presented at the Power Transmission 
gramme for 1929; election of officers; new business. Association registration desk in the Commodore on De- 
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The Air Supply For Raise the Heat 


. Limit of G 
Commercial Gas Appliances “with Ai, 


A proper supply of air is essential to the The gas supply of any 
proper operation of gas furnaces, blowpipes and factory can be used for in- 
similar devices. It increases the heat, rendering : 

: g ; numerable manufacturing 
quicker and better service to the manufacturer. ‘ 

: purposes so why not en- 

But a proper air supply this means much courage its use? One of 

~a rotary air pump of course but the right these air pumps will increase 
kind is the one that will not puff and make “ ae 

, ; a : . the heat limit of gas used for 
a great noise. Constant puffing of the air , ll f ‘ 

‘ : ‘i ; ’ ‘i 
alternately heats and cools -that me fA) “\ St MERCTETINE Purposes 
of course, is not to be desired —an \ because they are made for 
even supply of air is the right kind ‘ this work. 
of air, an efficient rotary air pump 
will give this steady, even air With the name and size of 
supply. the appliance to be used we 

b ¥ can very readily tell all about 

LEIMAN BROS. PATENTED : : Ny the air supply needed. Send 

7 : : us all the particulars for the 
NEW ys ' im advice is free of course. 


Rotary SERIES Leiman Bros. Rotary 


AIR PUMPS — ma GAS PUMPS 


“Take Up Their Own with By-Pass and 
yy Pressure Regulator 
Wear 


The gas supply in the 
Without this feature the slightest , mains and pipes can be 

. } a : ~ oe The curved wings are held out against the cylinder whea in motion ee 3 PIE 
wear would cause puffing by centrifugal force. Counterclockwise rotation maintained at an even, 
steady pressure, no matter 


MANY SIZES FOR ALL USES what the demand at the burner, by 


juiring air for high heats sometimes is equipped with a blower that is noisy. using this rotary gas booster with its 
inefficient and otherwise unsatisfactory, thus discouraging the user. Maybe the blower is too : meee acc > > 
large, requiring a great deal of power Some blowers leak back, thus not delivering the air but automatic by — and pressure regu- 
simply churning it up inside. Greater heat can be secured with the proper blower, reducing the lator. 

cost for power and giving pleasure tn the use of gas 


FRO™V!NENT USERS EVERYWHERE These are the only pumps that take 


A gas appliance re 


- 


up their own wear automatically and 
( tal M ( they are just what you need for gas 
hiked ha boosting. Made to stand a lifetime of 
regan service with a minimum of attention. 
You've always thought about a pump 
like this, so here it is, all ready for your 
service. Used for gas or air. 


{LLUSTR ATE D LEIM AN BROS. 23P WALKER STREET 


NEW YORK 
MAKERS OF GOOD MACHINERY FOR 40 YEARS 
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Note the Brass Ring 











Made of refined malleable iron with brass seat inserted 
in place by powerful pressure so that it cannot become 
detached. 


Approved by Underwriters Laboratories 


ILLINOIS MALLEABLE IRON CO. 


CHICAGO, ILL. 
Manufacturers Full Line Iron Pipe Fittings 
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cember 6th, or at the Engineering Societies Building, 
29 West 39th street, for validation. This certificate when 
properly validated will be accepted by the railroads as a 
credit equal to half the cost of the return transportation 
of members, their associates, wives and families. 

The annual dinner of the American Society of Mechan- 
ical Engineers will be held at the Hotel Astor, Wednes- 
day evening, December 5th, at 6:30 o’clock. This is the 
important social event of Power Show week, and has 
many interesting features for wives and daughters ac- 
companying the members to meetings. Papers will be 
read and discussed during certain meetings at the En- 
gineering Societies Building during the Power Show 
which will be of interest to members of the Power Trans- 
mission Association. These papers are to be read at 
three meetings in the machine shop practice division, one 
in the lubricating division, and papers on bearings in the 
wood industries division and in the iron and steel divi- 
sion. Members of the Power Transmission Association 
have a special invitation to attend these meetings, con- 
ducted by the American Society of Mechanical Engi- 
neers, Whether or not they are members of the latter or- 
ganization. According to Secretary Hays, the Power 
Transmission Association has been promised a meeting 
next vear in the machine shop practice division of the 
American Society of Mechanical Engineers on mechan- 
ical transmission. 

+e, 
Valve and Fittings Index 
(Continued from Page 67) 
always acting promptly, wisely and with a sense of 
economic balance, we may even then evolve a perman- 
ently effective, better and more profitable future. 
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POWER SHOW IN NEW YORK 


Annual Exposition of Power and Mechanical Engi- 
neering to Be Held December 3rd to 8th 

Thousands of distributors, manufacturers and users of 
various types of industrial equipment and supplies will 
attend the Seventh National Exposition of Power and 
Mechanical Engineering, which will be held in the Grand 
Central Palace, New York, from December 3rd to 8th. 

This year’s show is expected to exceed all others in 
number of exhibits, variety of lines displayed and at- 
tendance. Many new exhibitors will have booths at the 
big exposition. A considerable number of the displays 
will show equipment in operation. Exhibits are placed 
in five general classifications: Power, heating and venti- 
lating, tools, transmission equipment and miscellaneous. 
The tool classification also includes machine tools, lubri- 
cants and lubricators, while the miscellaneous group in- 
cludes safety appliances, material handling equipment, 
insurance firms which specialize in boiler and plant in- 
surance, and many others. 

Because of the great diversification of exhibits, visit- 
ors to the Power Show will be able to obtain a complete 
cross section of the achievements of the mechanical en- 
sineering industries and the developments which have 
occurred in these industries during the vear. 

The exposition will be held at the same time as the 
annual meeting of the American Society of Mechanical 


Engineers and the convention of the American Society 
of Refrigerating Engineers, while the Power Transmis- 
sion Association and the American Leather Belting Asso- 
ciation will also meet in New York during Power Show 
week. 
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EFFECTIVE WINDOW DISPLAY 


Clark Witbeck Co., Schenectady, States Increase in 
Sales Resulted from This Exhibit 
How effectively a mill supply house can ‘dress up” its 
windows is demonstrated by the accompanying photo- 
graph of a window display of the Clark Witbeck Co., 
Schenectady, N. Y. 
In this window display a complete line of electric tools 





were shown, many of them at practical jobs, such as 
drilling into a wood block, smoothing a metal surface and 
drilling into a concrete block. According to the Clark 
Witbeck Co., a marked increase in electric tool sales re- 
sulted from this window display. 
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EXPORTS SHOW BIG INCREASE 
More of This Business Done in First Six Months 
Than in Any Year Prior to World War 
American exporters did more business in the first six 
months of the year than in any twelve months period 
prior to the world war, according to a bulletin on “Our 
World Trade for January-June” issued recently by the 
foreign commerce department of the Chamber of Com- 
merce of the United States. Exports for the first 
half of the vear, amounting to $2,377,533,000, were 
$11,000,000 greater than in the same period in 1927. 
The chamber’s report shows that the growth of Ameri- 
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world They ve got a reputation among 
users which cuts the need for selling effort 
on your part to just about the minimum 
Good display on your shelves and counters 

in your windews, too -is the best selling 


them 
effort you can make 


CéELR 

This reputation ts not the result of mere 

honest manufacture It comes from our 

ceaseless seeking for improved performance, 

improved design, improved materials shown 

by a string of blow-torch patents as long as 
your arm 


filler plug. instead of leather? Wears longer 
Why a double spring on the pump valve? 
Just one reason satisfaction for your 
customers, year after year. 





Handles so attached that bending or break- 
ing them can’t make the tank leak; heavy 
protecting base on tanks, to guard against 


rough handling. Only one reason—longer 
C&L iN service. 

This blow-torch i pec y made and priced jor the man who likes The No. 32 blow-tc orch has a patented 
to do odd jobs around the house, or to tinker with mechanical things burner orifice which can't be spread by the 
It will last a lifetime if it is not abused. The usual retail price is control-valve no matter how careless a man is 
ahout five dollars Most hardware, electrical and plumbing supply in shutting the valve too tight —-again, longer 
houses have it — or can get it for you quickly. Look for the red handle service a better satisfied customer for 


CLAYTON & LAMBERT ‘’ 


Detroit, > Sere 








Why Clayton & Lambert 


torches are the largest sellers 


The ability of Clayton & Lambert torches you. Other numbers, 158 for example, have 
» prove their ‘‘class’’ with top-notch perform a special, protective shoulder to safe-guard 
ance in the test of time and use has made the orifice 
them the largest selling blow-torches in the Less selling effort, sure-fire performance, 


enduring satisfaction for customers—that s 
why dealers are pretty well agreed you can't 
possibly find a more profitable line than 
Clayton & Lambert. Ask your jobber about 


This is one of the most popular blow-torches we hate ever 
made. It is more expensie than the 158 because it is 
rrade for much harder use. It is designed for the man 
who uses a blow-torch in his daily business and demands 
not only excellent performance but rugged ability to stand 
rough handling. 32 contains the most advanced, pat- 


Why is the brass tank given a satin finish, ented C & L blow-torch improvements. It also has a 
instead of shiny» Because bufhing might red handle. Sure sign of satisfaction. 
weake n the brass in spots and these might 

“give,” in time Why a lead washer in the 























VOGEL Patented. Fret Proof Chesets 


give satisfactory service, day in and day out, winter and summer 











The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL. PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 
proof water closet made. The price is right. 





SOLD BY ALL JOBBERS 


_ JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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can export business as compared with the period before 
the war has been in volume as well as in dollar value. 
Heavy gains in tonnage in most lines, the chamber says, 
give convincing evidence that American foreign trade 
expansion is not to be accounted for solely by high prices. 

“During the first six months of 1928,” the chamber’s 
analysis shows, “92 out of 141 principal commodities 
in our export trade were shipped abroad in larger vol- 
ume than in the corresponding period a year ago. Most 
of the increases were in exports of American manutac- 
tured products, which are gradually becoming a more 
important factor in our export trade. 

“Completely finished manufactures constituted 47.2 per- 
cent of the value of our exports, semi-finished manufac- 
tures 15.9 percent and manufactured foodstuffs 9.6 
percent—a total for manufactured products of 72.7 per- 
cent of our domestic exports. It is also significant that 
27 of our 29 chief exports whose total values were hisrher 
than a vear ago were manufactured merchandise. 

“Eight of the twelve big industrial groups fared well 
in our export trade. Exports of vehicles increased 17.2 
percent in value; machinery shipments gained 13.1 per- 
cent; metals were up 4.6 percent; the value of exports 
of paper manufactures increased 10.2 percent; lumber 
and kindred products gained 3.6 percent; inedible animal 
products, such as leather and furs, were up 20.6 percent; 
chemical products increased 1 percent, and textiles as 
a whole two-tenths of one percent. 

“The leader of American manufactures was ‘automo- 
biles, parts, and accessories,’ which continued its upward 
climb, with exports amounting to more than one-tenth 
of our total shipments abroad. During the first half of 
this year we exported 194,000 passenger cars, 
motor trucks and busses, 76,932 automobile engines, and 
1,249,000 tires—high marks for the automotive industry. 

“The upward trend of our exports of agricultural ma- 
chinery and implements has been one of the brightest 
spots in American foreign trade, the value for the first 
half of the year reaching $54,012,000.” 


58,957 


~~ 


NEW COMPANY ORGANIZED 


Cutter, Wood & Sanderson Co. to Continue Certain 
Departments Once Part of Sanderson Co. 

The Cutter, Wood & Sanderson Co., Cambridge, Mass., 
has been organized to succeed and continue the mill sup- 
ply, heavy hardware, horsehoeing supply and automobile 
trimming departments of the old E. P. Sanderson Com- 
pany, which departments were not sold or transferred 
with the recent sale of the steel departments to Joseph 
T. Ryerson & Son, Inc., Chicago. 

Those who have organized the new company are: Ed- 
ward P. Sanderson, Robert H. Sanderson, William T. 
Ryan, John J. Nolan, Leigh N. Vaughan, William G. Hep- 
burn. George McLean, Robert A. O’Donnell and James 
KF. Welch, all former officers and members of the old 
fk. P. Sanderson Company, and John C. Huxley, Harold 
Bellamy, William Robinson, David G. Wallace, Lester E. 
Stevenson and Curtis M. Blood, former managers and 
members of the Cutter & Wood Supply Department of 
the FE. P. Sanderson Company, together with their asso- 
and Officers are: E. P. Sanderson, 
president; J. C. Huxley and W. T. Ryan, vice-presidents ; 
L. N. Vaughan, secretary, and R. H. Sanderson, treas- 
urer, 


ciates assistants. 


Mr. Sanderson is also business manager. 

The new company is located at 222-232 Third street, 
in buildings purchased from the American Net & Twine 
Company. This is a brick building. consisting of three 
floors and a basement, and nas 64,000 square feet of floor 
The building is sprinkler equipped and is well 


Space. 














adapted to the carrying on of a mill supply and hardware 
business, according to officials of the company. There 
is a large automobile parking space for the use of cus- 
tomers. 

The larger part of the sales organization of the old 
Sanderson company has gone with the Ryerson com- 
pany, together with the working members of the depart- 
ments handling steel products. The Cutter, Wood & San- 
derson Co. has nine salesmen covering Maine, New 
Hampshire, Vermont and Massachusetts. It is capital- 
ized at $250,000 and carries an average stock of goods 
valued at $200,000. 
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DESTROYING SMALL MOUNTAIN 


Conveyor Belt to Play Prominent Part in Dumping 
Big Seattle Hill into Puget Sound 

Dumping a small mountain from the heart of the busi- 
ness region in Seattle into Puget Sound, by means of 
10.000 feet of conveyor belt, is pronounced as one of the 
most spectacular engineering feats ever attempted in a 
large American city. Details of this unusual transfer 
of earth from land to water, were announced by The 
B. F. Goodrich Rubber Company. Goodrich is supply- 
ing a total of 68,000 pounds of belt for this gigantic un- 
dertaking. The main conveyor belt is 10,000 feet long 
and weighs 13 and a half tons. 

Five portable conveyors are to be placed at different 
positions on the site as feeders to the main conveyor, 
which is one and three quarters inches thick and three 
feet wide. More than 5,000,000 cubic yards of earth 
will be moved. It is estimated that 21 months of 24- 
hour working days will be required to complete the job. 
The cost of the project is announced at $2,250,000. 

Steel scows will receive the earth at the shore line 
in Puget Sound and carry it out about 1,500 feet where 
it will be dumped. This novel means of shifting a moun- 
tain presents a novel feature in the heart of a busy city 
in that it will not halt traffic or 
any way. 


business activity in 
-<e 


To Meet December 20th 
The next regular meeting of The Electric Hoist Manu- 
facturers Association will be held Thursday, December 
20th, at the Hotel McAlpin, New York, according to an- 
nouncement of E. Donald Tolles, secretary. 
+e, 


To Acquire Four Companies 
Plans for the acquisition of four companies in related 
industries by the Foote Bros. Gear & Machine Co., Chi- 
cago, were recently announced by W. C. Davis, president 
of the latter company. The companies to be acquired 
are the Lyle Culvert & Road Equipment Co., Stockland 
Road Machinery Co., and Northwestern Steel & Iron Cor- 
poration, all of Minneapolis, and the Bates Manufactur- 
ing Company, Joliet, Il. 
+.> 
Leather Belting Association 
The next meeting of the American Leather 
Association will be held in the Hotel Commodore, 
York, Wednesday, December 5th. 
called for 11 
serve 


Belting 
New 
The meeting has been 
o'clock in the morning. — It 
a luncheon at 1 o'clock, 
ing thereafter if necessary. 


is planned to 
and to continue the meet- 
The annual election of offi- 
cers will take place, and among the subjects to be dis- 
cussed is the proposed plan of co-operative advertising. 
The meeting has 


been arranged for December 5th in 


order that members may visit the Power Show, and also 
attend the meetings of the Power Transmission Associa- 
tion, which will be held on the following day. 
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A New Member of The “Fairbanks” Family 





Fig. A645C 
Contractors 





All the Good Features are There! 


The FAIRBANKS COMPANY 
BOSTON NEW YORK PITTSBURGH 
ROME, GEORGIA BINGHAMTON, N. Y. 


Distribution in All Principal Cities. Write for our Complete Wheelborrow Catalog. 


























ott 


‘“SUPERIOR’’ 
Cap Screws and Bolts 
for 





a et Quality and Service 
Stove Bolts 


Carri Bolt ; 

Plow Bolts. ° Specials ; Stove Rods 
Step Bolts Everyone can DEPEND on “‘Superior’’ products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 


Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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How This Mill Supply House Uses 
Two Expert Mechanics 


When They Have Done Their Servicing Jobs, They Talk 
Exclusive Lines to the Men Inside the Shop 


How one well known house in the industrial distrib- 
uting field gets into “the heart of the plant” with its 
sales activities, and thereby secures every possible ad- 
vantage from exclusive representation on a number of 
lines, was told interestingly to a representative of MILL 
SUPPLIES by the manager of the mill supply department 


recently. 

This company employs two spe- 
cialty men whose duty it is not only 
to service equipment and _ supplies 
sold, but to talk with the men who 
are in charge of the work that is 
done with the equipment and sup- 
plies—in other words, the engineers, 
superintendents and foremen. In 


house handles. 


ested. 


PUSHING EXCLUSIVE LINES 


In this article is told the 
story of how a well known mill 
supply house makes the most 
of the opportunities presented 
by exclusive representation in 
its district of a number of 


Being mechanical experts themselves, 
they can talk in a mechanically expert way with men 
using the equipment who are also mechanical experts. 
These latter men, it may be assumed, usually are inter- 
They will absorb the fine points stressed by these 
technical salesmen, and very often will be convinced of 


the advisability of using this par- 
ticular make of equipment, or at 
least giving it a try. 

The next move, if the engineer or 
superintendent is sold on the equip- 
ment, is to request that in ordering 
his next equipment that the line un- 
der consideration shall be specified. 
When the requisition comes through, 








many cases, this mill supply house 
has found, the member of the pur- 
chasing department whose duty it is 
to place orders for mill supplies is 
not the man to be thoroughly sold 
on the products on which it wishes 
to exert special sales efforts. Very 
often it is of little use for an expert 
on these lines to attempt to sell him 
on all their fine points, for he him- 
self may not be technically minded 
and may not be interested in or able | 
to absorb the finer details of the vari- 
ous products. In some cases he sim- 
ply receives a requisition for such 
and such an item, and places an or- 
der wherever he desires. 

Furthermore, it is often the case 
that this buyer is greatly interested 
in making a good record on saving money in his pur- 
This attitude on his part may handicap the 
house which is selling quality goods at established prices, 
and in some cases may result in the purchaser buying 
as much equipment and supplies as possible direct from 
a price cutting manufacturer. 

The specialty men referred to before are not only ex- 
pert mechanically on the exclusive lines handled. They 
are high grade salesmen although they never call on 
plants with regular mill supply salesmen, and seldom se- 
cure orders themselves. 

Their job is to go into the plant, either to repair 
some equipment that has been sold the manufacturer 
by the supply house, or for the purpose of checking up 
on the service the equipment is rendering. Having done 
their repair work or made the necessary check-up on 
the service rendered by certain specified equipment, they 
are often at liberty to talk to their hearts’ content to 
the engineer, superintendent, foreman or whoever it 
may be who can exert a powerful influence in the selec- 
tion of supplies and equipment. They will take up some 
line on which the company has exclusive representation. 
They will prove the virtues of the particular line their 


house 


plies 


exclusively. 


chases. 


manufacturers who give the 
thorough 
Knowing that orders for prod- 
ucts made by these manu- 
facturers must come through 
it, the company employs two 
men who are 
mechanics and high-grade 
salesmen to sell the folks ‘‘in- 
side the plant’”’ 
using the equipment and sup- 
manufactured 
companies which it represents 
The story of how 
those men, having attended to 
their servicing duties, do 
their missionary work, is ex- 
ceedingly interesting. 


there is generally nothing left for 
the buyer to do but order that par- 
ticular make. There being only one 
source of supply for that make in 
the city, he must then necessarily 
give his order to the house that has 
accomplished the good work and the 
regular mill supply salesman. picks 
it up, or it is telephoned into the sup- 
ply house, or ordered by mail. 
Such a plan, to secure the maxi- 
mum results, must involve exclusive 
distribution of the lines so pushed. 
Were the line handled by more than 
one supply house in the locality, the 
buyer would be at liberty to give 
his order wherever he desired just 


backing. 


both expert 


on the idea of 


by the 


so he got the kind of goods speci- 
fied. 

But the plan involves more than exclusive representa- 
tion if the efforts of these specialists are to be rewarded 
to the fullest extent. It requires substantial, thorough- 
going backing by the manufacturer. If the customer's 
buyer receives an order for such and such_ grind- 
ing wheels, for instance, and is bent on making a low 
buying cost record, and if he can write the manufac- 
turer direct or call up a direct sales representative and 
receive the goods at lower prices, the efforts of these 
specialists have been in vain so far as the supply house 
is concerned. If, however, the manufacturer backs his 
distributors to the limit, the results of these efforts are 
highly beneficial to both him and the distributor. The 
manufacturer who will refer orders received direct to 
the distributor in the locality, or, if the customer insists 
upon buying direct, who will sell at the regular prices 
of distributor to consumer, and send to the distributor 
the latter’s natural profit on the transaction, will be en- 
couraging constructive selling efforts on the part of the 
distributor; will have in the latter a loyal, efficient rep- 
resentative, and, naturally, will do good business in the 
distributor’s territory. Needless to state, the distributor 


will benefit from such relationship with the manufac- 























When you 
take stoek= 


Remember that you can reduce your 


inventory of pressure control equip- 
ment and make money by carrying 
Mason Regulators. No other line is 
so complete... or so well known 
to your customers. 


They are easy to sell at a fair margin 
of profit’ because experienced engi- 
neers know that they can depend up- 
on Mason Reeulators to handle pres- 
sures with an accuracy that does not 
diminish with long, steady use. 


Our large factory stock insures 
immediate shipment of orders. 
Write for a copy of Catalog No. 
62 describing Mason Regulators 
for every power and process 


preerprarse 


















MASen REGULATOR CO. 


oston, Mass. 4 

















“From All Angles 
they save us money” 


—JOE CYR, Tool Room Foreman 
HUPP MOTOR CAR CO. 


In answering a questionnaire recently sent out 
by a publication investigating the tool market, 
Mr. Cyr replied as follows: 


O. What is the complete name of Tool ot 
\pphance? 


/. Armstrong Tool Holders 
¢) What do vou think of the DESIGN ot 


this tool tor vour work? 
!. kxcellent 


QO. Whatis vour opinion of the WORKMAN- 
SHIP and MATERIAL? 


/. Excellent 
O. How long has this tool o1 apphianec been 
ust | n this shop? 
/, Since we started 
O. Is the tool Strong? ./. Yes 
O. Is the rool Rehable? ./. Yes 
O. bhasy to adjust? 1. Yes 
O. Does it save labor? ./. Much 
O. Does it save time? ./. Yes 
O. Whar are its advantages on vour work? 


/. Accurate and rehabl 


O. What opinion have vou formed of this 


olorapphance trom your experience with it? 


/. Krom ALL Angles they save us 


money and time and we can always 


depend on them to last 


Over 95, of all machine shops are using the 
\rmstrong System of Tool Holders for these 
same reasons. \rmstrong Pool Holders are 
made in over 100 sizes and shapes for every 
operation on lathe, planer, slotter or shaper. 
They eliminate all forgings and save 70%; of 


the grinding. 


Write for Catalog B-27 showing 
the Armstrong Line of Dependable 
Tools, sent free upon request. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’ 










305 N. Francisco Avenue 


CHICAGO, U.S A. 
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turer, and will be inspired to the greatest efforts. 

The company which uses the methods described in this 
article has established excellent relations with the manu- 
facturers which it represents exclusively, and undoubt- 
edly these manufacturers are also benefiting from the 
relationship. 

This distributor also has interesting and aggressive 
methods of pushing its new items and specialty items. 
It establishes “kev” lines at times which the 
salesmen are urged to push. The specialty items to be 
pushed are determined largely by the territory covered, 
and efforts in this direction are more pronounced in the 
country than in the industrial districts of the 
city. If, for instance, the salesman’s territory includes 
garages in the country-side or small the 
man pushes an item which is particularly useful to gar- 
Were it not for these specialty items there would 
be some towns through which the salesman would pass 
in which he could sell 
of manufacturing plants or machine shops. 


various 


towns 


sales- 


towns, 
ayes. 


nothing, because of the absence 


+o 


CITES LACK OF CO-OPERATION 


Manufacturer Complains of Inability to Secure New 
Distributors of the Type Desired 

Declaring it has not been able to secure one additional 
distributor of the tvpe desired during the year 1928, an 
eastern company manufacturing industrial tools and sup- 
plies, complains of the lack of co-operation on the part of 
many jobbers and supply houses in the following lan- 
wuage: 

“Perhaps vou will be know that during 
the last seven or eight years the only means by which 


interested to 
we could secure a jobber in any given locality was to 
our that territory 
more to work up customers and then turn the 


put own salesman in for a year or 
business 
over to some jobber, if one could be interested. It was 
then salesman in the territory, 
paving all of his expenses, of course, and instructing him 
to turn all business over to the jobber, the jobber, him- 
self, never interested sufficiently to do 
any work on his own account. We were then under the 


expense of the salesman’s salary and expenses, plus the 


necessary to keep our 


seemings to be 


iobber’s profit. 
“We do not Sah that the above is true in every instance, 


because we have among our customers many very fine 
jobbers and mill supply houses which have been our 
friends and agents for vears. They have no desire to 
leave us, nor have we any desire to lose them, but it 


seems to be absolutely impossible to Secure additional 


represencatives of the same type under present day con- 
ditions.” 


The this that it 
has advertised in publications covering various specifi 


sales manager of company reports 
fields and carried on 
all of the 


letters, 


an intensive campaign throughout 
with 


circulars 


circular 
personal calls by its 


present vear numerous types of 


advertising and 
salesman, but has 


this period. 


not secured one new distributor during 


+o 
Change in Packing Field 
Announcement has been made of the purchase by the 
Braiding & of the trade 
mark and rights to manufacture Eureka oval gum core 


Packing Works of America, Inc., 


packing (Cand other fibrous packings) formerly made by 


the Eureka Packing Co., together with the original secret 


mpound and specifications. The name of the new 
ision is the EKureka Packing Co. and Braiding & Pack 
ing Works of America, Inc., and the address, 250-252 

















0. 


the 
maintatued, and 
this packing will be manufactured under the same super- 


16th Brooklyn, N.Y. 
Eureka oval gum core packing will be 


“The specifications of 


Vision as previously,” states the announcement. “Our 
service has been enlarged, and with added machinery 
and increased stock of raw materials, orders will be 
filled promptly.” 

-er 


RUBBER GOODS DISTRIBUTOR 


Lowman-Shields Rubber Company, Organized in 
April, Progressing Steadily 

The Lowman-Shields Rubber Pittsburgh, 

Which started last April as a house specializing in the dis- 

tribution of 


Company, 


mechanical rubber goods, has progressed 


notably and is enjoying a steady increase in volume of 


business. The company is a Pennsylvania corporation, 


and handles, in addition to mechanical rubber goods, such 


lines as tarpaulins, and 


oiled clothing and rubber boots, 





Part ot Lowiman-Shields Stoel Roo i. Uppei Tuset 7. i. 
Lowman. Lower Tuset J. Shields 
kindred items that dovetail with the mechanical rubber 


line, such as hose couplings, clamps, nozzles, belt) fas- 
teners, etc. 
Shields, the men who formed the 


company, have been identified with the mechanical rubber 


T. E. Lowman and J. 


business in Pittsburgh for approximately ten years and 
are well acquainted with the trade in that district. 
to Mr. 


Prior 


Lowman’s venture in the mechanical rubber line 


he had spent about ten vears with various Pittsburgh 
mill and mine supply houses. The company has a stock 
room and office in the Tranter building at 107 Water 
street, Pittsburgh. It is exclusive distributor in) the 


Pittsburgh territory of The Mechanical Rubber Co.'s line. 
+o 
Bok Advertising Award 
made by the 
tising awards committee of the National 
vertisers’ 


Announcement Harvard adver- 
Industrial Ad- 
Bok award 
industrial advertising campaign 
The 


adver- 


has been 
Association 
the best 


for 1928 appearing in newspapers and periodicals. 


regarding the annual 


of $2,000 for 


closing date is December 31st, 1928. Industrial 


tisers competing must submit a manuscript describing 


the campaign, its functions and application, reproduc- 


tions of the ads as they appeared and a statement of 
the analysis of the market on which the campaign was 


founded, 
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Strong Traps 


Drain ALL the 


Moisture 





to give your customers first quality mer- 
chandise. You can be sure you are doing 
this if you sell them New Badger Tools 
and you will find that your customers 
know and recognize these tools to be the 
best that they can buy in the Car Mover 
line. ne ees — 
Ww i iii ili at STRONG Steam Traps get every drop 
e co-o te fu ith t er n : . at : : : 
pot oa po gp ese Magi pile prea of condensation. The siphoning ac- 
quiries received by us are referred to a tion —~known as Strong Intermittent Ac- 
jobber in the locality from which the 
inquiry comes. 


The Advance Safety Car Wrench is a : : K alls of the 
safety device for opening hopper bottom the moisture adhering to the walls of the 
cars. It is a well constructed tool, easy pipes and coils. Besides 

to operate and it cannot injure the opera- 
tor. 


tion —-drains thoroughly all machines and 
lines to which they are connected — even 


i i H The Vi lve | either wide open or closed 
Write for further information and for Phe va - | 


catalog and jobbers discount sheet. tight -no wire drawing. Discharge valve 


Advance Car Mover Co. 


Appleton, Wisconsin 


is alwavs under a water seal-—steam can- 
not escape. 


A special feature in the design of the 
trap prohibits air binding. 


A good Trap to Sell 


THE STRONG, CARLISLE 
& HAMMOND COMPANY 


1392-94 West 3rd St. Cleveland, Ohio 


Manufacturers of a complete line of Steam Traps, Radiator 





fraps, Vacuum Traps, Steam and Oil Separators, High and 


a . Low Pressure Reducing Valves, Pump Governors, Strainers, 
es re | » | Ym Tes ) | Engine Stops, Emergency Check Valves, Evrtyte Globe Velves, 
etc., etc. 
* SLIP PROOF” 
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Not One 
“Where 


Alive 
Jones have been, 
Brown?” 
Brown—“To the cemetery.” 
Jones—“‘Anyone dead?” 


3rown—Every one of them.” 


you 


His Name Meant Nothing 
“I’m a little stiff from bowling,” said 
the salesman as he eased himself 
a chair. 


into 


“T don’t care where you come from,” 


snapped the big busy buyer. ‘What 
have you got to sell?”—Power Spe- 
cialist. 
Just Playing a Game 
“Were you trying to catch that 
train?” 


a“ 


No, I was merely chasing it out of 
the station.” 
A Story with a Moral 
In a certain western town, a beauti- 
ful chorus girl sued a rich banker for 
breach of 
$50,000. 


and awarded 


she 


promise 
Just as 


was 
was leaving the 
court she was hit by an automobile and 
sustained eight broken ribs. 
judge awarded her $500. 
Moral: Never 
heart—break het 


The same 
break a woman's 
ribs. 
Another Version 
Absent-minded Dentist (to his 
as filling-station employe inserts the 
hose into the gas tank): “Now breathe 
deeply.” Louisville Times, 


car, 


Joke Ended There 
Hostess (trying desperately to keep 
the conversation going) 
hear the joke about the curio dealer 
had two skulls of Columbus 
when he was a boy and the other when 
he was a man?” 


“Did you ever 


who one 


Guest—"*No, I don’t think I have. 
What is it?” 
Saved His Teeth 


Mother: “Oh, 


Tommy, you naughty 
boy, you have been fighting again, and 


lost two of your teeth.” 


Tommy: “No, I ain’t, 
in mv pocket.” 


mother; they’re 


Wet But Dry 


“How's the world 


Jim?” 
“Very seldom 
for a 


treating you, 


haven't had a drink 


week.” 








That Guiltiest Feeling 


: By BRIGGS 
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Title Not 


Negro, when 


His 


brought 


An old 
the judge, was asked if he were the de 
fendant. 


before 


Pointing to his attorney, he said: 
“Dah’s de defen-ant. I’s de gent-man 


what stole de chickens.” 
Observing Sunday 
The minister called at the Jones 


home one Sunday afternoon, and little 


Willie answered the bell. 


“Pa ain’t home,” he announced. ‘He 
went over to the golf club.” 

The minister’s brow darkened, and 
Willie hastened to explain: 

“Oh, he ain’t gonna play any golf. 
Not on Sunday. He just went over 
for a few highballs and a little stud 
poker.” 

Derby Hats Useful 

Nobody knows who first hung a derby 
hat over the end of a trombone, but 
certainly it looks better there than 


anywhere else.—Sigimund Spaeth. 
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Quit in Plenty of Time 


Shop Foreman: “You ain’t one of 
them blokes wot drops their tools and 
scoots as soon as the whistle blows, 
are you?” 

New Man: “Not me! Why I often 
have to wait five minutes after IT put 
me tools away before the whistle 
blows.” 

Billy Sunday Lost Out 


“Bill, who does the most good, Henry 
Ford or Billy Sunday?” 

“That’s easy! Henry 

“How’s that?” 

“He has shaken the devil out of 
people than Billy Sunday can ever hope 


ord!” 
more 


to. 


A Quick Witted Salesman 


Buyer: “Can’t you read?) The sign 
on that door means private.” 
Salesman: “I know-—and I’m) glad 


it’s there. If there’s anything I hate, 
it’s being interrupted when I’m talking 


to a prospective customer.” 
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NOW! - 


we depend on 


VICTOR BLADES 






















Victor Hack Saws 


‘‘A year ago we tried VICTOR BLADES after 
having them recommended to us as a better 
hack saw blade. Today we depend on VICTOR 
BLADES for all of our cutting and would not 
be without them.”’ 


The above was quoted in a letter from one of the 
large users of hack saw blades and this is only 
one of the hundred proofs that VICTOR HACK 
SAW BLADES are a reliable cutting source, that 


metal workers can rely on. 


Let us send sample blades for your 
toughest job. 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N.Y. 
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Your Customers Will Reorder 
‘The Chain With the Inswell’’ 


Every link of this famous INSWELL CHAIN 
is now branded with the initials ‘“C-M’’. 


This means that you can be certain of 
receiving an extra strong electric welded 
chain- just look for ‘‘C-M” on the link. 


COLUMBUS MeKINNON CHAIN COMPANY 
General Sales Offices: Tonawanda, N.Y. 
Pianes: Tonawanda, N. Y., Columbus, Ohio 


In Canada, MeKinnon Columbus Chain, Ltd., St. Catharines, Ont 
Va ] [ t 


“INSWELL’ ELECTRIC WELD 
CHAIN 











VERY Mill Supply Salesman has found 

that in some instances a general service 
babbitt will not meet a customer’s requirements. 
For extremely high speeds and for heavy, crush- 
ing strains, a metal with greater resistance is 
required. 
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Our Distributors meet this need easily with 
our ‘‘Nickel Genuine’ Metal. It contains no 
lead, but is amalgamated with nickel, which 
gives bearings a polished finish that lessens 
friction and reduces wear. 


‘‘Nickel Genuine”’ has a high melting point, 
tensile strength of 13,500 pounds per square 
inch, and a crushing strength of more than 
26,000 pounds per square inch. 


‘*Frictionless,’’ our general service 
metal, and ‘‘Nickel Genuine’”’ are a 
winning combination for  Distri- 
butors. Ask for prices. 


Frictionless Metal Company 


1458-60 Collins Street 
SAINT LOUIS, MO. 
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Regarding Data on Bearing Loads 

“Accurate determination of loads to be imposed on 
ball bearings is necessary to secure satisfactory service 
in the most economical way,” states The Dragon, pub- 
lished by The Fafnir Bearing Co., in connection with 
the publication of a chart containing information which 
the company states is required to determine the load on 
bearings for various types of drives. “It is desirable 
that the whole assembly present a balanced design, and 
for that reason the bearing loading should be considered 
just as carefully as the stressing of other parts entering 
into the construction. It is desirable for a given type of 
drive to use the same method, procedure and assump- 
tions in each calculation, since a standard procedure, 
combined with experiences on existing designs, facili- 
tates intelligent selection of bearings.” 

Good Will in Merchandising 

“Business today is a much more personal thing than 
it was a generation ago,” stated Howard Coonley, presi- 
dent of Walworth Company, in an address at a business 
conference at Babson Park not long ago, an abstract 
from which was published in Jidustry, published by the 
Associated Industries of Massachusetts. “It is no longer 
sufficient to give only a good product at the right price 
and within the required limited time. To make the 
relationship between the buyer and seller permanent, 
there must be a feeling of confidence in the business 
integrity of the people involved. There must be a belief 
that every transaction no matter how small will be han- 
dled from a partnership point of view where the seller 
is fully as anxious to do justice to the buyer as he is to 
himself. * * Good will in merchandising is not a 
question of the attitude of a chief executive or a few 
of the officers in charge of a business. Although generat- 
ing from the top, it must extend throughout an organi- 
zation to achieve its real purpose. It is a thing tremen- 
dously to be desired and most difficult to accomplish. — It 
is the cup of gold at the end of the business rainbow.” 

The Salesman’s Greatest Asset 

“T asked what is the greatest asset of a salesman 
dealing with plain, average folk,” states The Nation's 
Business. “It is, my friend said, the ability to get in 
the frame of mind of liking everybody. We all meet 
people every day who may not be the kind we would 
pick for boon companions, but it is possible to assume 
that they have their good points, and to say to oneself: 
‘I like them, I like everybody.’ The man who can bring 
himself sincerely to like everybody will sell more goods 
than the one who is unable to arrive at quite that frame 
of mind, because the one who likes the most people 
will have the most people like him—and liking to deal 
with him.” 

Concentrate Purchases With One Source 

“During the busy Fall season—why not concentrate 
your purchases with one source?” states Fulton Facts, 
published by the Fulton Supply Company, Atlanta. “Why 


not place all your orders with one house instead of ‘shop- 
ping around’ when that house can fill all your needs and 
Why buy a leather belt here, a supply of 
ring travelers there, a hanger or some babbitt metal 
somewhere else? Why 


requirements? 


not concentrate those purchases 


with ove house? Then vou will have but one concern 
to deal with, one statement, one check to mail in pay- 
ment. Also-——-and) more chance for 
errors, because when one house learns ‘just what vou 
want’ it will take more pains in giving you just what 
you want. Our prices will vot be the lowest on each 
individual item vou need, for quality demands—and fixes 
—a commensurate price, but over a period of time it 
will pay you to concentrate or ‘lump’ your purchases with 
In mill supplies and machinery the Fulton 
Supply Company is now serving a wide clientele in the 
Southeast and respectfully asks your consideration and 
co-operation along this idea of concentration in’ pur- 
We are at your service—command 


important-—less 


Ole house. 


chases. 
The 1929 Salesman 

‘*The model salesman for 1929,’ declared S. L. Hoff- 
man at a recent sales conference of the Pacific Mills, 
‘must have all the latest equipment—a mental  self- 
starter, a stiff backbone for a bumper, four-wheel brakes 
to check the too venturesome spirit, and a mind that re- 
sponds easily to the steering of modern trends,’ ” 
an item in The Purchasing Agent. “*The successful seller 
of today is the one who has a keen appreciation of his 
customer’s problems. He must endeavor to qualify in 
He should be equipped 
To produce 


states 


some cases as a research expert. 
to give his customer worthwhile assistance. 
the best results for the house which employs him, as 
well as for his customer, the salesman must keep his 
mind and eyes wide open. The salesman of today is 
very different from the salesman of the old school. He 
has discovered the psychology of selling, and he realizes 
that this is not merely the cry of faddists. It has put 
his work on a firmer, surer basis, and has made for a 
better understanding between buyer and. seller. The 
time is really at hand when the seller must consider his 
customer his invisible or silent partner, and those con- 
cerns that realize this are the concerns that will step 
ahead of the ranks. oe 
New Visions in Business 

Following is an abstract appearing in The Management 
Review of an article which was published in the October 
Sth issue of Barron's: “If Wall street may be taken as 
typical, business men are not cynical. They are, how- 
ever, becoming distrustful of the flood of advice they are 
receiving from many quarters, including some colleges, 
on the conduct of their business. It is a favorite assump- 
tion that because the business man does not) propound 
theories of business conduct, or define in so many words 
his principles of action in relation to his employes and 
those he serves, he has consequently no theories and no 
principles. Not being articulate or literary, a condition 
somewhat general among successful men, he cuts a poor 
figure beside the college teacher who has taken up the 
science of business without knowing much about the art 
of it. Most of us know which of these we would trust 
with responsibility of our affairs in a tight place, re- 
quiring instant and courageous decision. This is not to 
say that the flood of stuff labeling itself as psychology is 
all quackery, although there is a manifest over-supply. 
The business man does not despise science, and he is 
quite able to recognize the real thingy when he sees. it. 
The late Dr. Taylor and the late Frank Gilbreth did not 
pretend to have a ‘new vision.’ What they said was that 


production, to say nothing of office methods, could be 
enormously improved by the elimination of waste motion. 
By motion studies, as, for instance, when Gilbreth showed 
that the movements of a bricklayer could be reduced 
from seventeen to five and the 
men were convinced.” 


output trebled, business 
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GEO. D. ROPER CORP. 





All Capacities 


Hand or Power 
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Fig. 120 is a power rotary gear Fig. 3600 No. § is designed and 


force pump for general service constructed specially for handling 
Will pump oil, water, kerosene, gasoline and other petroleum 
paint, et products 


RHERK “PuMes, 


TRAHERN Pumps are suitable for pumping Water, 
Milk, Cream, Alcohol, Paint, Syrup, Molasses, Road Oil, 
Tarvia, Brine, Glucose, Gasoline, Kerosene, Oils and other 
petroleum products. 

They are used at Factories, Public Buildings, Farms, 
County Homes, Bottling Works, Drug Companies, Woolen 
Mills, Cotton and Silk Mills, Packing Plants, Ice Factories, 
Refineries, etc 

ROCKFORD 
ILLINOIS 
PUMPS FOR PERMANENCE 
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There is but one flake graphite and its name is DIXON. 


obtainable. 
over rubbing surfaces and reduces wear to a minimum. 


packings, etc. 


reduced. 


Coarse Powdered 
No. 1 Flake No. 2 Flake 


Write for Circular 71-C 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City New Jersey 








exacting men in every line of industry, it is synonymous with the best graphite 
It is an ideal natural lubricant that spreads a smooth unctuous veneer 


Recommended for cylinder and bearing lubrication, for coating gaskets 
Properly mixed with grease or oil their consumption is greatly 


ON? 
FLAKE GRAPHITE 


For 100 years 
this name has been associated with graphite and today, to thousands of 
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NEW HEAVY DUTY DRILL 

The United States Electrical Tool 
('o., 2488 West Sixth street, Cincinnati, 
has added to its line of portable elec- 
trical tools a low-speed, *;-inch heavy 
duty drill for continuous, heavy duty 
A universal motor, operating 
on alternating or direct current of 


| 


» 


service. 






4 

sixty cycles or less, pulls this drill at 
350 revolutions per minute, load speed. 
In all other manufac- 
turer states, this new model is similar 
to its other drills, with SKF ball bear- 
ings, chrome © nickel 
hardened, running in 
piece aluminum body frame and com- 
mutator head; quick make, quick break, 
two-pole trigger switch;  three-jaw 
screw back chuck for straight 
drill bits. The new drill 

pounds. 
UPRIGHT 
Weller 
1820 N. Kostner avenue, 
cently placed on the market 
of electrically operated, upright capstan 
type car pullers. The company had 
previously made horizontal capstan and 


respects, the 


steel 


gears, 


grease; one- 


shank 
weighs 27 
rYPE CAR PULLER 

Manufactin ing Company, 
Chicago, re- 
two sizes 











drum types of pullers, and the upright 
tvpe was added to round out the line. 
The new puller is a compact, self-con 
tained unit, occupying little space. It 
is easily operated at the touch of a 
button, pulls in any direction or at any 
angle, and consumes but little current. 


The company states that the C-1 size 
develops full strength of 11%4-inch 
manila rope and pulls from one to 
three cars. The C-2 develops full 
strength of 14-inch manila rope and 


pulls from three to six cars. 
NEW PUMPING OUTFIT 
Goulds Pumps, Ine., 
N. Y., is announcing a new 


Falls, 
1!-inch deep 


Seneca 


—— 
\ 
| 
] 
~ 
pees 


well automatic¢ oiling outfit, with motor 
mounted on top of the pumping head, 
Power is transmitted from the motor by 
a V-belt which require a 
tightener. The pumping head contains 
all the features of the company’s reg- 
ular line of automatic oiling deep well 
pumps, including positive automatic 
lubrication, straight up and down mo- 
tion of the plunger rod, enclosed work- 
ing parts, babbitted double 


does not 


bearings, 





reduction gearing and drop steel shaft. 
The motor is protected by a Westing- 
house sentinel breaker, located on the 
side of the pump, which also 
switch. The outfit is for 
installation in pits, small pump houses 
and other places where space is an im- 
portant 
HAND CUTTING PORTABLE TOOL 
H. K. Porter, Ine., Everett, Mass., 


has perfected and placed on the market 


serves 


main 


as a 


factor. 


a hand cutting portable tool, which it 
claims has the power of a bolt clipper 
The 


than a 


and the cutting action of a shear. 


tool occupies no more space 





and embodies the 


bolt clipper 


same 
power multiplication principle of lever 
and toggle joint which characterizes the 
line of bolt clippers. Flat 
1'4-inch by 9/32-inch 
“s-inch diameter 


company’s 
bar steel up to 
and wire 
can be cut with comparative ease, it 1: 
stated. It is that 
this tool was developed for the aero- 
nautical foreign 
government, and useful 


rope up to 


note 


interesting to 


department of a 
was found so 


that it 
home 


has been made available in the 


market. Tllustrated have 


pages 


been prepared for loose leaf binders, 
METAL SLITTING TOOL 

Vatioual Mach jive Tool Con pany, 

Racine, Wis., has brought out a new 


tool which it 
vise shear.” It is 


portable 

calls “the 
a straight 
the lines of the company’s “Handnib,” 


metal slitting 
National 
slitting shear, designed on 





fie AF 


without the nibbling feature. 
can be held in a vise or 
bench. The can be 
easily for sharpening. The tool has 
a capacity of ‘'y-inch flat stock, and 
3/16-inch by 2-inch bars. It weighs 
fifteen pounds. 





The tool 
mounted on a 


blades removed 


UNIT ADJUSTING FRICTION CLUTCH 
T. B. Wood's 


bersburg, 


Sous Company, Cham- 
brought out the 


Peerless unit-adjusting friction clutch, 


Pa. has 





with extended sleeves for pulleys, with 
which, according to the company, ma- 
chines 
will 


may 
without 
for wear or 


he stopped and started at 
shock. All adjustments 


load conditions are made 


at one point and without the use of 
special tools. The new clutch is ob- 
tainable in a size or type for every 


kind of installation. Regular pulleys 
of any type may be used with the Peer- 
less unit-adjusting friction clutch with- 
out special preparation. The company 
Peerle friction 
clutch cut-off couplings for connecting 
shafts. The connecting 


shafts meet within the hub on the back 


i also. producing 


two ends of 
of the clutch, insuring alignment. A 
phosphor bronze bushing is fitted into 
the hub to carry the extended end of 
the shaft. 
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A CONSUMER can 
buy Monarch Bearing 
Metals from us if he in- 
sists, but our Distributor 
in the territory gets his 
profit just the same. 


MONARCH METAL COMPANY 


Established 1895 
119 South Lincoln Street Chicago 


Manufacturers of MONARCH BALL the ‘‘Steel Process Babbitt,” 
and QUAKER METAL, the ‘‘Ladle Bronze.” 
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LUTHER 
PORTABLE CLAMP VISES 


Every man or boy who does repairing or tinkering needs 
a portable bench vise to save his knuckles and time. 





Luther vises are built to last ~extra width jaws and 
openings reinforced panelled slide jaw -renewable 
brass guide nut and at prices less than ordinary vises. 


Distributors prices sent on request 


LUTHER GRINDER MFG. CO. 
283 So. Water St. Milwaukee, Wis. 











“KEYSTONE” 


RATCHET COMBINATION 


Reversible 


a 
A 








se: quality Ratchet for taper shank twist 
drills, sleeve for square shank drills, and 
short boiler socket for square shank drills. 


Phe original Westeott < Made in 
Wrench made by the —~ ) 
Keystone Mig. CGo., for x 
twenty-five years 





Known throughout the 


"to 14" 
world 


KEYSTONE MANUFACTURING CO. 


51 Chandler Street BUFFALO, N. ¥ 














Unanimously Elected 


At the Poll of Public Opinion 


—_ 





NASON M'‘F’G.c? 


Nason Immersed 
Valve Water Feeder 





It maintains the water level in house heating boilers, 


thus providing priceless insurance. Write us 
NASON MANUFACTURING CO. 
Steam Specialty Spectalisis Since 1841 


71 FULTON STREET NEW YORK 
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Stow Manufacturing Co., lne., Bing- 
hamton, N. Y., has issued a 12-page 
booklet on its flexible shafts and flexi- 
ble shaft machines. The booklet con- 
tains engineering data, illustrations 
and prices. It is handily arranged. 

Dayton-Dowd Company, Quincy, Fil., 
is out with bulletin No. 267, describing 
the company’s type CS and type CSLH, 
double suction, single stage centrifugal 
pumps, and large capacity pumps. The 
bulletin, which is perforated for filing 
and contains 40 pages, contains descrip- 
tions and specifications and is well illus- 
trated with photographs and drawings. 

The Leetonia Tool Co., Leetonia, 
Ohio, has brought out catalogue No. 
829 on its coal and rock drills for use 
in and around mines, and other products 
manufactured by the company, includ- 
ing breast augers, copper tipped and 
steel tamping picks, wedges, 
striking hammers, sledges, mine road- 
men’s tools, cutter bits, bars, puncher 
picks, augers for electric power drills, 
track wrenches, mine ties, bit 
tongs, etc. The catalogue contains 5-4 
pages and an attractive cover and 
measures 10!2 by & inches. Tools 
manufactured for the marine and hard- 
ware trade are illustrated and described 


in a separate catalogue, 
(€ 4 ) 
president of the 


Arthur E. Gross 
Arthur E. 
Phillip Gross Hardware & Supply Co., 
Milwaukee, died October 16th, at his 
home in Milwaukee at the age of sixty- 
four years. 


tools, 


steel 








Gross, 


Heart disease undermined 
his health a year ago, and his condi- 
tion had been serious for two weeks 
preceding his death. Mr. Gross was a 
lifelong resident of Milwaukee, where 
he was born, March 20th, 1864. His 
father, Phillip Gross, a pioneer Mil- 
waukee business man, founded the firm 
bearing his name. Arthur FE. 
became associated with the company as 
soon as he had completed his education 
in the public schools of Milwaukee. He 
rose to the vice-presidency before his 
father’s death, in 1918, at which time 
he succeeded to the presidency. 


Gross 


Mr. Gross is survived by two sons, 
Philip W. Gross, treasurer of the Phil- 
lip Gross Hardware & Supply Co., and 
Arthur A. secretary 
and assistant general manager of the 
company, and by a sister, Mrs. Charles 
k. Mueller, of Milwaukee. His wife, 
Mrs. Clara Manske Gross, died 
denly in December, 1921. 

Deceased attended St. Mark’s Episco- 
pal church, and was prominent in Ma 
sonic circles, being a member of Wis- 
consin Lodge, No. 13, A. F. and A. M.; 
Ivanhoe Commandery, Knights Tem 
plar; Tripoli Temple and others. He 
also held memberships in the Milwau- 


Gross, assistant 


sud- 


kee club, Wisconsin club and several 
country clubs. Mr. Gross was likewise 
a member of the board of directors of 
the Hotel Wisconsin Co. and the Wis 
consin Furniture Co. 


John E. Lonergan 

John E. Lonergan, president and 
founder of the J. E. Lonergan Co., Phil- 
adelphia, died suddenly October 25, at 
Sacramento, Calif., at the age of 
eighty-seven years. He had apparently 
been in good health when he went to 
California about three weeks before his 
death, which was caused by a sudden 
attack of bronchial pneumonia. 

Mr. Lonergan was born in Nicholas- 
town, near Clonmel, county Tipperary, 
Ireland, in 1841, and was educated in 
the schools of Ireland and the United 
States. Although he came to this coun- 








JOHN FE. 


LONERGAN 


he did not settle 
in Philadelphia until 1875. 


try at an early age, 
Six years 
ago he was one of the leading figures 
in the “Forty-Niners’ ” 
Sacramento, where, as one of the fea 


celebration in 
tures of the programme, he took his 
old post at the throttle of a locomotive 
which he had operated in 1869. 

Deceased was well known as a man- 
ufacturer, engineer and inventor, and 
was in business for more than fifty 
In addition to being president 
and founder of the J. E. Lonergan 
Company, he was also president of the 
H. Brinton Company and the Califor 
nia Vineyards Company. He had pat 
ented several engineering devices which 
are used by the Southern Pacific rail 
road and which he manufactured. 

Mr. Lonergan was a trustee of the 
seneficial Saving Fund = Society of 
Philadelphia and of St. Charles Bor 


years. 


romeo Seminary, Overbrook, Pa., and a 
member of the Manufacturers’ 
Holy Name society of 
de Paul society of 
Ryan Assembly, 
Knights of 


club, 

Jala, St. Vincent 
Bala; Archbishop 
Fourth Degree, 
Columbus; Friendly Sons 
of St. Patrick and the American Cath- 
olic Historical Society. He was made 


a privy chamberlain of the sword and 
mantle six years ago by the Pope. Mr. 
Lonergan was also well 
philanthropist. At the time of the re 
moval of St. Joseph’s College to City 
Line he donated $100,001 


known as a 


toward the 
establishment of an engineering school, 
which bears his name. 

Mr. Lonergan is survived by his 
widow, Mrs. Elizabeth McCall Loner- 
gan; a brother, W. E. Lonergan, Cyn- 
wyd, Pa., and a sister, Mrs. M. E. 
anaugh, Philadelphia. 


Cav- 


What’s Wrong Here? 
Listener Expected to Hear a Sales 
Argument, but He Didn't 

A representative of MILL SUPPLIES 
recently heard the following conversa- 
tion between a salesman and a buyer: 

Buyer: “We need such and_ such, 
What kind do you handle down there?” 

Salesman: “Well, the kind you want 
is of (blank) make. They’re rather 
expensive, but they’re mighty good.” 

Buyer: “How much are they?” 

Salesman gives the price. 

Buyer: “Oh, that’s too much. We 
want some that cost less. Let me have 
a dozen of (name).” 

“Well—” 

And here the listener cocked his hear 
preparatory to hearing the salesman 
launch a strong argument for the bet- 
ter grade. But here’s what he 
the salesman say: 

“Well—the trouble with this ex- 
pensive kind is that people steal ‘em. 
All right, PH put you down for a dozen 
of the others.” 


Salesman: 


heard 


Is that salesmanship? What say you, 
Mr. Salesman? 


we That Notebook Again 

It is hardly possible for the average 
mill supply salesman to enjoy the ad- 
vantages of some wholesale grocery 
house representatives, who, while the 
proprietor of the grocery store is busy, 
walk along the aisle, noting the stocks 
of items on the various shelves, and, 
as a result, can make suggestions of 
items for the grocer to order. The mill 
supply salesman cannot usually go out 
in the plant of the buyer’s company and 
look over the equipment and supplies 
on hand, but by a careful record, kept 
in his little notebook, which shows the 
dates of last purchases of various items 
and the approximate quantities 
over certain periods, he can prepare 
himself to question the buyer on items 
which he should need. A’ well kept 
notebook is a veritable storehouse of 
good knowledge. 


used 


Hobby Talk Okeh If 

It may be all right to talk the cus- 
tomer’s hobby now and then, but the 
salesman should be careful lest the 
hobby discussion take up too much time, 
leaving the prospect in a position where 
he has to hurry the remainder of the 
interview because of something else re- 
quiring attention. 
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THE COLUMBUS 
ANVIL & FORGING CO. 





“Arm & Hammer” 


Genuine Forged Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street ——_Sa Sa " 
Columbus, Ohio, U. S. A. SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd, 


General Forgings of Wrought Iron and Steel | 107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. | 

















“CHASE” . | “‘Moore & White”’ 
Trailers | FRICTION 


for every CLUTCHES 





purpose | Most in demand 
250,000 in use 


Equally efficient for 
easy or hard work; un- 
der clean or dirty con- 


ditions. Stand gruel- MADE IN 
ling punishment. Give FOUR STYLES 


longer service, dollar 

for dollar than any 1. Standard 
other clutch made. 2. High speed 
Your customer de- 3. Double disc 
serves the best. See 4. Sleeve type 
that he gets an . Catalogs on 
“M&W” the next time request 

you sell him a clutch. . 


; THE MOORE & WHITE CO. 
THE CHASE FOUNDRY & MFG. CO. ins tients ttctiien 
Columbus, O. 


Ask for Catalogue No. 300 | Philadelphia, Pa. 
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ARTICHOKES 
Jerusalem artichokes are becoming an important fac- 


IN SUGAR INDUSTRY 

tor in the sugar industry in this country. L. N. Crill, 
secretary of agriculture of South Dakota, states in a 
recent issue of Western Irrigation that the average yield 
is about twenty tons of tubers per acre, although yields 
as high as forty tons are not rare. Artichokes will pro- 
duce forty 100-pound bags of sugar per acre, as against 
thirty bags obtained from The vield of 
stalks runs as high as ten tons an acre, and these fur- 
nish a good stock feed. 


sugar beets. 


SOME INTERESTING FIGURES 

An article published in the current number of the Av- 
valist endeavors to arrive at an estimate of the volume 
of commodities and services annually consumed by the 
people of the United States, 
far as possible. 
000,000,000, an 


eliminating duplications as 
The writer arrives at a figure of $126,- 
imposing total, whose absolute size is 
less interesting, however, than the constituent elements 
that compose the total. It is estimated that only about one- 
third this sum represents tangible consumers’ goods on 
About 48 percent of 
the amounts spent by the American people go to defray 
outlays for distributing services; that is, goods taken 
for $41,000,000,000, while 
distributive services absorb $60,000,000,000. The remain- 
ing $25,000,000,000 of the estimated consumptive outlay 
of $126,000,000,000— is the 


the basis of producers’ values. 
at producers’ values account 
other 


assigned to cost of 


services.—Industry. 
ABOUT OIL WELL PUMPS 
“Crude oil is an eccentric mineral,” we read in the 
literature of the Axelson Machine Company, Los An- 


geles. “If all wells produced fluid of virtually the same 
gravity under uniform conditions, the study of pumping 
But when it is observed 
that almost every oil well is a problem unto itself by 
reason of its inherent peculiarities, the function of 
pumping involves a complexity of existing conditions. 
Control is required over difficulties of sand, shale, lime, 
sulphur, salt-water, gas of varving pressure 
over, extreme 
in order to 


would, indeed, be a simple one. 


and, more- 
temperatures. Consequently, oil pumps, 
the most satisfactory service, must 
be readily adaptable to these complex conditions—they 
must be of extreme simplicity to permit of easy assem- 
blage in the field and to preclude the possibility of easy 
damage to parts; they must be adaptable to varying 
interchangeable throughout, and they 
efficient 
mittent 


render 


conditions, must 
performance during continuous or inter- 
pumping—for without these elements of serv- 


ice, production costs cannot be held to the minimum.” 


vive 


CONCERNING PUFFED RUBBER 
The list of exploded products, which started with puffed 
rice and wheat, and to which exploded wood was recently 
added, now includes puffed rubber. Puffed or “foam” 
rubber differs from the familiar spenge rubber in that 
t is even lighter, being only one-fourth as heavy as 
cork; 


is much less permeable to liquids, and has greater 
resiliency. It is exceedingly fine-textured. When the 


vas used during the vulcanization for the inflation of 


the rubber is carefully chosen for its chemical inertness, 
and the rubber itself is stabilized against oxidation, there 
would seem to be no reason why this lightest of all 
known solid substances might not stand up in service 
for years. It has qualifications which are practically 
ideal for life preservers, heat and cold insulation, and 
has been suggested as usable for stuffing upholstery.— 
“Industrial Bulletin” of Arthur D. Little, Ine. 
MILK MANUFACTURED INTO MANY PRODUCTS 

“Casein that comes from milk is used in making an 
important substitute for ivory, celluloid and ebonite,” 
states Frank Ridgway, farm editor of the Chicago Trib- 
wne. “Today Americans are great users of milk in 
forms the layman would not be apt to recognize. Turn 
to almost any room in the home and there are likely to 
be found articles made from the casein in milk. Milk 
is made into combs, cigar holders, knife and fork han- 
dles, ferrules for umbrellas, rings, bells, dominoes, chess 
figures, photographic plates, and brush handles. In 
drug stores, cases are filled with massage creams, toilet 
soap, glue, paste, adhesive, shoe polish, plastic masses, 
and medicinal preparations made from some of the ele- 
ments in milk. It is used in priming canvas, in treating 
pulp board covering and beer and wine barrels, and in 
printing calico, according to the National Dairy Coun- 
cil. Nearly half the milk consumed in this country is 
manufactured into these products and processed foods 
for man and barnyard animals.” 

INDUSTRY FOLLOWS THE PATH OF POWER 

“Where power is,” says industry, “there is my home.” 
Today, the boy who starts out to seek his fortune in the 
great city is likely to meet his job traveling the other 
way. Today, power 
everywhere. 


electric power—is pretty nearly 
Every vear the long stride of the giant 
transmission line opens fresh territory. Manufacturers 
are finding new opportunities outside our congested in- 
dustrial centers. The job is marching to the man. De- 
centralization of our industrial system is transforming 
America. To the small town, these humming wires 
bring a new industrial importance; to the manufacturer, 
they spell efficiency, as well as relief from high taxes 
and cramped quarters; to the worker, decentralization 
means a home of his own and a higher standard of liv- 
ing for his family. And it is the electric generator, the 
electric transmission line, and the electric motor which 
have made decentralization possible. 
ment of General Blectric Company. 


From aun advertise- 


THE VERSATILE PLUG SAW 

“When the eighteenth amendment was put in force,” 
we read in The Saw Kerf, published by FE. C. Atkins & 
Company, “it forced a great many men out of work who 
were formerly employed in making cylinder and stave 
saws. However, people must have a great many new com- 
modities nowadays, and it was not long until we were 
called upon to manufacture somewhat similar to 
cylinder and stave saws, but which are now known as 


Saws 
plug saws. Plug saws are used for sawing circular plugs 
They are 
also used for sawing bung holes in barrels and kegs for 
containing oil, vinegar, molasses, and other liquids. In 
addition they are used for cutting knots out of boards, 
and making a plug out of a good piece of lumber to fit 
the hole where the knot 


out of boards, and for sawing holes in them. 


Was sawed out. New uses are 


being developed for plug saws right along. They are 
made in all sizes and diameters, and just recently they 
have been adapted to a new use 
pool tables.” 


sawing the pockets for 
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435 —Wall Paint Brush. 
Long Black China Bristle. 


heavily filled and vul 


canized in hard rub- 
ber— nickeled ferrules. 
Sizes 3" to 5" wide. 












When your 
customers save 
--- You protitt | 
SBORN Paint and Varnish 
Brushes save money for your | 


customers because they secure | 
greater results per man per day. | 
























§07— Stucco or Wall 
Brush. Black China 
Bristle, leather bound, 
natural varnished 
handle—vulcanized 
in hard rubber. Sizes 
x" to 46" diameter. 


ce 
a 
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405 — Flat Varnish 
Brush. Extra Quality 
Black China Bristle. 
seamless nickeled fer 
rules, natural polished 
handle—vulcanized 
in hard rubber. Ex 
cellent brush for all 


around use. Sizes 


1 %* to 34" wide. 


A BETTER WEARING BRUSH FOR EVERY USE. 





This saving in time means repeat 
orders with no sales time wasted. 


More sales in less time increase 
dealers’ profits. 


JHE QS80RN MANUFACTURING LOMPANY | 


5401 Hamilton Avenue - Cleveland, Ohio 


Branch Offices: New York, Detroit, Chicago, San Francisco, Los Angeles 















456— Oval Sash Tool. 
Black China Bristle, 
chiseled. vulcanized in 
hard rubber, seamless 
nickeled ferrules. natu- 
ral varnished handles. 
Sizes '4"to 114" wide. 


$41 —Oval Paint or 
Varnish Brush. Black 
China Bristle, vulcan 
ized in hard rubber— 
chiseled. Nickeled 
ferrules. Sizes 15s" 
to 2's" diameter. 
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Application of Correct Sales Principles in the 


More Orders for Mill Supply Houses 


Suggestions from a Man Who Knows How a Little Added Effort by 
Salesmen Will Increase Sales and Profits 


Clipper 


We will assume that you are going 
to stock and sell belt lacers, fasteners 
or hooks and belt cutters. The first 
thing you will naturally do is to select 
a popular high grade line 
responsible firm favorably known to 
the consuming trade. It is less of a 
task to sell the product of a well known 
concern than of one of whom little or 
nothing is known. It is decidedly to 


made by a 


the advantage of the mill supply dealer 
to sell the goods of a manufacturer who 
ix loyal to his dealers. By that I mean, 
one who will refer to you, as a stock 
carrying dealer, the 
receives direct. 

Now that you have selected and 
stocked vour belt lacing equipment, 
how are vou going to dispose of it? 


orders which he 


Are you going to wait for the mail car- 
rier to bring you orders or wait for 
the P. A. *phone in 
structing you to send over a couple of 


to call you on the 
cartons of hooks and perhaps a lacer? 
Certainly not. It is true that a con- 
siderable material is dis 
in this manner, and it all helps 
to swell the sales volume, but that is 
pot selling. 

As I said at the beginning of this 
little added effort will in- 
your sales. Now that you have 
article 


amount of 


posed of 


article, a 
crease 
a high 


which 


grade made by a firm 


stands back of everything — it 


makes, you are perfectly safe to recom- 
mend it to your best friend and. pros- 
pect. You can tell him that your lacing 
outfit is standard equipment in thou- 
sands of the 


largest manufacturing 


plants, and is recommended very highly 
hv all users. 

It is a safe bet that if you offer your 
prospect one of these lacers on thirty 
free trial, it is as good as sold. 
what he is using 
now, educate him to use the best belt 


days’ 


It doe not matter 


ene ings outfit, and he will thanl you 
for it, You will actually save him 
oney and he will appreciate it 


FRED E. BEST 


Belt Lacer Co., Grand Rapids, Mich. 


Nowadays we are not using old fash 
our homes, so why 
use antiquated methods in belt lacing? 
Your prospect will be interested if you 
have something better to offer. If he 
is not ready to buy Gn your first call, 
leave some well illustrated advertising 


ioned oil lamps it 





FRED E. BEST 


matter; pictures help to tell the story, 
and the manufacturer will gladly supply 
them. The next time you call on your 
man he has a working knowledge of the 
helt lacing outfit, and it will not be 
nearly as hard to get his trial order. 

No doubt vou will run across firms 
who appear to be too small to buy a 
belt lacing outfit of the larger size. 
However, you may find that you are 
all wrong when you learn something 
about their lacing requirements 

I heard of a firm who has only fou 
helt in thei 
using one of the big lacers. It seem 
that the belts xceptionally hard 


to hold, and large orders made it nec 


establishment, but are 


were e 


essary to run twenty-four hours a day. 
Additional machinery could not be in- 
stalled on account of insufficient space. 
Belts were continually breaking at the 
joint, Which meant loss of time. Pro- 
duction dropped to such an extent that 
unable to keep up with the 
Something had to be done 
and that quickly. It so happened that 
a salesman heard of their difficulty and 
decided to call on them. He was asked 


they were 
demand, 


if he could suggest something which 
would hold the belts. It seems the cost 
of the lacer was of secondary impor- 


tance if it would do the work 
torily. 


satisfac- 


Well, to make a long story snort 
they bought a large model, and are en- 
tirely satisfied with it. Their belt trou- 
bles are now. practically ecliminated, 
You must agree that every belt user, 
no matter how small, is your prospect. 
He may need a small lacer for fan belts, 
ora general require 
ments up to six inches, or perhaps one 
of the big lacers which will lace both 
ends of a belt in one and one-half min- 
utes, but whatever the 
may be, you know that 
him out of his’ belt 
When you 


made a 


larger one for 


requirements 
you can help 
lacing troubles. 
have done that you have 
friend, and don’t forget that 
the repeat orders for hooks will come 
to you. You will also have an oppor- 
tunity to sell him 
pulleys and other sup- 
plies, because he has faith in you and 
your goods, 


belting, shafting, 


transmission 


A salesman a thoroughly believe 
in the article he sells. 
all about his polis he cannot 
too much about them. The 
turers may 


He must know 
know 
manufac- 
spend ever so much money 
for advertising, but it is up to the 
salesman to call attention to the mer- 
its of his belt lacer—show the prospect 
what it will do for him. Prove the 
need of if in his plant, but don’t be too 
insistent, as he may buy to get rid of 
you and that will not do. Tf the buyer 
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really likes you, half of the sales bar- 
rier is broken down. 

Wherever the opportunity presents 
itself be sure to call attention to the 
work of the Power Transmission Asso- 
ciation. The members are glad to co- 
operate with superintendents, plant en- 
gineers and millwrights, and help them 
select the proper kind of drives for 
their plants. A recent investigation in- 


dicates that 88% of all drives in use 


are belt drives. In many instances you 
will find the direct motor drive to be 
very expensive. The “Drive Right” 
booklet issued by the Power Transmis- 
sion Association will give you further 
light on the subject. Your copy is 
waiting for you if you will write W. S. 
Hays, executive secretary, 
Transmisison Association, Drexel 
Building, Philadelphia, or any of its 
members, and there is no charge for 
this service. 


Power 


Some Winter Time Don’ts 


It is Probable You Know Them All, and Observe 
Them, But Here They Are Anyway 


FRANK H. WILLIAMS 


Don’t smoke inside at the places 
where you call unless invited to do so 
by the people on whom you call, In- 
side smoking in the business places of 
your prospects and customers isn’t so 
when 
everything is open, but it isn’t so good 
during the when every- 
thing is closed up, and when prospects 


bad during the summer months 


winter time 
and customers may object to it. 

Don’t 
your prospects or 


talk about the weather unless 
customers bring the 
subject up, and then get it out of the 
conversation again as soon as possible. 
If you “crab” about the 
may 


weather you 


make your” prospect feel pes- 
and 
bad for your sales. 


And if you say you are 


simistic about business conditions, 
this is bound to be 
enthusiastic 
about the weather, the trade may put 
winter 
anything to brag 
about in most sections of the country. 
And. finally, it is so easy when talk- 
ing about the weather to draw the talk 
on interminably, and so 
time that should be devoted to selling. 

Don’t talk your personal 
transportation troubles or anything of 
that 
portation 


you down as a nut because 


weather is seldom 


lose valuable 


about 


sort. If you crab about trans- 
difficulties then your trade 
may feel that the house you represent 
is also having trouble along the same 
line and thi might them feel 
that they’d have difficulty in 
the goods ordered from you. 


make 
securing 
Which, in 
turn, would make it harder for you to 
sell. 

Don’t commit the 
which 


winter-time 


boob 


acts tend to make people sore. 
Don’t leave doors open when you find 
them shut. Don’t track mud into stores 
or offices. Don’t suggest to the people 
on whom you call that their stores or 
offices are too hot 


feel warmer 


remember that you 
they do by 
from the out- 
stuffy and 
offices may be just exactly what your 


than 
of having just 


reason 
come in 


side, and the hot, rooms 


prospects and customers want. 


Don’t fail to make yourself physically 


comfortable before calling on a_pros- 


pect or customer, if it is at all possible 


to do so. It is generally poor business 


for a salesman to let 
chilled that when he enters a store or 
office he is half 
do any 


himself get so 


frozen and unable to 
until he 


register or 


stands over a 
radiator 
When the salesman is 


work 
furnace beside a 
and thaws out. 
just about frozen he naturally isn’t any 
good at selling. 

Don’t talk to the trade about the way 
the swell meal you had at the hotel 
warmed you up. It is altogether likely 
that the trade may be feeling somewhat 
hungry and any talk of 
this sort is apt to get their minds off 
business. 


themselves, 


Don’t waste time in the winter think- 
ing about the difficulties of getting 
around and making sales. Work hard 
and forget your troubles. 


It Pays To Be Candid 

There is nothing more embarrassing 
to a salesman than to be asked a ques- 
tion about his house or one of the lines 
carried by his house which he cannot 
answer, and there are times when the 
salesman is entirely to blame for his 
other 
questions which might be asked, how- 
which the salesman can hardly 
be blamed for not being able to answer. 
bluff an 
inform the buyer 


lack of knowledge. There are 


ever, 
should not 


should 
that he is unable 


In any case, he 
answer, but 
to answer the ques- 
tion, but will immediately get in touch 
with the home oftice and give the buyer 
a reply at 
Nearly 
to be thoroughly candid. 


the earliest possible moment. 


every buyer likes a salesman 


Age Doesn’t Count 
William C. Gaye May Be 79 Years Old, 
But, Man, How He Can Sell! 
‘Believe it or not, the accompanying 
photograph 


was taken on the recent 
79th birthday of the ‘young’ man pic- 
tured herein,” states the house organ 
of the Richards-Wileox Mfg. Co., Au- 
rora, Ill. “His William ©€ 
Gaye, and he is Richards-Wilcox’s old- 
est sales representative. He has been 
with the 


name is 


associated hardware game 


practically all his life, and a good share 
of that with the Richards-Wilecox Co. 

“He has worn out several automo- 
biles traveling the highways of north- 
ern Illinois and southern Wisconsin. 
Just to illustrate that he himself is still 


WILLIAM C. GAYE 


running strong, his business during the 
month when his birthday occurred, 
amounted to 191 percent of his quota, 
he being one of twelve R-W_ personal 
representatives and branch organiza- 
business exceeded their 
quota during that month. Mr. Gaye’s 
percentage placed him second in the 
month’s business. The New Orleans 
branch office, which includes several 
salesmen, edged him out by only 6 per- 
cent, their record for that month being 
197 percent of their quota. So you 
see what kind of a bird this Gaye 
turned out to be. And the end is not 


” 


yet. 


tions whose 


Things That Count 

There are some buyers who will not 
be annoyed by the noisy salesman who 
“busts into” the office, hat at a rakish 
angle, cigar in the corner of his mouth, 
and flops rather heavily into the spare 
seat at the desk. But there are other 
buyers who will be annoyed by such 
a type of salesman. Fortunately, there 
probably are not many of that type 
in the mill supply field. If there are 
some, however, they will probably be- 
gin to wonder ‘ere long why certain 
buyers don’t seem to be especially 
pleased when they call. An attitude of 
respect for the buyer’s rights wins in 
the long run. Where the buyer and 
salesman are not well acquainted, it is 
well for the salesman to wait for the 
buyer to offer his hand. It will be well 
also to wait for the buyer’s invitation 
down, or, if he neglects to ex- 
tend the invitation, to ask politely for 
the privilege. These may seem like lit- 


to sit 


tle things, but they mean a great deal 
in the game of salesmanship. 








ot 
10 





UMI 


December, 1928 


WILL QUPPLUES 


105 





“The Mill Supply Salesman” Section 


Salesmen Must Assume Responsibility 


It Is Often Encumbent on Them to Make Prompt Decisions, 
But They Must Know Firm’s Policies and Capacity 


There is such a thing as a salesman 
who assumes too much responsibility. 
He settles questions without consulting 
the sales manager—questions he often 
is not competent to settle. Such sales- 
men are, however, less common than 
the ones who hesitate to assume any 
responsibility beyond what is delegated 
to them in so many words, with actual 
instructions applying to the 
hand, 


case in 


If there is any type of employe who 
irritates the manager, it is the fellow 
who has to ask for instructions about 
every little thing that is not exactly 
like something he has done before. As 
a salesman, he is the kind who will 


never on his own responsibility tell a 


buyer that the factory cannot under- 
take to paint his steel truck in any but 
stock colors, but will agree to try to 
get the special color, or at least he 
will promise to see what the manager 
says about it. He will not immediately 
refuse the buyer’s request to have cer- 
tain supplies shipped packed in half 
gross instead of gross lots, but he will 
say he will take it up with the man- 
ager. All those things that he should 
be able to decide for himself on a gen- 
eral policy rule, he puts up to someone 
else because he has not had a ruling on 
that specific item. 
OFTEN LACK OF CONFIDENCE 

It is not so much an unwillingness to 
state the rule, but more a lack of con- 
fidence in his own ability to decide any 
question for himself. He is either weak 
on judgment or weak in faith in his 
judgment. Such a salesman will let 
an unusual opportunity for a big deal 
slip by because he is afraid to take any 
step beyond what is specifically covered 
by instructions. 

Every salesman must, of course, de- 
fer to the judgment of his employer 
and adhere to the rules handed down to 
him, but to be unable to 
question without 


decide any 
the help of someone 
higher up is to lack that initiative that 
is essential to real 


business success. 
If a salesman always depends upon the 
judgment of someone else, how shall he 
develop a judement of his own? If he 
travel the business board-walk 
without hanging to the instruction rail, 
how shall he continue when he comes 
to a gap in the rail? 

Walter H. Page once said, “A man 
afraid to gamble on himself isn’t worth 
a damn!” He may have meant that the 
man was not worth anything to an em- 
ployer or he may have meant that he 
was not worth anything to himself. He 
probably meant both. 


cannot 


FRANK FARRINGTON 
Plenty of salesmen have lost their 
jobs because they took too many 


chances, but plenty of them have lost 
orders—big orders—because they were 
not willing to take any chances. 

It is scarcely to be recommended that 
a salesman go plunging ahead regard- 
less of the rules laid down in his sales 
manual or in instructions plainly given 
by the sales manager. Rules are to be 
regarded, not disregarded. But where 
the rule does not cover and where there 
is no opportunity to hold up the deal 
to get instructions from the house, 
what is to be done to save the occasion 
and get the order? That is where 
there must be confidence in one’s own 
ability to decide. 

CONFIDENCE BASED ON KNOWLEDGE 

This confidence in one’s own judg- 
ment should be based upon something 
more than a willingness to take a 
chance, something more than the cock- 
sureness of conceit. It should be based 
upon a thorough knowledge of the tra- 
ditions and policies and qualifications 
of the company. The foundation of 
judgment is knowledge gained by study 
and experience. 

The man who has a thorough funda- 
mental knowledge of the business he 
represents does not have to hem and 
haw when unusual questions come up. 
He does not often have to say, “T’ll 
take it up with the house.” 
what 


He knows 
the logical decision must be in 
the case, and, if promptness is impor- 
tant, he makes the decision himself. 
Note the following item and see the 
enviable position of the man who knows 
and can substantiate his statements: 
“Hackensack, N. J., April 17.— 
Harry Butterworth testified here 
today that Mrs. Emma Michelotti’s 
husband was driving a Mack truck 
when he was killed at an Erie grade 
crossing. 
$75,000. 


The widow is suing for 


““How do you know it was a 
Mack truck?’ he was asked. 

““T can tell by the sound of the 
motor,’ Mr. Butterworth replied. 
‘There’s a Mack truck passing the 
courthouse right now, and_ it’s 
empty.’ 

“Lawyers and spectators rushed 
to the windows. Butterworth was 
right.” Herald Tribune. 

We take off our hats to the man who 
knows—if he with the 
fact that he is sure of himself. If he 
is merely bluffing, we usually suspect 
him and he does not get very far with 
his bluff. 

The salesman 


impresses us 


often thinks he has 


perfected himself when he has acquired 
a thorough knowledge of his line, to- 
gether with a satisfactory knowledge 
of salesmanship. He certainly is 
equipped then, to go out and sell goods, 
but he needs something more if he is 
to meet and conquer unusual and un- 
expected situations as they arise. He 
needs to know the policies of his com- 
pany and the reasons for those policies. 
If he would settle questions as the 
management would settle them, he 
must know the attitude of the manage- 
ment upon fundamentals and, as far as 
possible, the reasons for that attitude. 
MUST SEEK KNOWLEDGE 

It may be that responsibility for put- 
ting such knowledge into the hands of 
the sales force rests with the manage- 
ment. The management may hesitate 
to divulge what seem to it to be inside 
secrets. Nevertheless, successful sales- 
men usually owe their suecess in part 
to having acquired a good working 
knowledge of the underlying ideas and 
ideals of the business. And most sue- 
cessful salesmen have gone after what- 
ever knowledge they needed, instead of 
waiting for someone to send that 
knowledge to them. 

We all know we are sorry when we 
deal with a retail store clerk who can’t 
tell us what we want to know. We ask, 
“Are these gloves guaranteed?” And 
the clerk says, “I don’t think we guar- 
antee them.” We insist upon knowing 
before we will buy and the clerk says, 
“T’ll go and ask the boss.” We may 
wait or we may not, but we are dissat- 
isfied with doing business with a man 
who cannot assume responsibility. It 
is not, perhaps, that we grudge the 
two minutes delay while he finds out. 
It is not that we are so deeply con- 
cerned one way or the other about the 
guarantee. It is that when we ask a 
question of the man behind the counter 
we expect him to be able to answer it 
immediately, if it is a question within 
reason. The fact that he is there to 
wait on us is of itself sufficient justi- 
fication for our belief in our right to ex- 
pect him to know his business. 

We want to buy some cigars. We 
stop in at a drug store and find it car- 
ries the brand we want. They are 
priced on the card on the box, “2 for 
” “What do you get for a box of 
fifty?” we ask, noting that the box 
shown us is a box of 25. “I don’t know 
whether we have them in fifties,” says 
the drug clerk. “I’ll ask the boss.” He 
asks the boss and comes back to inform 
us that they have that size only in 
twenty-fives. “Well, what do you want 
for two boxes of twenty-five each, or 


25c. 
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PLANER KNIFE 


that gives five times more serv- 
ice than the carbon steel thick 
knife. ““Tungsweld”’ is the name 
and it means that acutting edge 
of high speed steel is welded to 
a carbon steel back. We said 
‘““welded,”’ and that’s just what 
itis. [he two metals are fused 
so that the knife can be heat- 
treated without dan- 


ger of the cutting 


edge separating 
as is the / 


from the back 
case with ~ ; 


an ordi- 
~ “y 


SS yg 


a 


nary laid or 
brazed knife. 
Users of thick 
knives find 
Ff “Tungsweld” 
more economical to use. It 
holds its edge longer and cuts 
smoother lumber. 
Your customers know about 
this knife. You can sell them 


SIMONDS 
Saw & Steel Co. 


»TABLISHED 183 FLLCHBURG, MA 


Chicago, Ill 
Boston, Mass 
Detroit, Mict 


New York City 
New Orlear I 
Lockport, N. ¥ 
Memphi Tenn 
Atlanta, Gia 











“The Mill Supply Salesman” Section 


don’t you sell them any cheaper by the 
box?” we ask. The clerk is stuck again 
and once more has to say he will “ask 
the boss.” 

We may buy or we may not, but I 
leave it to you, are we as likely to go 
back there next time we want a box 
of fifty cigars? Don’t we feel it would 
be better to patronize a store where 
we have sometime discovered that the 
man behind the counter could give us 
any information we sought, and give it 
to us right out of his without 
having to hunt up else to 
secure the information. 

Every buyer, be the business large or 
small, wants to buy from a man who 
gives the impression of being qualified 
to answer most questions asked him. 
Our confidence in a salesman is very 
likely to be in direct ratio to his evident 
confidence in himself. We cannot ac- 
cept the statements or the decisions of 
a salesman as final and authoritative if 
he is hesitant about them. He must let 
his “yes” be “yes” and his “no” be 
and that right promptly, if he is 
that his decision is 
backed by something besides his own 


head, 
somebody 


“Sng 


to convince us 


guess. 


There is no lack of buyers who are 
bluff, gruff fellows who take a delight 
in bulldozing mildly (sometimes worse) 
the salesmen who come to them. The 
buyer is on his home grounds and the 
salesman is a stranger. The buyer puts 
abrupt and puzzling questions to the 
salesman, with a view to disconcerting 
him. If the salesman is not firmly 
grounded in the policies of his company, 
the buyer will soon have him in a tight 
corner, from which his only escape is 
by a promise to “take it up with the 
house.” 

Let a salesman once get the reputa- 
tion with buyers of having to take up 
with the management every question 
out of the ordinary routine, and buyers 
will cease to be interested in discussing 
with him any matter involving more 
than a simple order. The big and unex- 
pected orders do not fall into the hands 
of salesmen who are at a loss when 
anything comes up that is outside of 
the most ordinary routine. They go, 
rather, to the fellows who have the 
necessary knowledge and confidence to 
go ahead with a new proposition and 
to handle it in a way they know—not 
merely guess—will go through. 


Interest in the Buyer 


This Salesman Held His Customers Firmly Because 
of His Great Interest in Their Welfare 


“Mr. Rosey, I’d like to ask a ques- 
tion, which you or some of the 
might be able to answer.”” The speaker 
was a comparatively new member of 
the Milner Supply Company’s 
Although it was about time to 
adjourn the weekly sales meeting, Old 
John Rosey, supervisor, ever 
willing to be of help to the members of 
his force, heartily encouraged the new 
man to make known his wants. 

“That’s what we’re here for, my 
boy, to help one another,” he said. 
“Fire away, and we'll see if we can 
do you any good.” 

“Well, I’m very 
cause I haven’t 
thing with the 
Company,” 


boys 


sales 


force. 


sales 


much disturbed be- 
been able to do any- 
toulf Manufacturing 
said John Gormoyle, the 
new man. “I’ve called on them reg- 
ularly—every week—and I've talked 
our lines and our service until nearly 
blue in the face. Hawkins, the buyer, 
always receives me, and treats me fine. 
He listens, with apparent interest, to 
everything I have to say. He never 
impatient. Sometimes he asks 
me questions. But he never buys. Says 
house and carry good 
lines and treat our customers right, but 
that very well satisfied with the 
company with which he deals. 


seems 
we are a good 


he’s 
Some 


day, he says, we may ‘crash’ him for an 
And he 
in again,” 


order, but not right 


always asks me to come 


now. 





“From 
Old John. 
“The Lambert Mill 
pany,” replied Gormoyle. 

“Well,” said Old John, “that’s a very 


whom does he buy?” asked 


Supply Com- 


good house—one of our keenest and 
ablest competitors. They carry good 
lines and supply A No. 1. service.” 


“Pardon me, John,” interrupted one 
of the other salesmen. “I would like to 
ask if Gormoyle knows which of the 
Lambert salesmen is handling the Roulf 
account.” 

“Yes,” replied Gormoyle. 
is Williamson.” 

“Oh,” said John significantly, while 
several of the other salesmen smiled 
knowingly. 

“T want to tell you, Gormoyle, that 
Williamson is one of the best supply 
salesmen in the country,” continued Old 
John. “When he once lands a customer 
it is pretty hard to get that customer 
away. Williamson not only knows his 
lines almost to perfection and how to 
sell generally, but he has a great per- 
sonality and shows always the greatest 
energy and determination in seeing that 
the customer’s interests are served. 

“Williamson more than his 
house and its lines. He makes the cus- 
tomer feel, and rightly so, that he has 
a personal representative at supply 
headquarters in Williamson. He = is 
honest and sincere; and there’s no bluff 


“His name 


sells 
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“The Mill Supply Salesman” Section 


about him. People he sells not only 
like him because of the fine business 
service he provides them, but because 
he is such a fine fellow in every way. 

“Of course, no man, no matter how 
fine a chap he is, can be successful in 
selling unless he knows his lines and 
has the other requisites of salesman- 
ship, and unless his house backs him all 
the way, as the Lambert Company backs 
Williamson, but when a salesman 
represents a good house, knows his 
stuff and has a good personality, full 
of sunshine, and takes a keen personal 
interest in each customer, he is, as they 
say, ‘going places.’ 

“However, we never admit defeat, 
Gormoyle. We have just as good sales- 
men on our staff as Williamson. Keep 
on calling on the Roulf company. Con- 
tinue to sell Milner Supply Co. lines 
and service, and also yourself. You 
never know when a break will come.” 

It is interesting to note that several 
months later Williamson left the Lam- 
bert Company to accept a better posi- 
tion in another section of the country. 
Gormoyle had kept plugging away, and 
shortly afterward he landed the Roult 
account. And it is said Hawkins thinks 
just as much of Gormoyle as he ever 
did of Williamson. 


On Receiving Complaints 
Salesmen Must Use Tact in Handling 
**Kicks’’ Made by Buyers 

Few children over 12 years of age 
are unfamiliar with that well known 
saying, “A man is innocent until proven 
guilty.” Not so commonly heard, of 
course, but still just as true is another 
statement, “The buyer in making a com- 
plaint on goods or service is right until 
proven wrong.” 

When the salesman is rebuked by a 
buyer for some defect in mill supplies 
he has received from the salesman’s 
house, an error in supplying the kind 
x delay in deliv- 
ery, he should not become immediately 


of supplies specified 


hostile and argumentative, but should 
show the deepest concern in the error, 
whatever it appears to be, listen to the 
buyer patiently and try to get all the 
facts in the case. If necessary, he 
should question the buyer regarding 
points on which he is not clear, all the 
time displaying an attitude of desiring 
to get at the bottom of the trouble 
and set matters right. 

If he then is still doubtful as to the 
justice of the buyer’s argument, he 
should, upon returning to his company’s 
office, look up his own order to make 
sure he has made no error, and trace 
the entire transaction through the office, 
stock and shipping rooms. If the cus- 
tomer is proven right, then, of course, 
the salesman’s house, if it is on the 
If the cus- 
tomer is proven wrong, then he can be 
informed as to where he made his mis 


ob, will rectify the error. 


take. But the salesman should still 
ise the greatest care to avoid antago- 


nizing the buyer in so informing him. 


He should not return to the buyer’s 
office in a spirit of triumph and flaunt 
the error in the buyer’s face. Rather, 
he should relate the facts in a calm, 
pleasant manner. 

The salesman is his company’s emis- 
sary in the field. By his conduct in 
handling matters requiring diplomacy, 
he can do a great deal of good or an 
equal amount of harm for the com- 
pany. Everyone makes mistakes, and 
unless the error is extremely grave, it 
is entirely likely that the buyer will 
consider this fact. But when the sales- 
man gets “hostile,” so to speak, when 
his attention is called to an error, or 
when errors are made repeatedly, then 
there is a situation of a different color. 


He Handed Out Gum 
The writer was sitting by the desk 
of his chief recently. In came a repre- 


sentative of a certain company. He 
handed the chief a stick of gum, and 
likewise gave one to the writer. The 


writer’s first thought was that he was 
a gum salesman. But no such thing. 
He just had acquired the habit of hand 
ing out a stick of gum to people with 
whom he talked. He had a way of do 
ing’ it, however, that didn’t make the 
man being called upon feel he was be 
ing bribed. It was simply a friendly 
little gesture that had a touch of humor 
to it. This little incident is not told to 
encourage the man who hands out 
cigars and other favors promiscuously, 
however. It simply amused the writer 
and seemed worth telling about. 


Value of Analysis 

The salesman should’ constantly 
analyze the buyers on whom he calls, 
but particularly on his first few calls. 
By studying the buyer’s charactistics, 
the salesman will soon learn how to 
approach him with sales arguments 
that will be successful, other factors 
being equal. The experienced salesman 
knows that he cannot handle all buyers 
in the same identical way. The tactics 
employed on one man might utterly fail 
when applied to another. Study the 
men on whom you call in order that 
you may get “inside them” most effec- 
tively. 


Sane Perseverance 

Nothing succeeds like perseverance, 
provided perseverance does not assume 
too brazen proportions. By that is 
meant that the salesman should not 
adopt an attitude of insistence which 
will anger the buyer and cause the 
salesman to be refused admittance to 
the buyer’s office. Perseverance means 
consistent calling on the buyer, but not 
too frequently to cause annoyance. In 
other words, the salesman should not 
become known as a “pest.” He should 
call as frequently as seems advisable 
and present his arguments calmly and 
clearly, but he should never seek to 
force a sale down the buyer’s throat. 





A Message to 
Salesmen of 
Belting! 


You cannot straddle the 
fence- keep one foot in 
one field and one in an- 
other and make any 
progress. j 
By the same token you 
cannot straddle the mat- 
ter of proper belt joining. 
hither you believe in belt 
joining and tell the World 
about it or you don't 
in which case half your 
sales effort is being 
wasted. 


It you are one of those 
fellows who know. the 
value of proper belt join- 
ing and keep it to your- 
self, you get the same 
kind of results as the 
fellow who doesn’t care. 


If you want more and 
better business take up 
the fight for better belt 
joining methods. — Let 
every one of your custom- 
ers and prospects know 
how you stand. 
You will find the reward 
in vour order book. 
Reprinted from 
‘The High Cost of Indifference” 
Have vou a copy? 
CRESCENT BELT 
FASTENER CO. 


247 PARK AVE., NEW YORK, N. Y. 


CRESCENT 
BELT FASTENERS 
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Moncrieff Genuine Scotch Gauge 


a : MONCRIEFF 

Glasses stand for extreme tough- SCOTCH GAUGE Strength 
ness without sacrifice of clear- GLASSES ARE: A 

ness. This combination of 

qualities has made Moncrieff a ial ccuracy 
widely popular gauge glass in for steam pressures ee 

America for over 50 years. ae Finish 


Unific 


for steam pressures 
up to 500 pounds. 


These are the only glasses made 
in Scotland on sale in the United 
States today. They are furnished 


in several types for various re- Monamel 

quirements. The panel at the having a super-im- 

right helps you to find the exact posed red stripe 

glass you need. to emphasise the A 
water line. 
For steam pressures 

JENKINS BROS. to 250 pounds. Complete 
* 
Sole U. S._ Agents for MONCRIEFF ee Line of 
Genuine Scotch GAUGE GLASSES 

80 White Street.........New York, N. Y an enameled glass Cap & Set 

524 Atlantic Ave..........Boston, Mass with red indicator 

133 No. Seventh St... .. Philadelphia, Pa line for steam pres- Screws, Nuts 

546 Washington Bivd.. Chicago, Ill sures to 150 . 
pounds. and Milled 


Prismatic Glasses 
Gauge Glass 
Strips 
Protector Slides 


Studs Shipped 
Promptly from 
a Stock That’s 
Always 


20,000,000 
or More— 


1020 S.A.E.Steel 





























“ONLY A JOBBER CAN 
” GET JOBBER DISCOUNT”’ 





They set up a howl 
for the Wolves of Lenox f 


Skilled mechanics the country over -men to 


whom fine tools are essential quickly sense the 
difference in these super-strong, long-lasting 
blades —call for them by name again and again. e 
That's their demand for quality. To the dealer 
it means sales volume—turnover--profits! Attrac- 


tively packaged well advertised made to 

staunchly back you up on your strongest recom- 

mendation of their performance. rou 
Stock up on these Wolves of Lenox! We have a ome 


sales plan, we'll work for you to get these blades 
started and moving steadily in your territory —-we'll 


guarantee it. Write to-day for details of this 

unusual selling offer. 1°O uc S 
“ : ? . “4 Pe ”» 
The Toots in the Plaid Bor” 


AMERICAN SAW & MANUFACTURING CO. : 0 
Springfield, Mass. bd 
pringfield, 


” - West 58th St. at Denison Ave. 
Tear off 


blade J Cleveland, Ohio 












Gentlemen: 

What will you 
do to help me sell these 
Packs of Lenox Wolves ? 


Name and address below—in margin 














When writing to Advertisers please mention Mirt SvuPPties 
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Frederick S. Blackall, Jr., has been 
appointed general manager of The 
Taft-Peirce Manufacturing Company, 
Woonsocket, R. I., succeeding his 
father, the late Frederick S. Blackall. 
In addition to filling the position of 
general manager, Mr. Blackall, Jr., is 
also assistant secretary of the com- 
pany and a member of the board. He 
is a graduate of Yale University and 
of the Massachusetts Institute of Tech- 
nology and is a member of the Ameri- 
can Gage Design Committee as well as 
of The American Society of Steel 
Treating. 

John A. Manley, for the past three 
years manager of the sales department 
for Fairbanks, Morse & Co., Chicago, 
was recently elected vice president in 
charge of sales. In 1911 he was grad- 
uated from Northwestern University 
and entered the sales department of 
the Republic Tire & Rubber Co. Four 
years later he joined a Chicago news- 
paper’s advertising staff, and then be- 
came associated with Hart, Schaffner 
& Marx, studying the problems of re- 
tail merchants, and after two years 
went with Henri, Hurst & McDonald, 
Chicago, advertising agency. 


John N. Critchlow, formerly Detroit 
district sales representative of the Oli- 
ver Iron & Steel Corporation, Pitts- 
burgh, Pa., is now its general manager 
of sales. Before going with the Oliver 
company he was district sales manager 
of the Pittsburgh Crucible Steel Co., 
Pittsburgh, and later, as a manufac- 
turers’ agent, handled the products of 
the Atlas Drop Forge Co., Bethlehem 
Steel Co., and the Oliver Iron & Steel 
Corporation. 


Bluford Sharp was recently ap- 
pointed general manager of the Cuneo 
Catalog Service Company, Chicago, 
succeeding H. J. Ibs, who has taken 
over the sales department. Mr. Sharp 
has been connected with the Cuneo 
company for some time. 


L. S. Shaffer, recently general man- 
ager of The Byers Machine Co., Ra- 
venna, Ohio, is now with the C. O. 
Jartlett & Snow Co., Cleveland, in 
charge of the sale and development of 
a truck body for the transportation of 
pre-mixed cement, which the company is 
now building. The sale of this truck body 
will be handled outside the regular 
Bartlett & Snow sales organization, the 


present plan being to distribute the 
product through dealers in contractors’ 
equipment and motor truck manufac- 
turers. 

Adams is the new director 
The Bunting Brass & 
Bronze Company, Toledo. Mr. Adams 


George H. 
of sales of 





GEORGE H. 


ADAMS 
has had large and varied experience 
with the sales and engineering prob- 
lems of the bearing industries. Prior 
to his connection with the Bunting 
company, he was automotive engineer 
of the SKF Industries, large manufac- 
turers of bearings. He was also chief 


engineer of the Bock Bearing Com- 
pany, Toledo. 

H. H. Sherman was recently ap- 
pointed manager of the publicity de- 


partment of the Chicago Pneumatic 
Tool Company, New York. Mr. Sher- 
man was formerly assistant publicity 
manager and has had many years of 
experience in industrial advertising 
and advertising agency work. 

F. T. Coup, in charge of the Cincin- 
nati office of Wagner Electric Corpo- 
ration, St. Louis, since 1921, has been 
moved to the Milwaukee office as branch 
manager. Mr. joined the Wag- 
ner organization shortly after being 
graduated from the University of Wis- 
consin in 1912. 

Edward Strauss, purchasing 
for the Capital Brass Works, 
until that company 
the Michigan 


Coup 


agent 
Detroit, 
was merged with 
Smelting & Refining 


Company and the Bohn Aluminum & 
Brass Corporation has been made De- 
troit representative for the Buffalo 
Wire Works Co., Inec., and the Roch- 
ester Smelting & Refining Company. 


Edward M. Robinson, formerly with 
William S. Roe, Ine., Newark, N. J., 
has joined the sales force of the Holy- 
oke Heater Co., Holyoke, Mass., and 
will cover northern New Jersey. Mr. 
Robinson is a charter member of Chap- 
ter No. 1, National Association of 
Plumbing and Heating Salesmen, and 
is now serving as its president. 

D. W. Merriman has been made su- 
perintendent of the foundry operated 
by the Keystone Driller Co., Beaver 
Falls, Pa. 


Frederick H. Payne, president of 
Greenfield Tap & Die Corp., Green- 
field, Mass., was re-elected president of 
the Associated Industries of Massa- 
chusetts at a recent meeting of the 
executive committee. 


J. G. Gross, for the last twelve years 
in charge of steel pipe sales for J. K. 
Larkin & Co., Ine., distributor, 253 
Broadway, New York, has been elected 
secretary of that company. 

Eric H. Edstrand, 
ated with W. C. Heller & Co., Mont- 
pelier, Ohio, has joined the sales de- 
partment of David Lupton’s Sons Co., 
Philadelphia, and will devote his time 
to marketing lLupton’s steel store 
equipment. 


Frank N. Speller, director of metal- 
lurgy and research of the National 
Tube Company, Pittsburgh, was elected 
chairman of the metallurgical advi- 
sory board of the Carnegie Institute 
of Technology and the United States 
Bureau of Mines. 


S. S. Rand, who for a number of 
years has been sales manager of The 
Peck, Stow & Wilcox Co., Southington, 
Conn., has resigned. Mr. Rand an- 
nounced that he has no plans for the 
immediate future. 


formerly associ- 


Isham Keith, 
department of 
New York, 
in the 


Frank J. Baumis has resigned as 
president of the Shaw Crane-Putnam 
Machine Co., Inc., and as_ vice-presi- 
dent and director of Manning, Maxwell 
& Moore, Inc., New York, to become as- 
sociated with the Ingersoll-Rand Co., 
New York, and in his new capacity will 


formerly in the sales 
Niles-Bement-Pond Co., 
has been made sales agent 


Syracuse, N. Y., territory. 
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FLEXIBLE STEEI 


1633 Lexington St. 


LACING CO. 
, Chicago, l “ce | 


ALL GATOR 


TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 














Sold on 10 Days’ Trial 


No Stock to Carry Liberal Dealers’ Discount 
viii 













Every In- 
dustrial 
Plant Is a 
Good Pros- 
pect for 
This Port- 
able Blower 






Price 
$45.00 


OVER 4000 IN USE 


Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery, looms, knit 
ting machines, and other equipment where dirt, dust and lint quickly 
injure the delicate working parts. You can’t remove this dust efficiently 
by using rags, a broom or a duster. 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot accumulate if you 
use ‘‘The Marvel.” It will keep your cus 
tomers’ machinery free from dust. Manu- 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘‘Marvel’’ Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock to carry. 





Write at Once for Discount 
This isa SELLING proposition, NOT an 
ORDER taking one. YOU won't get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up to the 
plant superintendent. 


ELECTRIC BLOWER CO. 


352 Atlantic Avenue 
Boston 9, Mass., U.S. A. 


Fastest selling portable blower 


on the market. Operates from 
light socket. Cute motor troubles 
and the Fire Hazard. 
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he identified with 
the oil-electric 

Frank J. Wa number of 
the sales department of Lan 
Frary & Clark, New Britain, 
Conn., has been made sales manager of 
the Union Mfg. Co., New 
Conn. 

Sidney J. Newman 
president of the 
Cincinnati, to succeed 
Newman. Walter J. 
president and Emil C 
tary and 


the development of 
locomotive. 

hter, fora 
years in 
ders, 


Britain, 


been elected 
Newman Mfg. Co., 
the late Samuel 
Newman is vice 
Newman, secre- 
treasurer of the 


has 


company, 

John P. Bankson was recently 
Cleveland district 
the General 
phia. He has been connected 
company for six most of that 
time with the office. 

Leslie McArthur, formerly with the 
Stewart Die Corporation, has been ap 
pointed manager of The Bassick Com- 
pany, Bridgeport, Conn., to 
Harry O. who has resigned to 
accept a similar position with the Sil- 
korsky Airplane Co. 

M. T. Doland, 
manager of the Chicago oftice of The 
Lockwood Mfg. Co., South Norwalk, 
Conn., was for many years a sales rep- 
resentative for that 


section of 


made 
manager of sales for 
.. Philadel- 


with the 


Refractories Co 


years, 
Cleveland 


succeed 
King, 


recently appointed 


in the 
country. 
Lockwood com- 


company 
middle western the 
Previous to 


pany he 


joining the 


was for a number of years 


general manager of the Allerton-Clark 
Co., Chicago. 

John E. Olson, until recently 
the Chicago sales organization of 
Niles-Bement-Pond Co., New 
now connected with the sales 
the E. C. Cummings Co., Chicago, which 
represents a well 
manufacturers of 

A. W. Van 
sales manager for 
Machine Tool Corporation of 
New York, has joined the sales” or- 
ganization of The E. L. Essley Ma 
chinery Co., 551 West Washington 
boulevard, Chicago 

Clifford F. Messinger, president 
Chain Belt Co., Milwaukee, has 
elected a director of the 
Wisconsin National Bank, Mil 


with 
the 
York, is 
force of 
number of known 
machine 


tools, 


Buren, formerly Chicago 
Consolidated 


America, 


the 


\ ic e 
of the 
re cently been 
Second 
waukee, 
W hitwell and 


George B 
treasurer, Frank Gould, vice president 


is president 


and director of sales, and John’ H. 
Whitwell, secretary of the McCaffrey 
File Corporation, which has been 
formed to take over the business and 
assets of the McCaffrey File Co., Fifth 
and Berks street Philadelphia. Mr. 
Gould was associated for thirty years 
with Henry Disston & Sons, Ine., 
Philadelphia, and for five years with 


George H. Bishop & Co., Columbus, 


Ohio. 

A. C. Denison has been elected presi- 
dent of the Fulton Foundry & Machine 
(o., Cleveland, succeeding A. E. Gib 
on, who has resigned to become works 
the Wellman-Seaver-Mo) 
Cleveland. Mr. 


connected with the 


manager of 
gan Co.. Denison wa 


formerly Fulton 


Foundry, but for the past six years has 
been manager of the Euclid 
Co., Euclid, Ohio. 


Foundry 


wew ewww ewe ow eww ew ww ow ww wo wow. 


Field Notes 





Atlan- 
metal 
working machinery, will move to larger 
quarters at 326-530 
South 


Lynd-Farquhar Co., 419-425 
tic avenue, Boston, distributor of 
Congress street, 


Boston, about December Ist. 


The Lamson & Sessions Co., Cleve- 
land, will soon build a bolt and = nut 


manufacturing plant at Birmingham, 
Ala., to supply its southern and south- 
western trade. An &-acre site has been 
acquired in North Birmingham and the 
erection of a moderate sized plant will 
be started shortly for the manufacture 
of a complete line of bolts and nuts. 

According to report the A. M. Byers 
Co., Pittsburgh, will begin work 
on a new plant to be erected on a site 


soon 


of 112 acres recently acquired at Har- 
mony, Pa. Complete plans for the new 
plant call for an expenditure of $10,- 
000,000, and include pipe mills, a blast 
furnace, a by-product coke plant and a 
river terminal for 
raw materials and 
finished products. 
Ata meeting of the board of 
directors of The Billing & Spencer Co., 
Hartford, a plan for the 
tion of the company was adopted. 
aim of the approved 
the 
stockholders 


handling inbound 
river shipments of 


recent 


reorganize 
The 
plan is to con 
interests of the 
and creditors 
and to establish the company’s busine 


serve and promote 


company’s 


on a strong financial basis. David J. 
Post was elected chairman of the board 


and A. H. Deute, 
general manager. 
remains as_ president treasurer. 
The new board the office: 
mentioned, Richard J.Goodinan, Edward 
Milligan, Lucius F Nelson 
Smith and L. How 
ard Oberg 


and 
Billing 


vice-president 
Frederic € 
and 


consists of 


Robinson, 

Edmund Zacher. 
has appointed 
manager of the machinery division. 


been sales 


Teel Go., 
soon start erecting a new 


Independent Pneumatic 


Chicago, will 


addition to its plant at Aurora, IIL, 
which will be of concrete and have a 
floor space of 36,000 square feet. The 
company manufactures pneumatic, ele 


contractors’ tools. 
The J. L. Mott Company, 
on, N. J., will install a showroom for 
modern plumbing fixtures at 203 We 

Wacker 


tric and 


Inc., Tren 


Drive, Chicago. 


The room 
now being fitted up and when com 
pleted will be one of the most attrac 
tive in Chicago D. E. Boggess, who 


has had many 
plumbing supply 
the Chicago office. 


years’ e 


xperience in the 
line, is manager of 
Kokomo Economy 
Kokomo, Ind., has recently 


Tool Corporation, 
incor 
porated, with an initial capital stock of 
2.500 


been 


shares of no-par value common 


stock, and will manufacture, distribute 
and sell all kinds of machine tool equip 
machinery 


John 


ment, machinery, tools and 


supplies. The incorporators are 


E. Frederick, A. V. Conrad, 
Conrad, O. H. Buck, J. 
Frank B. Miller and 
ling. 


Rulo §. 
Paul Johnson, 
Alton G. Seiber- 


Woodward-Wanger Co., Philadelphia, 
announces the following changes in its 
personnel: Hereafter the central Ohio 
district will be covered by William G. 
Bond, with headquarters in Columbus; 


S. E. Robinson, 7 Edith avenue, Buf- 
falo, will cover Buffalo and vicinity, 
and Roy Salsbury, 225 West 106th 


street, New 
York City 

The Electric Corporation, 
St. Louis, announces the removal of its 
Angeles branch office and service 
station to 1220 South Hope street. The 
removal involves all local departments. 


York, will handle the New 
district. 


Wagner 


Los 


A new acetylene plant at East 
nue and Short street, South Charles- 
ton, W. Va., brings the total number of 
Prest-O-Lite plants throughout the 
country up to 35. Dissolved acetylene 
and cutting will be sup- 
plied to local industry from this point. 
J.J. Robinson is in charge of the plant, 
and Mr. S. P. Murphy, 
quarters Cincinati, is 


ave- 


for welding 


head- 
district 


whose 
are at 
superintendent. 
Jefferson Union Company, Lexing- 
ton, Mass., announces the removal of 
office to 11 West 42d 
room 13384, New York City. 
States Sand Paper Co., Wil- 
Pa., manufacturer of abra 
sive papers and cloths, has purchased 
the assets, good-will, 
the Federal 
Westfield, 
Abrasive Co., 


its sales street, 


United 
liamsport, 


formulae, ete., of 
Abrasive Works,  Ine., 
Mass., and the Standard 
Inc., Garfield, N. J. The 
these two will 
be consolidated and administered under 
the name of the Standard Abrasive 
Company, Ince., with office and factory 
at Garfield, N. J. 


business of companies 


Announcement has been made from 
Philadelphia that A. Atwater Kent, 
manufacturer of radio sets and receiv 


ers, has broken ground for a new three 
million dollar factory which will double 
the size and 
16's acre plant, making it the biggest 
the world. 


capacity of his present 


radio factory in 


The Ohio Injector Co., Wadsworth, 
Ohio, recently opened a branch. office 
at 908 Daniels building, Tulsa, Okla. 


KE. C. Powell will be in charge 
western territory. 
The Valley 


Supply Co., 


of south 


Plumbing & Heating 
Menasha, Wi has. re- 
cently been incorporated with a capital 
stock of $50,000, to deal in 
and heating supplies. The 


tors are Ben Plowright, 
kratz and Harry E. 


plumbing 
incorpora 
Frank Pan- 
sullard. 
Barnhart-Davis Co., Warren, Pa., has 
purchased the business of M. W. Jamie- 
on & Co., also of Warren, 
turer of pump Plants, 
goodwill were purchased 
or pumps 


manufac- 
and 
line 


patterns 
and the 


will be continued, 


Marvel Gear Co., 
heen 
North 


Philadelphia, has 
Paul G. Basehore, 14 


avenue, Lansdowne, 


formed by 


Ardmore 
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We are equip 
ped with the 
most up-to 
date tools and 
machines I< 
producing 
Copper and 
Brass Coils, in 
all shapes and 
for all pur 
poses. Send 
sketch or blue 
print for quo- 
tation. 

We also 
bend Nickel 
and Aluminum 
tubing. 

Distributors 
will be given 
full co 
tion 1n 
OI ders f( 
and speci il 
pipe work. 


Arthur Harris & Co. 


Established 1884 
Engineers, Coppersmiths, Brass Founders and Finishers 
210-218 N. CURTIS ST. . + . 


ypera- 
filling 


1 
rcotl 
WM COMMS 





CHICAGO, ILL, 

















LEATHER 
SEWING MACHINE BELTING 


MADE 


FOR THE 


o NOBBING TRADE 





WRITE FOR 
) SAMPLES AND 
| be PRICES 


Western Rawhide Belting (0. 
MILWAUKEE: - WIS- 

















Wood Working Machines 


Built-in Quality Means 
Trouble-free Service 


Every Crescent machine is 
built right in our factory; so 
it must work right in the 
You can talk 
quality with assurance that 
every Crescent Wood Work- 
ing Machine will back you up. 





user’s shop. 














Make sure your stock of 
Crescent literature is 


complete, ready for use, 








——— 





The CRESCENT MACHINE Co. 
LEETONIA, OHIO 


96 COLUMBIA ST. 








SWARTWOUT 


Steam Separator 


Swartwout Bucket 
Type Steam Trap 


Swartwout Return, 
Lifting and Vac- 
uum Trap 


Swartwout Steam 
Separators — Re- 
ceiver Type 

Swartwout Low Pres- 
sure Float Trap 





Swartwout Air Sep- 
arator 


99°; Dry Steam 
Guaranteed 


Swartwout Cast Iron 


; Exhaust Head 
Either cast iron 


ne 
“a cenk ene artwout Cast Iron 


Strainer 


THE SWARTWOUT COMPANY 
General Offices: 18523 Euclid Avenue, Cleveland 


Factories: Cleveland and Orrville, Ohio 
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Pa., and associates to operate a local 
plant for the manufacture of 
starting devices and equipment. 


gears, 


Atlas Mfg. Co., 125 Water street, 
New Haven, Conn., manufacturer of 
hardware products, wire goods, ete., 


has acquired the Ansonia Novelty Co., 
Ansonia, Conn., manufacturer of metal 
specialties, and will merge it 
own organization. The 
ness will be removed to 


with its 
Ansonia busi- 
New Haven, 
where expansion will be carried out. 

Ontario Malleable Iron Co., Ltd., 
Oshawa, Ont., has been acquired by the 
Grinnell Co. of Canada, Ltd., Toronto, 
a subsidiary of the General Fire Ex- 
tinguisher Co., Providence, R. I. The 
two companies will be operated 
separately and the Ontario Malleable 
Iron Co. will retain its name. The 
officers of the reorganized 
are Russell Grinnell, president; C. G. 
Sherman, vice president; L. W. 
treasurer; E. W. Shaw, secretary; W. 
L. Horn, managing director. 


companies 


Jones, 


Announcement is made of the for- 
mation of the Ossining Plumbers Sup- 
ply Co., Inc., with headquarters at 102 
North Highland Ossining, 
N. Y. The new which is 
capitalized at $25,000, is headed by E. 
H. Ellis as president. Mr. Ellis has 
had twenty-six years’ experience in the 
plumbing and heating supplies line, in- 
cluding fourteen years with Crane Co., 
and four years with the United 
Plumbers Supply Co., New York. 

The Timken Roller Bearing Co., 
Canton, Ohio, has announced ex- 
pansions to its production 
which when completed will enable the 
company’s output of bearings to be in- 
creased from 175,000 daily to 200,000, 
Work has already been started on va- 
rious extensions to the 
tory. The program calls for an ex- 
penditure of $6,000,000. 


avenue, 
concern, 


facilities 


bearings fac- 





New Factories and Additions 





Klieber-Dawson Machine Co., 516 
North State Indianapolis, has 
awarded contract for a one-story ma- 
chine shop to cost about $30,000. 

Andrews Wire & Iron Works, 1802 
Preston Rock Island, Ill., has 
awarded contract for a one-story addi- 
tion, 100x125 feet, which will cost 
about $80,000. 


street, 


street, 


Buttress Mfg. Co., Los Angeles, plans 
to build a two-story plant, 117x165 feet, 
to cost about $70,000 with equipment. 

Wilcox, Crittenden & Co., Inc., 3 
South Main street, Middletown, Conn., 
manufacturer of marine 
products, i reported planning to build 
a one-story foundry, 
about $45,000. 


hardware 
which will cost 
Blanchard Machine Co., 64 


Cambridge, Mass., plans to build 


storv unit, 90x100 feet, to 


State 
street, 
a new one 
cost about $30,000 with equipment. 
Stockham Pipe & Fittings Co., Bir- 
mingham, Ala., will build a two-story 


warehouse and_ shipping building, 


104x251 feet, and a laboratory, 60x95 
feet. It is expected that plant will be 
finished by January Ist. 

Anderson, 
Ind., is building an addition to plant, 
24x80 feet, to be used as assembly room. 


Globe Gas Regulator Co., 


East Pontiac 
Wayne, has awarded con- 
tract for a one-story addition to motor 
truck manufacturing plant. 

The Bristol Co., Waterbury, Conn., 
manufacturer of recording instruments, 
plans to build a one-story plant addi- 
tion at Platts Mills, 48x140 feet, to cost 
more than $40,000 with equipment. 

Linde Air Products Co., 30 East 
Forty-second street, New York, and 504 
Dolorosa Antonio, Texas, 
has awarded contract for a one-story 
plant on Casiano street, to cost about 
$410,000 with equipment. 


Truck Engineering Co., 
street, Fort 


street, San 


Commercial Testing & Engineering 
West Van Buren street, Chi- 
cago, plans to build a two-story addition 
to boiler plant at Progress Laundry, 
128 East Market street, Indianapolis, 
to cost about $30,000. 


Cou: St 


Atlantic Gypsum Products Co., 40 
Rector street, New York, will build a 
one-story crushing plant 
and distributing facilities. 

Firestone Tire & Rubber Co., Akron, 
Ohio, is completing plans for a new 
factory branch and distributing plant 
at Tampa, Fla., to cost about $100,000 
with equipment. 

Courtland Grinding Wheel Co., Hunt- 

ington road, Chester, Mass., has 
awarded contract for a two-story addi- 
tion, Which will cost approximately 
$35,000 with equipment. 
Fork & Hoe Co., 
Cleveland, will build a’ one 
story addition to plant at St. 
Johnsbury, at an 
about $50,000. 

Abrasive Machine Tool Co., Dexter 
road, East Providence, R. I., plans to 
huild a one-story machine shop, 60x150 
feet, to cost about $28,000. 

Utah Broad 
New York, plans to build a new copper 
leaching plant near Bingham, Utah, to 
$250,000 with 


with storage 


American Keith 
building, 
and two 


estimated cost of 


Coppe r Co., 25 street, 


cost more than equip- 
ment. 
tockford Die & Tool Co., 727 Seventh 
Rockford, IIlL., is 
whit h | 


street, uuilding a new 
t t building 


will cost about $10,000. 

Pennsylvania Tool & Mfg. Co., 6 
West Gay York, Pa., will build 
an addition to plant to cost 
$25,000. 


factory 


street, 


about 


Inc., 
Phila- 


turbine en 


Industrial 
Norris 


manufacturer of 


Cramp-Morri 
Richmond and street 
delphia, 
gines and other heavy machinery, has 
awarded contract for a one-story pipe 
shop, 5HSx2Z0O0 feet. 
Eaton A 


street, Clev 


East 140th 
eland, has awarded contract 
330x400 feet, 


sle & Spring Co., 


addition, 
to cost about $400,000 with machinery. 
Milwaukee, 


one-story 


for a one-story 


Sivyer Steel Casting Co., 
work on a 
18x52 feet and a new 


IS completing 
foundry addition, 


power house 70 feet square at West 
Milwaukee. 
General Electric Co., West Lynn, 


Mass., is building a two-story addition 
to power house, 20x100 feet. 

Russell, Burdsall & Ward Co., Port 
Chester, N. Y., has awarded general 
contract to Austin Co., Pittsburgh, for 
a one-story addition to plant at Cora- 
opolis, Pa., 55x100 feet, to cost about 
$50,000 with equipment. 

C. Mundt & Sons, 53 Fairmount ave- 

nue, Jersey City, N. 
of perforated metals, have awarded 
contract for a one and one-half story 
machine shop. 
Mfg. Co., manufacturer of 
electrical equipment and supplies, has 
awarded contract for a four-story 
plant, 86x100 feet, to cost about $100,- 
000 with equipment. 


J., manufacturers 


Lincoln 


Stamford Gas & Electric Co., Stam- 
ford, Conn., plans a new artificial gas 
plant, 50x105 feet, to cost about $175,- 
O00. 

Holcroft & Co., Detroit, plans to 
build a one and two story addition, to 
cost about $25,000. 

Russell Grader Mfg. Co., 2037 
versity avenue, S. E., 
Minn., manufacturer of 


Uni- 
Minneapolis, 
road-building 
machinery, plans to build an addition, 
75x330 approximately 


$60,000. 


feet, to cost 


Albertson & Co., 3100 Floyd avenue, 
Sioux City, Towa, manufacturer of 
valve tools and kindred products, has 
begun superstructure for a four-story 
and basement addition, 40xx150 feet, 
which will cost more than $80,000. 
Wire Co., Ine., 

building a one- 
story addition, 60x235 feet, which will 
more than double present capacity. 


National Foundry & Machine Co., 
Worcester, Mass., manufacturer of 
wire-drawing dies, is building a new 
addition, 40x80 feet, to take care of in- 
creasing business. 


Steel & 


Mass., is 


Johnson 
Vi orcester, 


Dryden Rubber Co., 1014 South Kil- 
dare avenue, Chicago, is building a new 
addition to mechanical rubber 
plant, S5x125 feet, to cost 


$125,000 with equipment. 


IF. J. Mullaney Iron Works, Ine., 574 
Twelfth street, West New York, N. J., 
is completing plans for a new two-story 
plant, 200x200 feet, at North Bergen, 
N. J., to cost about $75,000 with equip- 
ment, 


goods 
more than 


George B. Steel Co., 370 Colt street, 
Irvington, N. J., iron and steel prod- 
ucts, plans to build a one-story storage 
and distributing plant, 75x100 feet, to 


cost about $20,000. 
Brown & Mfg. Co., Provi- 
awarded contract for 


Sharpe 
I., has 
foundry 

vith equipment. 


dence, R. 
a one-story addition to cost 


ahout $45,000 


Atlas Mfg. Co., New Haven, Conn., 
manufacturer of 
wire goods, ete., has taken over fac- 
tory on Grant street, and plans exten- 


hardware specialties, 
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loses its terrors and most of its hazards 


when a plant is equipped with Ap- 
proved Fire Extinguishers. 


DIENER 


Fire Extinguishers 
Vade Since 1899 





























How Many Go Good 
Qualities Can 
One Belt Have? 


Ask Stanley users or let us demonstrate Stanley Solid 
Woven Cotton Belting for: | 
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Great Reserve Strength No Ply Separation No Bootlegging } 
Consistently Long Life Extreme Flexibility are made in ten different types, rang- 
Ample Resilience Minimum Stretch fr ‘| 4 
Special Selvage No Deterioration in Storage ing from a one-quart extinguisher to 





1 go-gallon Chemical Engine—types 
for both heated and unheated build 
ings—eight apy —, and two low 
priced unap} sroved ty 


Why Distributors Should 
Sell the Diener Line 


It is Complete 
It is Reliable 

It is Nationally Known 
ee -_ aren. It is Profitable 


send hand sample and 





resistant to dirt and grit 





| 
Uninjured by heat, cold, dampness, dryness, oil. Highly | 
| 
| 





A belt that does not have to quibble over working con 
ditions is the ideal belt for you to sell. Put it in your catalog as 
a proven profit maker. Write 





Stanley Belting Corporation 
13 N. Jefferson St. 536 Lyons Avenue 124 Adelaide St., W. 
Chicago Irvington, N. J. Toronto, Ont. 


42A Southwark St., S. E. I. 
London, England 
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Kindly 


prices to 


+ 






Send for Catalogue of the full 
line of Diener Metal Products 
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GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave. 
CHICAGO, ILL. 
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They deliver all the Power 
QUAKER BELTS 


Strong plies, bound together with a tough compound, give unusual 
strength and endurance to Quaker Rubber Belts. 










They hug pulleys tightly and will not stretch. Made in ply thicknesses 
and widths for all shop and mill needs. 


QUAKER CITY RUBBER COMPANY 


WISSINOMING, PHILADELPHIA 
Branches: New York, Chicago, Pittsburg, San Francisco 














, BULL@>FROG 
( WHEELBARROWS 


Bull Frog wheelbarrows handle maximum loads with 
minimum labor because exclusive features of design and 
construction are engineered into them. Bull Frog No. 
42, the great outstanding general purpose barrow, saves 
money on every job. Other Bull Frog barrows, carts, 
and scrapers for every garden, farm, mill, mine, con- 
tracting, and industrial use. Write for catalog. 


THE TOLEDO WHEEL- 


Uso Manusacrurime Co, i; BARROW COMPANY 
New Barvaim, Conn. U.S.A. 
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Branch Office and Warehouse 
69 E. Wacker Drive, Chicago 
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sions, including two one-story addi- 
tions, 35x45 feet and 20x32 feet. 

Federal Pipe & Supply Co., 900 
South Campbell avenue, Chicago, plans 
to erect a new building on property re- 
cently acquired, to cost approximately 
$250,000. 

Groble Gas Regulator Co., 233 Syca- 
more street, Anderson, Ind., will build 
a one-story addition, 25x80 feet, which 
will cost approximately 

J. D. Adams & Co., 217 South Bel- 
mont avenue, Indianapolis, manufac- 
turer of road building machinery, has 
awarded contract for a one-story addi- 





tion, 110x175 feet, to cost about 
$50,000. 
United Concrete Pipe & Tile Co., 


Chamber of Commerce building, Los 
Angeles, has purchased a tract of 15 
acres at Torrance, near present plant, 
and is planning to build new works, 
which will cost about $100,000. 

Lumber & Millwork Co., York road, 
Philadelphia, will erect a two-story ad- 
dition at a cost of approximately 
$50,000. 

Diamond Machine Co., 453 North 
Marshall street, Philadelphia, recently 
purchased property for a new one-story 
tool manufacturing plant and machine 
works. 

Pratt & Letchworth Co., 189 Tona- 
wanda street, Buffalo, manufacturer of 
steel and malleable iron castings, is 
building a one-story addition to power 
department, which will cost about 
$20,000. 

Gears & Forgings, Inc., 3010 Wood 
hill road, Cleveland, will build a three- 


story and basement addition, 72x72 
feet, to cost about $50,000 with equip- 
ment, 

Wheeler Radiator Mfg. Co., 1657 


Collamer Road, Cleveland, is enlarging 
its plant by an addition to its office 
and extensions to its manufacturing 
department, the latter to include a 
chromium plating department. 

Atlas Foundry Co., West Sixty-ninth 
street, Cleveland, plans to build a one- 
story addition, 32x90 feet, at a cost of 
approximately $38,000. 

Atlas Tool & Mfg. Co., 5707 Man- 
chester street, St. Louis, will soon start 
building a new one-story plant, 60x100 
feet, at an estimated cost of $20,000 
with equipment. 

Detroit Gear & Machine Co., 670 
East Woodbridge street, Detroit, plans 
to build a four-story addition, 70x140 
feet, to cost about $80,000. 

Cloyes Gear Co., 1614 Collamer ave 
nue, Cleveland, has awarded contract 
units, 832x140 
$50,000 with 


for one and 
f¢ et, to cost 
equipment. 


two-story 
more than 


Royal Brass Mtg. Co., 1420 East 
Forty-third street, Cleveland, will build 
addition, 35x130 feet, te 
cost about $37,000. 


a one-story 


Frost Gear & Forge Co., South Hor- 
ton street, Jackson, Mich., has awarded 
contract for a one-story addition, 100x 





150 feet, with extension 50x100 feet, to 

cost about $110,000 with equipment. 
Standard 

Santa Fe 


Pipe & Supply Co., 4457 
avenue, Los Angeles, has 
awarded contract for a one-story stor 
age and distributing plant, 50x240 
feet, to cost more than $50,000 with 
equipment. 

Crown Machine Co., 4301 Newton 
avenue, Indianapolis, will build a one- 
story machine shop, 54x140 feet, to cost 
approximately $28,000 with equipment. 

United States Gypsum Co., 300 West 
Adams Chicago, has awarded 
contract for a new plant at Philadel- 
phia, to manufacture wallboard, build- 
ing tile, ete. 

Jackson Motor Shaft Co., 
Mich., has awarded contract for a one 
story addition, 
about $50,000. 


street, 


Jackson, 


5Ox275 feet, to cost 

Upton Machine Co., Edgewater street, 
St. Joseph, Mich., is contemplating 
building a one-story addition at a cost 


of about $25,000. 

Rome Wire Co., Bay Front, Mobile, 
Ala., has awarded contract for a one- 
story unit, 
$30,000. 

National Lead Co., 111 Broadway, 
New York, plans to build a one-story 
plant, 120x175 feet, at Brooklyn, to 
cost about $200,000 with equipment. 

Holland & Machine Co., 
North street, Mass., 
to build a new one-story plant, 
feet. 

Art Metal Works, Inc., 7 Mulberry 
street, Newark, N. J., will soon start 
erecting a two-story and basement 
plant unit, which wil cost about $30,000 
with equipment. 

Dries & Krump 
Loomis street, 


to cost approximately 


Kenyon 
Fitchburg, ylans 
£ 


52x40 


Mfg. Co., 
Chicago, manufacturer 
of machinery and tools, has awarded 
contract for a one and two-story addi- 
tion, which will cost about $50,000. 


7TA00 


International Harvester Co., 606 
South Michigan avenue, Chicago, plans 
to build a three-story plant unit at 
Great Falls, Mont., feet, to 
cost about $130,000 with equipment. 
Machine’ Products 
Co., Defiance, Ohio, will build a one- 
story addition, 40x100 
about $30,000 with equipment. 

Alliance Aircraft Corporation, Alh 
ance Ohio, has awarded contract for 


125x325 


Defiance Screw 


feet, to cost 


a one-story airplane manufacturing 
works, including parts and assembling 
departments, 60x300 feet, to cost about 
$50,000 with equipment. 

Stark Co., Marshalltown, Towa, man 
ufacturer of iron castings, ete., 


+ 


to build a 


plan 
addition, at an 
$40,000 


one-story 


estimated cost of about with 
equipment. 

Pittsburgh Foundry & Machine Co., 
foot of Thirty-sixth street, Pittsburgh. 
will build a one-story foundry addition. 

Mott Drilling Co. BR. & P. 
Building, Huntington, W. Va., plans to 
huild a two-story machine shop to be 


Core 


used in part for storage and distribut- 


ing service, to cost about $26,000 with 
eculpment. 

Cardboard Cutting & 
LAT) Wellington 
awarded 


Supply Co., 

Detroit, has 
addition to 

machinery. 


street, 
contract) for an 
cost about $40,000) with 

Indianapolis Drop Forging Co., In- 
dianapolis, is reported planning the 
erection of a one-story addition, to cost 
more than $30,000 with equipment. 

Everhart Rubber Co., Grand Island, 
Neb., has leased building: to be erected 
at Third and Elm streets, one story, 
150x152 feet, for new plant, to cost 
about $80,000 with equipment. 

Boiler, Tank & Pipe Co., 4061 Hollis 
street, Calif., will build a 
new one-story boiler and plate shop on 
e-acre site at) East Oakland, to cost 
$65,000 with equipment. 

Mogul 


Shoemaker avenue, 


Piedmont, 


about 
Federal Corporation, 11051 
Detroit, manufac- 
turer of metal bearings, is considering 
the erection of a 
120x175 
ST0,000, 
Walker Mfg. Co., 
ufacturer of 


addition, 
approximately 


one-story 


feet, to cost 


Racine, Wis., man- 
lifting jacks, is building 
addition, LOOx200 feet, 
which will cost about $100,000. 

E. R. Wagner Mfg. Co., 
ond street and Adams avenue, 
Milwaukee, Wis., 
hardware 


a one-story 


Thirty sec- 
North 
manufacturer — of 
specialties, stampings and 
plated ware, is building a two-story ad- 
fect. 


dition, 36x42 


Robertshaw Mfg. Co., 


Young wood, 
Pa., manufacturer o 


plumbing equip 
ment, heat-regulating devices, ete., will 
build a one-story addition, 75x140 feet, 
at an estimated cost of $35,000 with 
equipment, 

Rubber & 
2819 Prospect avenue, Cleveland, plans 
to build a new 


Pennsylvania Supply Co., 
factory branch, storage 
and distributing plant at Oil City, Pa., 
$10,000 with equipment. 

Fitzgibbons Boiler Works, Ine., Os- 
wego, N. Y., is reported planning to 
build a one-story addition, to cost about 
$140,000. 

Morrow-Kidder Mtg. Co., Carthage, 
Mo., plans to build an addition to wood 


to cost about 


working plant at a cost of about 


$70,000 with equipment. 

Simmons Machine Tool Corporation, 
Buffalo, will build 
addition, at an estimated 
cost of $30,000, 


6 Exchange treet, 


a one-story 
Steel Work 
teenth and Howell street 
as City, Mo., 


tory addition for 


Inc., Six 
North Kan 
plans to build a one 


Standard 


torage and distrib 
uting service, to cost about $25,000, 

A. Weiskittel & Son Co., Twelfth and 
East Lombard streets, Baltimore, man 
ufacturer of stove ranges, ete., is r 
ported planning the erection of a one 
tory addition, SOx110 feet, which will 
cost approximately $25,000 with equip- 
ment 

Moore Drop Forging Co., 
field, Mass., will build a two 


dition to cost about $415,000, 


Spring 


tory ad 





December, 




















Industries Buy 
this Handle 


because 


It Saves Time | x | Portable Electric Drills, 
and Labor | & ia Grinders, Polishers, Buffers 
f _ ie 7 Sold Only Through Jobbers 


THE UNITED STATES ELECTRICAL TOOL CO. 
2498 West Sixth St. 33 Cincinnati, Ohio 








Study This 


Picture 











Hyro Mfg. Co, Inc, 205 VarickSt, NewYork Lae and Drill Chucks 


Catalog No. 528 tells all about them—Send for a copy 
S HUR- G RIP 


WESTCOTT CHUCK CO., Oneida, N.Y. 
SOLDER IRON HANDLE 


Branch Offices in Principal Cities 





























"Usé-Ew-Up” 


SOCKETS and SLEEVES 


One solid piece. Standard except the flat 
AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill has a 
tang. When the tang twists off or the shank 
breaks, the drill is useless in the ordinary 
socket. 





ESTABLISHED 1874 CLEVELAND, OHIO 


ecekaieaa. for more than fifty years in the 
manufacture of all kinds of brushes for the 


industrial trade. 
yr 
IK “W 
ee 


BUT--grind a flat (time 3 minutes) on the 
broken drill, slip it into a ‘‘Use-Em-Up” 
Socket, and it’s as good as a new drill. 
Furnished in Sleeve or Socket Type. Specials 
made to order. 








Write for Jobber’s proposition. 


, LOVEJOY TOOL WORKS 


328 W. OHIO STREET CHICAGO 


RE 
BUFFING. BRUSHES 











This is one of our lines 
of Wire Wheel Brushes car te en te Oe ee eee 


This type is made from 
4 to 8inchin diameter 


and for economical and 

efficient service is with- | 
out equal for use on 
sche | ERYCKION CLUTCHES 
able buffingequipment. 

Perfect satisfaction is 


Stock Clutches for use with pulleys, sheaves 
guaranteed. 
We invite your inquiries and are eager to demon 


and gears; Cut-Off Couplings and Friction 
——— sfying your requirements for Clutch Pulleys. Special Clutches for any 
»srushes of all kinds. a 
unusual service. 31 years clutch exper- 


THE HEROLD BROTHERS CO. jence. Ask for catalogue. 


ESTABLISHED 1874 


1104 West 9t St. Cleveland, O. AL SCHULTZ & SON 


1675 ELSTON AVE. Chicagolll. 
POWER TRANSMISSION APPLIANCES 


trate just what 
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CLASSIFIED 
ADVERTISEMENTS 
Classified Line Advertisements under 
heads of Wanted, For Sale, etc., will be 
published in this Department at a rate of 
20 cents a line, each insertion. 

cords to a line. 


Count six 


SITUATIONS WANTED 


Successful salesman, fifteen years’ 
experience selling mill supply dealers 
and larger consumers is open for new 
connection, mechanical education. Will 
consider any standard line or specialty 
selling to this class of trade. Expert 
on transmission. Address No. 947, care 
MILL SupPPLIES, 537 South Dearborn 
street, Chicago. 


Mill supply man, for twelve years 
with one of the largest supply houses 
in the South, wants a connection with 
either a southern house or a manu- 
facturer who wants southern repre- 
sentation. Address No. 948, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 


Wanted——Good lines to sell to the oil 
supply, hardware jobbers and = plumb- 
ers’ supply companies in the south and 
southwest, by a well acquainted, ag 
gressive salesman who has been travel- 
ing the territory mentioned for the past 
fifteen years. Address No. 950, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 

Well informed mill, mine, and fac- 
tory supply man, with broad knowl- 
edge of the business and familiar with 
all working details particularly ex- 
perienced in purchasing, wishes. to 
make connection where his service can 
be used to best advantage. Address 
No. 952, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 

Purchasing Agent: Constructive 
buyer, versed in mill, mine, factory, 
railroad, steam and contractors’ sup- 
plies, either for jobbing or for indus- 
trial operation and maintenance. Ad- 
dress No. 953, care MILL SUPPLIES, 537 
South Dearborn street, Chicago. 


Experienced mill supply and mechan- 
ical rubber goods salesman. desires 
change. Well known in lumber and oil 
trade. Prefers West Coast. Address 
No. 940, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Thoroughly qualified sales and ad- 
vertising executive with background of 
experience in industrial and oil well 
supply business, desires position in 
sales promotion work with manufac- 
turer selling through distributors. Cor- 
respondence invited. Address No. 938, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 

Wanted—a good line to sell the in- 
dustrial trade in Chicago and vicinity 
by a well-acquainted, aggressive and 
successful salesman. Has car. Ad- 
dress No. 941, care Minn Supp.ies, 537 
South Dearborn street, Chicago. 


SALESMEN WANTED 





Large Eastern leather belt and 
leather packing manufacturer desires 
live leather belt salesman with a fol- 
lowing in New York City territory, 
with the idea of opening a branch as 
soon as possible. Fine opportunity for 
Salary, commission and 

Address No. 945, care 
MILL SUPPLIES, 537 South 


street, Chicago. 


a good man. 
expense basis. 


Dearborn 


Experienced belting salesmen for 
Chicago and Middle West territory to 
represent large manufacturer of textile 
belts. Prefer salesmen who have sold 
rubber belting. Excellent opportunity 
for advancement. Give full particu- 
lars. Replies treated confidentially. 
Address No. 944, care MILL SUPPLIEs, 
537 South Dearborn street, Chicago. 


An old established Chicago manufac- 
turer of well known packing lines, de- 
sires sales representatives in Iowa, In 
diana and Michigan territories, also 
has opening for additional men in the 
city of Chicago. Attractive arrange- 
made. Address No. 943, 
care MILL SUPPLIES, 537 South Dear- 


ment will be 


born street, Chicago. 


Well established manufacturer of 
metallic, asbestos, duck, rubber, flax 
packings, desires to secure representa- 
tives in St. Louis, Baltimore and Phila- 
delphia territories. Desires salesmen 
capable of developing business so that 
branch stock and additional sales force 
can be built around him. Proposition 
would yield very satisfactory returns 
to the right man. Address No. 942, 
care MILL SUPPLIES, 537 South Dear- 


born street, Chicago. 


To represent an old reliable manu- 
facturer producing a staple line of 
products for mill supply houses and in- 
dustrial trade; very profitable full or 
side line propositions; liberal commis- 
sions and protected territory, replies 
considered confidential. Address No. 
956, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Salesmen calling on Supply houses to 
sell high grade cored and solid bronze 
Address No. 946, 
care MILL SUPPLIES, 537 South Dear 
born St., Chicago. 


bars as a side line. 


Sales Representatives Wanted—For 
a new patented drill chuck that elim- 
inates drill breakage. The following 
territories are open: Philadelphia, De 
troit, Pittsburgh, Cleveland, Boston, St. 
Louis, New Haven, and Atlanta. Com 
pensation on a liberal commission basis 
under exclusive protected territory ar 


rangement. Correspondence is solicited 
from agencies and individuals with 
machine tool sales experience. Ad- 


dress Room 609, 551 Fifth avenue, New 
York City. 


We have some exclusive territory 
open for good salesmen to sell a high 
grade line of steam separators and 
power plant equipment. Salesmen will 
have full charge of territory, selling 
both direct and through jobbers. He 
receives commission on all sales in his 
territory. Would not object to a good 
man who also handles another line that 
would not conflict, such as. metallic 
packing. Address No. 951, care of 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 


GOOD MILL AND CONTRACTOR’S 
SUPPLY BUSINESS FOR SALE 
Located in one of the larger eastern 

cities for twenty years. Annual sales 

over half million, with field for un- 
limited expansion. 
maker. 


Always a money- 
Proposition will bear closest 
investigation. Confidential dealings 
with principals only. Address No. 949, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


ADLETS 








CLANCY “SURE GRIP” el Hose Clamps 

Complete dine, Of es, for garden, hydrant and 

stern hose Send for list of sizes, prices, and 
nt } R. CLANCY, INC 


distributors’  diseor 


MARTIN PORTABLE VISE STAND and Pipe 


Bender For cutting 


=e threading and bending 
pipe Portable, with 
no bolts, screws or 
braces to remove, and 
needs no attachment to 
floor, walls or. ceiling. 
Will not tilt, upset or 
skid Small and = large 


sizes, With capacity up 
to 41%” pipe. iW rs 
MARTIN & SONS, 625 E 





2nd St 


Owensboro, Ky. 


PIAWING ‘TORCILES CONCRETE HEATERS, 
Snow Me P 





Ite Smokeless Salamanders, Water 
Henters for Winter Conustrue 1 Jobs Send for 
Rulletin No iz for pri and full) informa 


n M ces 
AEROIL BURNER COMPANY, West New 
York, N. J. 


PORTABLE WHITNEY LEVER METAL 


. PUNCHES Widest 
Celie ZS Known Most universally 
| ea ee nsed on market. Eight 
4 ee ‘ 
i sizes and types Over 
yO 10,000 in use Write for 
circulara and jobbing quotations W. A.. WHit- 


NEY MFG. CO 715 Park Ave., Rockford, Tl. 


“AIR SPRING’ COMPRESSBD 
ASE CUPS —-Automatically 
film of yrease on. bear 
efficiency and 





ings with greatest 
utmost economy Four sizes, plain 
and polished = steel We also make 
the ‘‘Shurflo wick feed oil cup 
Folder on request HUNTER 
PRESSED STEEL CO., Lansdale, Pa 





IOSLIN STEEL STAMPS AND DIES -Any de 


gn oor type of characters accurately carried 
if We guarantee quality and service Send 
today for catalog and distributors’ prices. A. D, 


JOSLIN MFG. Co., 123 Arthur St., Manistee, Mich 
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The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves 





KS 











To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense 


But this is not all of Reverso's 
vitality as disc and seat are easily 
regrindable 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO Bronze body for 
200 Ibs. pressure. Total tempera- 
ture 950 deg 

IROVERSO Iron body for 


150 lbs. pressure. Total tempera- 


No. 780 ture 450 deg. 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 




















LIBBEY 


High Pressure Gauge Glass 


High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Glasses 


Oil Cup Glasses 


AMERICA’S STANDARD 
and 
Made in U. S. A. 


Write for booklet 


The Libbey Glass Mfg. Co. 


Mfrs. of Railroad and Industrial Glassware 


Toledo, Ohio 


SAKETY ALWAY: 











Tanners of 


Mechanical Leathers 








Lace Leather Sides and Cut Lacing 
in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned 


Krome Belt Leather 
in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 
in Butts and Sides 
Krome-Retan Hydraulic Butts 
—-« 


THE CHICAGO RAWHIDE MFG. CO. 


1285 Elston Avenue, CHICAGO 











DON?T WAIT 
for the 
SWITCH ENGINE 
Use a 


WELLER CAR PULLER 


SIZES TO MOVE FROM L TO 30 CARS 
Send for Circular No. 1028 


WE ALSO MAKE 


BELT CONVEYORS MALLFABLE CHAIN 

CHAIN CONVEYORS STEEL CHAIN 

SPIRAL CONVEYORS SPROCKETS 

BLCRKET ELEV VPORS GEARS 

ELEVATOR BUCKETS SKIP HOLSTS 
POWER TRANSMITTING MACHINERY 


WELLER MEG. CO. 


1820 N. Kostner Ave. 











109 Broad St., New York 109 Broad St., Boston ’ ‘ 
66 N. 4th St., Ph lelphia \0 W. Congress St., Detroit CHICAGO. Id. 
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ANVILS 
Anvil & Forging Co 


Columbus 


APRONS, LE: — HER 
Chicago Rawhide Mfg. ¢ 
ARBORS 
Morse Twist Drill & Machine Co 


The Skinner Chuck Co 
ASBESTOS PRODUCTS 
Belmont Packing & Rubber Co. 
BABBITT METALS 
Division Smelting & Refining Co 
Dodge Manufacturing Corp 
Frictionless Metal Company 
fhe Medart Company 
Monarch Metal Co. 
BABBIT RETAINER 
Mfg. Co 
BABBITTING MASKS 
Pulmosan Safety Equipment Corp 
BA ARELS, TUMBLING 
Royersford Foundry & Machine Co 
BARROWS 
The Fairbanks Company 
do Wheelbarrow Co, 
BEARINGS, BALL AND ROLLa&R 
S K F Industries, Incorporated 
BEARINGS, BRONZE 
The Bunting Brass & Bronze Co 
Arthur Harris & Co 
Johnson Bronze Co. 
BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co 
Dodge Manufacturing Corporation 
The Hill ¢ ‘lute h Machine & Foundry Co 
The Medart Company 
Royersford Fo iry & Machine Co 
[. B. Wood's Sor Co 
BEARINGS, SHAFT 
Chicago Pulley & Shafting Co 
S K F Industries, Incorporated 
r. B. Wood's Sor ( 
her agg pare bag gg: OIL, FILM 





BALL 


Hill-¢ & Foundry Co 
BRARINGS. “SHAFT, OILLESS 
Arguto Oil : Bearing Co. 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machinery Co 
Dodge Manufacturing Corporation 
pany 
I ves Pulley Co 
& Machine Co 
Incorporated. 
BELT DRESSING 
Atlantic Manufacturing Co 
Chicago Rawhide Mfg. Co 
h Dixon Crucible Co 
The Mechanical Rubber Co 
’ Rahmann & Co 
] sing Mfg. Co., Inc 


The Medart Cor 








§ Iting Corporation 
Victor Balata & Textile Belting 






BE ad FASTENERS 
) iny 
Company 
‘astener Co 
Lacing Co 
1. ACINGS, LEATHER 
Mfg. Co 
B. Williams & Sons 
& Co 
ren Co 


LACINGS, METALLIC 
Lacer Company 


Fastener Co 





1 Lacing Co. 
The Bristol Company 


BELT SHIFTERS 





i; 
BELT Lg earn 
Dodge Manufar ring Corporation 
rr Hill Clut M achine & Foundry Co 
I Medart ¢ np any 
rm. OW $ 
“BEL g mee BALATA 
\ tor Balata & xtile Belting Co 


c ANVAS STITCHED 
ibber Co 
Belting Co 


BELT ING, 
M nical R 
or Balata & Text ie 








BELTING, CONVEYOR 
4 ubber Cc 
Mfe. Co 
rhe amon tubber Co., Ine 
rr Z Rubber Co 





ADVERTISED PRODUCTS 


Classified Index to the Products of Advertisers in This Issue 


Index to Advertisements on Last Page 


> 


BELTING, COTTON, SOLID WOVEN 








Stanley ting Corporation 
Victor & Text le Belting Co 
BEL TING, IMPREGNATED 
Stanley Belting Corporation 
pore rag LEATHER 
Chicago Rawhide fg. Co. 
Geo. Rahr & Co 
Chas. # Sc ieren Co 
“Sterling’’—Chas tiond & Co Philadelphia 
I. B. Willia & Sons 
BELTING, LINK 
Chas \ eren Co 
BE LTING, ROUND 
ic Mfg. Co. 





Co 


BELTING, THRESHER 
Woven Hose & Rubber Co 
} Rubber Co 








Geo mann & Co 

‘he ublic Rubber Co 

. & liams & Son 

Viet lata & Textile Belting Co 
BEL TING, TR Ac TOR 

Victor Balata & Textile Belting Co 
BELTING, TWISTED 

Victor Balata & Textile Belting Co 


TING, WATERPROOF 
J fz ‘o 





Ch ire le 
G R & ¢ 
Chas. A sc) en Co 
I. B. Williams & Sons 
Victor Balata & Textile Belting Cc 
a LTS, Ww ELL DRILLING 
Star i r ¢ rporation 
\ t if Textile Belting Co 
BE NC HE S (WORK), JEWELERS’ 
Leiman B 
BE Ne gin STEEL 
nd ie sf Steel ¢ 
BE NC ‘HE S. WOODWORKERS’ 


Richards-Wilcox Mf Ss: Ce 
BENCH LEGS 
Hill Cluteh Machine & Foundry Co 


BITS, TOOL HOLDER 
Saw & Steel Ce 
lhe Vineent Steel Process Co 
J. H. Willlams & Co. 
CHAIN 


BLOCKS, 
Moore Hoist Corp 








Ford Chain Bl Co 
Wright Mfg. ¢ 
The » Yale & I wre Mfg Co 
BLOC a PILLOW 
ary & Ine to 
x a ifting Co 
facturing Cory itior 
teh Machir & } nd ‘ 
‘ ) pan 
I r y Ma T ( 
Rearing Co 
1 Co 
— KS, TAC KLE 
Williamspor Rope Co 
a ae FORGE 
Blov orge Co 


Chan pion | 
1 : . 





r Cor : any 

BI OWERS, GAS AND OIL 
Electric Blower C pany 
Leiman Bros 


BLOWERS, 
nt M 


COMBUSTION 


PORTABLE, ELECTRIC 





The Unite State Electrical Tool Co 
BL OWERS, SANDBLAST 
Leiman Bros 
BOILER TUBES 
National Tube Company. 
BOILERS, TUBUL AR ane WATER TUBE 
Henry Vogt Machin 
BOLT ENDS 
The Superior Screw & Bolt Mfg. Co 
7 CARRIAGE 
Nut Mfg. Co. 
all & Ward Bolt & Nut Co 
Screw & Bolt Mfg. Co. 








WUONUINUINUT nOnUnOMmmUnUmONT 
TUTUTUTURUTURURURURURUO TOTO TUT 








BOLTS, EYE, HOOK, KRING AND LAG 
The Super or Screw & Bolt Mfg. Co 
] Ht \W & Co 

BOLTS, GALVANIZED AND MONEL 
The Superior Screw & Bolt Mfg. Co 
BOLTS, MACHINE 
Foster Bolt & Nut Mfg.. Co. 
Russell rds: alt & Ward Bolt & Nut Co 
The Superior Screw & Bolt Mfg. Co 

BOLTS, SINK, STOVE AND PLOW 

“oster Bolt & Nut Mfg. Co. 
sell, Burdsall & 








$ Ward Bolt & Nut Co 
fhe Superior Screw & Bolt Mfg. Co 
BOL TS, STUD 
rhe rt or rew & Bolt Mfg. Co 
The Cle ak Cap Screw Co 


BRACKETS, SCAFFOLD 
Patent Scaffolding Co 
BRACKETS, WALL 
Bond Foundry & Machine Co 
I idee Mfg. Corp 
The Hill Clutch Machine & For 
The Me dart Company 
| RB. Woo Sor ‘ 
BRASS GOODS, 
Mfg. Co 
BRASS GOODS, STEAM 
American Injector Co 
Detroit Lubrieator Co 
Penberthy Injector Co 
The Wim. Powell Co 
The PD. T. Williams Valve Co 


indry Co 


PLUMBING 
Grabler 


BRONZE BARS, CORED AND SOLID 
‘he Bunting Bra & Bronze Co 
Arthur Harris & Co 


Johnson Bronze Co 
BROOMS, FACTORY, WAREHOUSE 

AND RAILROAD 

The Herold Bro Co 

Indianapolis Brush & Broom Mfg. Co. 

The Osborn Manufacturing Co 

~— oe S, BENCH, FLOOR, ETC, 

Ihr a's 


hae ip Bru h & Broo ba igs Co 
The Oo “ve rm Manufacturing €e 

BRUSHES, ge AND VARNISH 
The © — Mf r ar 


The Me ta ara Co 

Bt SHES, WIRE, FLUE, ETC, 
| erold Tre ('o 
Newark Brush & Scraper Co 


lhe Osborn Mfg. Co 
BRUSHES, WIRE 
The Herold Bro Co 
The Osborn Mfg. Co 
BUCKETs, 
Iinol Malleable [ror 
The Webster Mfg. Co 
BUFFERS, ELECTRIC 
Black & Decker Mfg. Co 
Hisey-Wolf Mac ne Co 
Marathon Electrie Mfg. ¢ 
Stow Mfg. Co., Inc 


WHEEL 


ELEVATOR 


( 








N A. Strand & Co 
United States Electrical Tool Co 

GASOLINE AND KEROSENE 

er Ir (kerosene) 

a re rt Mfez Co 

BUSHINGS, BRONZE 
Runting Brass & Bronze Co 
Arthur Harr & Co 

CANS, 


OLLY WASTE 
Geo, W. Diener Mfg. Co 

CANS, SAFETY, 
Diener Mfg. Co 


CAR-MOVERS 
Advance Car Mover Co 
Appleton Car Mover Co 
W 


GASOLINE 





fety ench & Appliance to 
rhe Webster Mfg. Co 
Weller Mfg. €'% 
CARTS 
rhe Fairbanks Company 
do Wheelbarrow Co 
CASING, WELL 
National Tube Co, 
ic ASTERS, TRUCK 
Itond Four y & Machine (¢ 
‘ASTINGS, BRONZE 
Arthur Hars is & Co 
ohnson Br ze Ce 
CASTINGS, GRAY AND —_ LE ABI E 
The Hill Cluteh M ne & oundr 
Vilir Malleable Iron Co 


CASTINGS, SEMI-STEEI 
Bond Foundry & Machine Co 
Hill Clutch Machine & Foundry Co 
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CONVEYORS, 
Webster Mfg. ¢ 


CONVEYING SYSTEMS, 
I \\ x Mfg 


CATALOGS, SUPPLY 
Donnelley & Sona Co 
CEMENT, LE: — BELT 


HoUsr 


Chicago Rawhide Mf Co 
Cocheco—I. B. Wi ca & Sons 








A. Schlieren Co 
Cc mong el rrk JOINT 
oh Dixon I e ¢ 
CHAIN 
McKinnon Chain Ce 
Chain Company 
Web Mfg. ¢ 
CH — SETS, BATTERY 
thon le Mfg. Co 
CHIPPING MASKS 
un Safety | I nt ¢ 








CHUCKS, DRILL AND TAP 
Morse Twist Dr & Ma ne ¢ 
Pr inier § t ( 
The Standard T ‘ 
Skinner Ct ( i 
Union Mar gf 
\ teott ¢ k ¢ pany. 
CHUCKS, LATHE 
shman Chucl ) 
Skinner C ( I 
t nM ring ¢ 
We tt ¢ °C par 
CHUCKS, NIPPLE 
Pant W rd & ¢ 
CHUCKS, PLANER 
iner Chuck Company 
1 Ma cturing Co 
CLAMPS, BELT 
CLAMPS, “‘C” 
At ng |! 3. Tool Co 
Brownie Mfg. ¢ 
J Hf W Bi aT ‘ 
€ L LAMP S, LOOM 
Paul W. K ( 
CLAMPS, PIPE REPAIR 
M. F Skinner Co 
CLEANERS, FLUE 
N vwark rr } 4 Seraner ( 
CLOSETS, FROST PROOF 
ogel Ce 
CLUTCHES, FRICTION 
Ror undry & Mac ne «« 
} igo Pulle Ss t ( 
nuf gz ¢ t t 
Mact ( I 
( t M ( 
Clu Ma t 
he Mo White ¢ 
“TY! Re I 
A. I 3 . 
T Webst Mfg. ¢ 
COCKS, ATR AND DRAIN 
can Ir r 
Wr Powell ¢ 
r oa 2 Ww ’ \ ( 
COCKS, BALL 
D it Tut P< 
Kieley & Mueller, [1 
CoC KS, CORPORATION 
Grabler Mfg. ¢ 
he Wr I’ ( 
COCKS, GAGE 
\ niir tor ¢ 
Jenkins Bros 
The W r 
I oD fF. .v ums V ‘ 
COCKS, STEAM AND SERVICE 
W ( 
I D \\ \ ‘ 


COCKS, STOP 


Grabler Mfg. ¢ 


LS AND BENDS, COPPER AND BRASS 
ir Harris & | 


COLLARS, SHAFT 


: M ‘ es 

iH M 

Med ‘ 

rsf I MI 

} iP ‘ 

COLUMNS, WATER 

Manuf t . 2 
COMPOUND, PIPE JOINT 
Dixon ¢ ' ‘ 


COMPRESSORS, AIR 
CONT ACTORs, BELT 


ONTROL I} RS 
Reg 


BOILER PRESSURE 


BUCKET, SPIRAL, ETC. 
OVERHEAD 
COPPERSMITHS 
COUNTERBORES 
vist Drill & Mach 
COUNTERSHAFTS 








igemont Machine Co., The 
e Hill Clutch M 1ine & Foundry Co. 






Medart ¢ ly 
ersford Fo & Machine Co. 
W oc s {( ) 
I-RSHAFTS, SMALL 
Works 
A 
NGS, SHAFT 
go | Co 
Ma yr mm 
Hill ¢ t I ndr ( 
Medart ¢ r 
1 Foundry & Machine Co 
ws indry & Machine Co 
COUPLINGS, SHAFT, FLEXIBLE 
e Machir Wor 


ol r 1 INGS, SH AFT, 


£g g. Corp 
M r ( 
I Clut Ma Found Co 
MI e vw ( 
Med ‘ 
‘ 1 
na ( 


COUPLINGS, SHAFT, MARINE 
ndr & Machine ¢ 


I 
cot ri ENGS TUBE 
COVE K ING, rt LLEY 
g ¢ 


P 
( RANES, WAND POWE K 


Moore Hoist Corp 


CRANES, OVERHEAD. TRAVELING 
AND JIB 
] Moor H t Corp 
3 Pneumatic Machinery Co 
Yale J lent . Mre Co 
eR aNES. PORTABLE 
Mfg. ¢ 
(CRAYONS, BUND En 
CUPS, LEATHER 
\ M 
CUPS, OU. AND GREASE 


4 , r xr Co 


Valve ¢ 

CUTTERS, BELT 
ct rTERS Soot ee WHEEL DRESSER 
\ 4 r ] , s (to 


cUrrEens *, GLASS 
Co 
Cl 1 TERS HOL KE, ADJUSTABLE 
(for metal) 

K & ¢ 
CUTPERS, MILLING 

’ wist Dr c 

M vist I le M ne ¢ 


DIAPHRAGMS 


CUTTERS, PIPE 
Tool Co 
r Mfe. ¢ 
Pit reading M ne ¢ 
DIES, THREADING 
Me . & Ma 9 ( 
Oster Mfg. ¢ 
Pipe . ne M ge 


DIPPERS, COPPER 
; g 4 


DISCS, VALVE 


DOGS, LATHE 


DRESSERS. GRINDING WHEEL 
ting 

DRILLING POSTS 

tT? ‘ 


DRILLS, ELECTRIC 
Decker Mfg. ¢ 


POsT 
rar 


DRILITS, 

war & 

M t ‘ 
DRILLS, RATCHET 
TWIST 


M ne ¢ 


,¢ ri 


DRILLS, 


DRIVES, POWER 


ling Machine Co 


FRICTION CUT-OFF 


DRUMS, CAST IRON 
The Hil! Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
EJECTORS 
‘rican Injector Co. 
m Manufacturing Co. 
erthy Injector Co. 
ELEVATING MACHINERY 
ebster Mfg. Co. 
war — ATORS, OIL 


(acid) 











> F ns Valve Co. 
nent AND BOILER FITTINGS 
erican Injector Co. 

he ag icy an 

RD. T illiams 


! alve Co 
: XP ANDE RS, BOILER TUBE 


= ELLERS, OIL 


AND MOISTURE 


lerson Co 











E XTINGt ISHERS, FIRE 
W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 
Kleetrie Blower Company 
Marathon Electric Mfg. Co 
BELT 


FASTENERS, 





Bri Company 
pper elt Lacer Company 
ent Belt Fastener Co, 


‘lexible Steel Lacing Co 


FAUCETS, BRASS 
Grabler Mtg. Co. 





icturing C orporation 
Sw cee Company 
FEEDER V — STEAM HEATING 
OILER 
Manufactt t. oa Co. 
FILES 
er in Swiss File & Tool Co. 
ta File Works 
navian Western In 
is Saw & Steel Co 
Read E DOORS AND HARDWARE 
Wilcox Mfg. Co. 
FIRE EXTINGUISHERS 
Ceo. W. Diener nee Co 
Pyrer Mfg. Cc 
FIRE P RE VE NTING EQUIPMENT 
W. Diener Mfg. Co 
Pul ns ty Equipment Corp. 
FITTINGS, CHAIN 
Ss. G. Taylor Chain Company 
FITTINGS, DRAINAGE 
Grabler hag Co. 
I 1 4 ote! Iron Co 


tings Co 


Seand 


iporting €o., Ltd. 


vir TINGS, HOSE, BRASS 
ose & Rubber Co. 
Me l ‘ble Iron Co 
ah tanga 


HY DRAULIC 
Pit 


ngs Co 


FITTINGS, PIPE BRASS 
Mfg. Co 

Malleable Tron Co 
} Any ? '¢ 
FITTINGS, 

G bler Mfg. Co. 


PIPE, CAST IRON 
Fittings 


i ’ ¥ Co 
FITTINGS, MALLEABLE 





‘PIP E, 
rabler Mfg. Co. 
I t is Malleable Tron Co 
t Piy & Fittings C 
\ we Company 
TTINGS, PIPE, STEEL 
I , F ¢ 


& Tor Works 
\ Co 





1 & Fittings 
Hienry Vogt Machine Co 
FLEXIBLE SHAFT EQUIPMENT 
tow Manufacturing Co In 
A. Strand & Co 


FLOATS, ALUMINUM, LEAD COATED 
AND sT 














EEL 
\ ir Harris & Co. 
“FLOATS, Core ma 
vv. B \ erson C 
\ H Co 
FLOOR ST: ANDS 
1F & Mar ne Co 
I M ng Corporation 
Hill Clu I 1 Machir Co 
ATead ( par 
} i 7 ry & Mac T Co 
FLY W HE ELS 
Dodge Manufa iring Cort yn 
Hill Clut Machine ndry Co 
Medart Ce pany 
Pulls Co 
\ S T c'¢ 
FORG rES. BI vc KSMITH AND RIVET 
: & Forge Co. 
FRAMES, HACK SAW 
is Saw & Steel Co 
Her G pnson & Son Co 
FRAMES WALL 
Bond Foundry 4 Ma hine Co 
Dodge Mar et gs Corporation 
Hill ¢ Ma ne & Foundry Co. 
Med ‘ pany 
R rsf 1 sundry & Machine Co 
F U = Ac E M ASKS 


= URNAC E s, ‘INDU STRIAL 
rhe Strong. Carlisle & Hammond Co. 











Si aa 





dh 
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BARNES Rep Arrow 


HIGH SPEED STEEL HACK SAW BLADES 


»—> 


MANUFACTURED BY 


W. O. BARNES CO., INC. 
1297 Terminal Ave. DETROIT, MICH. 











a 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 


Sold Extensively by 
MillSupply Houses 





Ask for Prices } 
Victor Balata & Textile Belting Co. 


Main Sales Office, 38 Murray St., New York 
Chicago Warehouse: 345 W. Austin Ave. 





Factories: Easton, Pa. 























—]mperia|—_ 





—that DIVCO 
Mill Bearing is 
f fine grade of 
babbitt? 
—that it is giving satis- 
faction in many of the large 
industries as a general service 
babbitt? 

—that the price is right, both = for 
your customer and your own protit? 
A word trom you will bring full) details— 
by mail. No obligation or undue solicitation, 


DIVISION SMELTING & REFINING CO. 
iW. Chicago, Hl. 





















Kinzie St. 








OXY-ACETYLENE 


| Welding and Cutting | 
| Equipment 

| An Outfit for Every Shop and Every Purpose 
| 
| 


The Imperial we Mfg. Co. 


511 So. Racine Ave. Chicago 














Qiih acks /y 


Sell on Sight! 


Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal .. 
Templeton, Kenly & Co. 


EST.1a99 
Chicago, Ill.,U.S.A. 


m plex Lever Jacks, 
"ee Pushers 
and Trench Braces 
have been famous 
for Years 





When writing to Advertiser 











VAKKEK 





Wherever men use pipe 


VAKKEK TUBE COUPLINGS 





are in demand and 
available in correct 


size, shape and metal. 


THE PARKER APPLIANCE co. 


10320 BEREA ROAD, CLEVELAND, O. 
U.S.A 


























MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made from 
our large stock of Paper and Iron 


Motor Pulleys, Flexible Motor 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 


requirements. 


‘BinxrePMacsineWorks 


NOT INC §& 


456 N. Union Ave. 


TELEPHONES 
Monro’ 


» Chicago 








Cu 


ve ESSE 
OF Tncenparani 


= .7 2Jaw Lathe Chucks\—™ 
Face Plate Jaws 


Cushman Chuck Cocaine cine 
HARTFORD,CONN. 


“Centering. Independent, Eccentric 













e mention Mii. 


SUPPLIES 











PULL 


UP PLUS 


December, 1928 














FURNACES, a MELTING ne ATERS, 











GLUE, STEAM 


A ( N n Manufacturing Co 
k L K N vi Es, SOL DE RING HE ATE KS, WATER 
la ton & Lambert Mfg. Co Aeroil Burne o Inc. 
f 4 lier Y fo ( ) 
5 ae I aor Mtg. re Para EA HELMETS —_ ETyY 


‘HOISTS. "CHAIN 
( Moore Hoist ¢ ‘orp. 
Ford Chain Block Co, 
I 





GAGES, ‘TRON, ere AND CHEMICAL 


tichards-Wilco Mfg ‘o 
GAGES WATER fie Eee Ge 
De wir - sbricator ee re Wright Mfg Se : ; 
inde Soak ick ae the Yale & Towne Mfg. Co 
rane HOISTS, ELECTRIC 
Powell Co Chisholm-Moore Hoist Corp. 
) W : Yale & Towne Mfg. Co 


G As MASKS ‘HOISTS. HAND 
H t Cory 


iASKE TS Wright Mfg. Co 














AND 


GAS 


| ( Yale & Towne Mfg. Co 
HOISTS PNEUMATIC 
GEARS Pr M 
Mi ne ¢ HOLDERS, BAG 
] \' bster Mf ( 
*. } HOLDE RS, TOOL 
. » 5 \r trong B ool Co 
es HOODS, DUST 
Vebster M ‘ n Saf nt ¢ 
GENERATORS, ACETYLENE HOOKS, BELT 
GLASSES, GAGE I t Steel Lacing 
Monerief HOOKS, CORNICE 
GLOVES, STEEL GRIP HOOKS, HOIST 
‘ H. Williams & Co 
GOGGLES, SAI ETY HORSES, MASONS’ 
. “ f ling Ce 
GOVERNORS, PUMP SPEED HOSE, corres 
M a Soe uP Boston W aad 
, isin th ta , dD =a lubber ag Ine 
I : H ei Fen seas Eeelipy 
GRAPHITE FOK ALL PURPOSES Pe ES Oe 
GRE ASE _ LUBRICATING HOSE, RUBBER 
<a 4 nig err i n Woven Hose & Rubber ¢ 
Soxenk ‘Dean: ¢ ble Co Cincinnati Rubber Mfg. Co 
Sy sa rieinces west af “ey D ind Rubber Co... In 
GRINDERS, BELT, ROPE AND MOTOR ice: Pacman 
DRIVEN ms > . 
Stow Mar ¢ » ¢ ’ ( Co 
. R t EC 
GRINDERS, BENCH AND FLOOR 4 Shap E 
; ~ «Bisgy HYDRAULIC LEATHER 
H \ NY ye ‘ go Raw le Mfg. Co 
Lut} y M P ‘ \ Sc} en Co. 
M ‘ ‘ INJECTORS 
R AT \ an Ini tor Co 
GRINDERS, DIS IRONS, BRANDING 
a 2 r Scaffolding (: 
Grit M ( JOINTERS, WOODWORKING 
GRINDERS, ELFCTRIE P Cresce ne Co 
H M ‘ JOINTS, EXP ANSION, COPPER 
“ MI JOIST, NOTCHERS 
’ ‘ 1 ‘ 
M ; KE ITLES, STEAM JACKETED 
1 « ‘ \ t x co 
t KNIVES, MACHINE 
GRINDERS, RAILROAD : ei Co 
r Mfg. ¢ ‘K NU RLS 
GRINDERS, TOOL, HAND , = i + es 


TACERS, BELT 
GRIND! KS. VALVE nr Pelt 
ei I \DDE RS, SAFETY 
GRINDSTONES Son ff ng Co 


LADDERS, STEP 
GUARDS, ELECTRIC LAMP sag 
GUARDS, CABLE, HIGHWAY _t AMP GUARDS 


GUNS, OTL AND GREASI 


Tool Co, 


I \THES, LABOR maga 
it Mfg 


Rond 7 \ 
R rsford r M ‘ 
HANDLES, FILE AND SOLDER TRON 








HANGERS, BALL BEARING lL 
‘ LEATHER SPECIALTIES 
Mf Co 
rR n & ( 
HANGERS, DOOR 1 \THERS, HAND 
\ " , ‘ Ra 
Mfg. ¢ r. EGS. ne NC uM. STEEL 
HANGERS, PIPE r t b 
Grabler Mfg. | LOCKS, INDUSTRIAL 
NM ( Y Mfg. ¢ 
( ! it BRIC ANTS, BALL & ROL LER BEARING 
HANGERS, SHAFT nd I i 
( par } ford I a manne 
M ne ¢ LUBRIC ATORS 
| T ches io 
H M g ., Minneay 
, s : | : M ‘ ) * Williams Valve (Ce 
= : MACHINE TOOLS 
: . Cr nt Machine Co 
rd Foundry & Machine 
nistrtair oi ehh MACHINERY CLUTCHES 
e t \ Pulley & 4 ftinge 
HEATERS CONC KRETE AND ASPHALT hae ; xy - . 
t M ne Co,, It 
HEATERS, FRED WATER Hill Clu Marckine & I 
H ' ‘ Medart ¢ par 
HEATERS ELECTRE hultz & S$ 


Git 


x, on s, WOODWORKING 


g 
J ATHES, BI L ¢ ING AND POLISHING 


ELECTRIC 


Mint 





MACHINERY, COAL HANDLING 
Dodge Me og turing Corporation 
The Webster Mfg. Co. 
MAC HINERY, CONVEYING AND 
ELEVATING 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 


The Webster Mfg. Co. 


a ACHINES, GRINDING AND POLISHING 


Foundry & Machine Co. 
rsford Foundry & Machine Co. 
Mfg. Co., Ine. 
Strand & Co. 
» wu nited States -ctrical Tool Co, 
M vc denne *. HACK SAW 
ng MtS — 








I t 





& Son Co 






‘ “Tl ps 
MAC HINE RY. ICE AND REFRIGERATION 


Henry Vogt Machine Co. 
MAC HINES, PIP E CUTTING AND 
THREADING 
Oster Mfg. Co 
edo Pipe Thr ding Machir 


, : ene 
M aC at Bio NE HING AND SHEARING 


dry & Mact 
WAC HINES, TAPPING “(BENCH 
M uc HINES, Nur DRIVING 


M ACHINES, TIKE KOU GHING 
U il Tool Co 
M xc HINERY, WOODWORKING 
( Mic ne Co, 
ice & Co. 








J D W: Wa 


be rog LE a AND HAMMERS, RAWHIDE 





( g whide Mfg. Co 
MANDRELS 
Morse Twist Sai wd & Machine Co 
Hvro Mfg. ¢ 1 bene 
: ul ASKS, SAFETY 
Putt 1 Safety pment Co 


Mt \TS AND M ATTING, Rt BBE K 








Oo n Hose Rubber Co. 
Phe 1 Rubber Co Ine 
The Goodrich Rubber Co 
rhe F cal Rubber Co. 
4 ME uC i. ANDISE CONVEYORS 
2 s & Bro. Co. 

METAL, BEARING 
Isunting Brass & » Co 
Din ining Co 
ve orporation 


npany 





vy s 
MILL LE ATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
cago Rawhide Mfg. Co 








Chas \ Schie ry Co 
BB Tilliar ons 
MONORAIL, SWITC — AND 
TURNTABLE 
R ards-Wileox Mfg. Co 
The Yale & Towne Mfg. Co 
MORTISERS 
Cr cent Machine Co. 
Wappat Gear Works, Ine 
MoroRs, EL yng RIC 
Marathon ectrie Mfg 
MOVERS, CAR 
\ ' Car Mover Co. 
Appleton Car Mover Co 





Webster Mfg. Co 


MULE rt ggg 
y & Ma ? 





the Hill Clu 
Medart 
B. Wood 





Nt T SETTERS 


The United State trical Tool Co 


NUTS, M vc HINE: Jse REW 
re] ‘ 





Cleveland Wrought Sratints 
-rew Corporation 
& Nut Mfg. Co 




















ir oO 
OL WELLE ACCESSORIES 
Powell Co 
OILERS, HAND 
I \\ 1 Mfg. S ply Co 
OILERS, PULLEY 
nd Ir Steel Co 
ONLING aes ES 
\ rican Injector 
I) Lubricat ( 
I Wim. Powell Co. 
D. T. Williams Valve Co 
PAC ae a 
Bel nt Packi Rubber Co 
Bostor ( R t ‘ 
DD t 0:, 
Lit r Pa r r ¢ 
rhe M inic ‘ 
vker City ¢ 
Republic Rubber Co 
\ ead Bros. Rubber ¢ 
PACKING, HYDRAULIC 
Bel nt Packing & Rubber Co 
hicago Raw le Mfg. Co 
r} dD nd Rubber ¢ Ir 
Linear Packing & Rubber ¢ 
I > Me nica Rubt i 
‘ ker Citv Rubber ¢ 
‘ is, A. & ¢ n ¢ 
I Willia 


ms & Sons 

tros. Rubber Ca 
AC KING, PISTON 
Belmont Packing & ibbe ; 
l md Rubber Co It 









iG 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











(ante SAW 


Patented Safety Features-—-Nationally Advertised-—No Service Worry 
‘ N We Co-operate with the Jobber-—-Adecuate Margin 


Manufacturers of 


Alta Electric * Alta Electric 
Hand Plane Hand Saw 








ALTA 
AP! TAP PPAT 
LE-U-L-Lip-a, oY 7TRS LABOR-SAVING TOOLS 
sawed with an Alta) FOR BUILDERS 
“SS 
Thoroughly Dependable 7524 Meade St. Pittsburgh, Pa. 


=F | 50-Ton Pull! 


] ind Wheel Puller makes hardest pulling 


obs easy Handles heavy fly wheels, 


‘ gears, pulleys »0-ton direct pull when 
/ needed. No breakage or injury to parts 

oN difficult or expensive to replace. 
r{, Pays For Self First Job 


Eliminates extra man-power, saves 

time and labor and overhead. Should 

. ¢@ »€ in tool kit or crib of every factory 

“and industrial plant List price 

$50.00—big discounts to Mill Supply 

‘ Houses. Write for complete descrip 
) lon ind discounts. 





~ 


| 
I 


/ 
BIG BUSTER 


PREMIER ELECTRIC CO. 
Dept. 495 
Big D “7 3800 Ravenswood Ave. 


Gear and ee, hooey ad 


List P Chicago, Hlinois 





ql ‘New! 


Workace Radial Saw 






= A new directly connected motor 
driven overhead saw. Cuts any 
angle; cross cuts; rips. Dados, 


tenons, routs, bores, sands, anything 
The handiest tool yet devised for the 
carpenter, mill, maintenance depart 
ment, lumber yard, shipping room, 
ete, 


FASTEST SELLING WOODWORK 
ING MACHINE TODAY 
ATTRACTIVE DEALER 

PROPOSITION 






*140. 


(Stand $25) 


Made and Guaranteed by 


J. D. WALLACE & CO. 
2801 Wilcox S: Chicago, Ill. 


SWACO 6 


SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities and a 


Real Profit — 
33 1/3; on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 
SAFETY WRENCH & APPLIANCE CO. 
Springfield, Massachusetts 





JOHNSON 


QUALITY BRONZE 1 










Solid and Cored 
Bronze Bars 


JOHNSON BRONZE COMPANY 
New Castle, Pa. 


A Good Line to Stock 


NEWARK 


WIRE BRUSHES 


\ large line to select from Wire Brushes for 


Flue Cleaning, Furnaces, Condenser Tubes, ile 
Cleaning, Foundries, Painters, Platers, ete Also 
Railway Switch Brooms All are shown in our 


May we send you a copy? 


Catalogue 


NEWARK BRUSH & SCRAPER CO. 
390-396 Nye Ave., 


Irvington, N. J. 











=== Adjustable === Pipe Bender COCHECO 
Clty “Carter” | CRG "Vie LEATHER BELTING 


I Bends !» in. 
‘y ; in. to 6 in. : and °° in. 
, P| Quickly, | ’ As Conduit —2- 
=f . | Easily and } (ot in., 3-in. and 
i Neatly (@ " . 4-in. Radius 
No Manual Pressure es 
Required 
Spring Operated 


Doesn’t Kink, Flatten or 
Split Even on 2 in. Radius 


Sent on Ten Day Trial Write for Bulletin 


PAUL W. KOCH & COMPANY 
Room 405, 19 S. Wells St, Chicago, III. 





Always the first choice of en- 
gineers who know that it pays 
to buy the best in belting— 
and that is Cocheco. 


lL. B. Williams & Sons 


Dover, N. H. 
DETROII 
DAY TON 

PHILADELPIIIA 


CHICAGO 
NEW YORK 


(,REENVILEE 
BOS TON 





Minti Sureni 














1928 





December, 




















Rubber Co 
PACKING, SHEET 
ir & Rubber Ce 















B. I ‘ R r 
rP | ( 
> M bbe ( 
Quaker ¢ ( 
rhe R ( 











PADLOG KS 
The Yale ‘ ( 
“PAINTS, INDI STRIAI 
Josey Dixon ¢ I ri 
PANS, VACUUM 









Arthur Ha 



















"HE THREADING TOOLS 















n 


i xs 






















































A 

Arg oO ( 

nai ew MI ; 
( »P ‘ 
Dodge M i 

Rdg nt M ne ¢ 

r ( M 

The Hill ¢ M I 
I M ‘ 

I M ( 

Royer 1 | M ( 
A I 

SKI \ 

e Wet Mfg. ¢ 





Pr EGS on r INS, BELT LACING 


Ar ng B 
I Oster M ( 
I » Pix Chr ng M ine 
7 ~ E, STEEL 
“PLANE RS WOODWORKING 
The ¢ M: t ‘ 
J. D. Wal ( 
VL. \NES, HAND, ELECTRIC 
PLATES, FLOOR & CEILING 
Grat 
I . MI: n ¢ 
PLIERS 
P: . <8 


I P ‘ 
PLUGS, BRASS AND FUSIBLE 


POWER TRANSMISSION APPLI 


PRESSES, DRILL AND FOOT 
oy MI r ( 


Re Vv 
¥ RK IMING CUPS 
Detr t T } ‘ 
PROTECTORS, ELECTRIC LAMP 
I xit t La r 4 
Pt LLEKRS CAR 
PULLERS GEAR AND WHEE! 
P 
PULLEYS, BALE BEARING 
SKE Ir ited 
H ( it M t & F ndry Co 
PULLEYS, CAST IRON 
ke “ Y 
H 1 | ‘ 
1) M ‘ 
l 3 | ( M I 
} Med t « 
I f r M 
\ MI 
PULLEYS, CONVEYOR 
American Pull ( nee 
lode Mar rir ‘ 
Hill ¢ M r 
The M e « 
‘ Va 
PULLEYS, CORK INSERT 
PULLEYS, FLANGE 
\ in | ( t 
1) } MI r 
| Hf ‘ NM | 
MI “a 4 : 
ral \ l 
R Pul ‘ 
PULLEYS, FRICTION CLUTCH 
Found M ‘ 
p . 
| M 
H ‘ AY 
Mfc rt ¢ 
Moore & W ( 
! 3 P ‘ 


Incorporated 
3 Co 
IRON CENTER 
act ring Corporation 
1 Clute Machine & Foundry Co, 
Medart Company 
f lley Pulley Works, Inc. 





EYS, LOOSE 
pany 








Pp & fting Co 
k Mar 1cturing Corporatior 
Hill Cluteh Machine & Foundry Co 
Medart Company 
» Ohio Valley Pulley Works, Ine 
Pulley C 
Fr tnd tries Incorporated 
‘ 


1 ) 
= t L. I. E YS, MOTOR 
‘ pany 









PULLEYS, PAPER 


NI 4 
\ ley Pulley Works, Inc 
1 Mf ( 
PULLEYS, ROLLER BEARING 
Ma ‘ory ation 
I C1 M r yundry Co 
Medart € Y 
f Ball I 





1 Rearing Co 
PI ye S, STEEL 





Hill ‘Clute M hir « Foundry Co 

Medart Company 

oO » Valle Pulley Wort Ine 
Pulley C 


Pul Shaftinge Co 
MI " ng Corporatior 
MT t r 
) I Wor Ir 
‘ 





rporation (Cor 
PUMP JACKS 
r Ir 
nq ® Ren C 
D Cornoratior 
PUMPS, AIR 
PivMPs, BOILER TEST 
PUMPS, CENTRIFUGAL 
~ team f cnet Cin 


Roper Corp 
Pt wis, DIAPHRAGM 
t y St 1c 


ee 
P t MPS, ELECTRIC 
Pumy 
M r 4 Th Ce 
PD. Roper. ¢ 


rt MPS, GAS AND VACUUM 

n Bros 

PUMPS, HAND AND POWER 
Pu Ine 


M & Bro. Co 





Corporation 
PUMPS, JET 
Cte D Corporation 


PUMPS, MINE 


i Ir 
I M 4 BRro. Co 
( D., Corporation 
PUMPS, OI! 
T iter Co 
e I It 


D. Roper Cort 
PUMPS ROTARY 


Pu 
1 pales a "D.. ( rporatior 

ru MPS, wie MP AUTOMATIC 

P | 

Penherthy Iniector Co 
‘ D., Corporatior 
PUMPS, TANK 

P I Ine 
re KE. Mvers & Bro. C 

( D., Corporatior 

PUNCHES AND DIES 

RR t 1] ndry & Machine Co 


PUN HES, METAL, LEVER 


1 W ney Mf Co 
KE GUI ATORS. "ENGINE BLOWING 
RASPS 
tern Importing | Tt 
RATCHETS 
Tool Co 


REAMERS 


1d Twist Drill Co 


yressed Spruce 








Twist Drill & Machine Co. 
Standard Tool Co. 
1an Barnes-Detroit Corp. 
REAMERS, ELECTRIC 
Black & Decker Mfg. Co. 
REDUCERS, SPEED 
ste Bros. Gear & Machine Co. 
he ‘Hill Clutch, Machine & Foundry Co. 
REGUL ATORS, “een FEED LINE 
Mason Regulator C 
REGUL ATORS, D. AMPER HYDRAULIC 
Mason Regulator Co 
REGULATORS, PRESSURE 
Mason Regulator Co 
The Strong, Carlisle & Hammond Co. 
“Strong” 
REGULATORS, STEAM FAN 
Mason Regulator Co 
RESEATERS, BIBB 
M. RB. Skinner Co 
RESE sn gh TOOLS, VALVE 
Black & weet rr Mfg. Co. 





















“RE <P IRATORS 
Pulime n Safety “quipment Corp. 
RIVETS 
sé turdsall & Ward Bolt & Nut Co. 
ROLLS, COMPRESSED SPRUCE 
Sprucolite Corporation 
ROPE DRIVES 

Dodge Manufacturing Corporation 
Hill Clutch, Machine & Foundry Co. 
Medart Cor P hd 

















Ib. Wood's Se 
ROP E. WIRE 
American Cable ompany, Inc. 
Willian Ae Wi Rope ‘ 


Co 
Rt BBER GOoDs. MECHANICAL 








Che Cincinnati Rubber Mfg Co. 
rt Diamond Rubber Co., Inc. 
Che B. F. Goodrich Rubber Co. 
Jenkins Bros. 

r Mect ar eal Lubber Co 





laker C Rubber Co 
rhe Republic Rubber cg 
\\ t en ro Rubber Co 
SA — “BAU cada ge 
Pu in Safe it Corp 
SAL AMANDERS 
\eroil Burner Co., Ine 
Geo. W. Diener Mfg. Co 
oe BL AST HEL METS 

Pulmosan Si Equipment ¢ sorp. 


SAND. BL AST OUTFITS 


Leiman Bros. 

SAWS, BAND 
Armstrong-Blum Mfg. Co. (Metal). 
r Saw & Mfg. Co. 
Co., Inc. 
Machine Co 


& Steel Co 











+ Thompson & Son Co 
ace & 
SAws, CIRCULAR 
Simor & Steel Co 
1D 





SAws. COPING 
W. O. Barnes Co., Inc 
SAWS, oT ACK (Blades) q 
American Saw & Mfg. Co 
Armstrong-Blum Mfg. Co. 
\ rnes Co., Ine 
Simonds Saw & Steel Co 
Henry G. Thompson & Son Co 
Saw Works, Inc 
SAWS, HAND, ELECTRIC 
J. D. Wallace & Co. 
Wappat Gear Works 
SAWS, RADIAL, ELECTRIC 
J. D. Wallace & Co. 
SAWS, SWING, CUT-OFF 
‘rescent Machine Co 
SCAFFOLDING 
Patent Scaffolding Co. 
SCALES 
Fairbanks Company 
SCOOPS, FLOUR AND GRAIN 
The Webster Mfg. Co 
SCRAPERS 
o Wheelbarrow Co. 
SC _—_ EI -. Ben E 
3} Sera 
SC REW DRIV ERS, EL ECTRIC 
The B nck & Decker Mfg. Co 
Hisey Wolf Machine Co 
N. A. Strand & Co 
The United States Electrical Tool Co. 
SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 


SCREW PLATES 

















st Dr uy & Machine Co 
“Sc ngs . CAP AND SET 
The Allen Mf Co. 





l Ir ol 
( and Cap 

Cley ind Wroug et Co 
Ferry Cap & Set Screw Co 

I t & Nt a Mtg. Co 


t Co 
liste & ux mond Co. 





The Superio Screw & Bolt Mfg. Co. 
SCREWS, M et HINE, BRASS AND IRON 
| r y Se Corporation 
‘ c REWS, MINING 
rhe Strong, Carlisle & Hammond Co. 
‘Mac-It’’ 

SCREWS, SAFETY SET 











rr Mfg. Co 

r Co 

Ste re Co. 

Th Cc Hammond Co, 


“Mac- 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











GUARANTEED 
to contain 
no Rosin 







Not a Single Consumer 
is on Our Books 


That means that our distribution is 100 
through the supply trade. We have found 
from many years experience the way to 
create business for our distributors. The 
plan will work as well for you 
for others 


as it has 





WIZARD Belt Dressing is an oil com- 
pound that preserves belts and gives them 
a soft, clinging surface. Half-pound bars 
List, $3.00 a dozen. 


Send for Six Free 
Trial Bars for your 
Customers to Try. 








Ask for the selling plan 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 





C4 

Flexible Shafts 

All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 

Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 


Agents wanted in every city 
Write us for proposition with 
printed matter. 

Invented and Built by 


STOW MFG. CO., Inc. 
Binghemton, N. Y. 

















SKINNER Clamps 
Stop Leaks 


£43 


ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 





and cheapest. 


Royersford Fdry. & Mch. Co. 


Royersford, Pa 











‘*VINCENT ”’ the name that signifies good— 
Huntington Emery Wheel Dressers and 
Cutters —Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters—Hardened High Speed Tool Bits. 


Sold through the distributors) 





IF YOU DO NOT HAVE OUR CATALOG 


THE VINCENT STEEL PROCESS CO. 


Incorporated in 1909 
2519 Bellevue Avenue Rie Mek dios 


DETROIT, MICH. 41 Murray St 


WRITE US 


Chicago Office 
25 S. Jefferson St, 


“PROCUNIER” 


SAFE’ TAPPING DEVICES 
QUICK C HANGE . CHUCKS and COLLE’ 
STUD SETTERS) NUT SETTERS 


. “er— “BUILT FOR SERVICE?’’ 


Let us help you on your customers’ 
tapping problems and send you cata- 
logues for distribution to your trade. 


Procunier Safety Chuck Co. 


12 S. Clinton St. Chicago, III. 






I'S 








THE CORRECT 
Grinder and Buffer 


This outfit is ide 
preparing metal surf 
for countle 
garages, repair I \ 
blacksmith shops aid whereve 
in metals 


i for grinding tools, 








Our specialization in the productior 


of small, high gra 





me 
will be the 


hase « " } 
Grinder and batter Write for Bulle tin 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 










PORTABLE FLEXIBLE 
SHAFT MACHINES 
for Grinding -Polishing 
Drilling -Buffing Rotary | 

Filing—Screw Driving 
Nut Setting 
and hundreds of other useful 
operations. Several Sizes. 
Manufactured by 
N. A. STRAND & CO. 
Chicago M6 


-4 H.P. 


Capacity 
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SLEEV ES AND SOCKETS 


H 


Me 


SEP mesg apt r med 


YT 


SHAP E KS 
SHE AVES, 


Kx 
SOLDER, 


SPEED 
‘ 


STANDs, 
M tir 


e ¢ 
PAPPING 


TOOLS, 


ste Mfg ( 


bste 
STAMPS 
M 





+S; 
I 


ir 
and & ¢ 


s¢ — 8, 


7. Williams V 
fanufacturing ‘ 


Ol 
& Ha 


» 4 
FLEXIBLE 


SHAFTING, 


SHOVELS, 


SHON E , s, 


t 
SLEEVES, 


DD 
SLEEVES, 
SNOW 


SOLDER 


M 


Mfr. « 
ANI 


gr. 4 


Mt 


THUMB 


AND 


ne 


STEEL 
I ‘ 


HAND 
POWER 


IKREDGING 


SE-EM-UP 


MELTERS 


BAK 


SPROCKETS 


STANDs, 


STANDS, 
M 


STEAM 


Vist 


IIVPERS 


AND WIRKE 


DIES, 
DRILLS 


FLOOR 


PORTABLE 


SPECIALTIES 


STEEI 


STOCKS 


STOPS, 


«& 


DIES 


NGINE 
H 


ag ge KS 


sSTUb 


STUDS, 


SETTERS 


MILLED 


F i 
STRAINERS 


STRAPS 


‘SW. AGES, 


TABLES, 


TAPE, 


FATHER 


UPSET 


STE \M 


TR ob! rioN 


TAPS 


POOLS, 


‘ 3 ‘ 
TOOLS, 


ut 


BORING 


MACHINISTS 


MANIE \ AND ra E 


PRANSPFORMERS 
‘Y | ' 


STEE!I 


BOILERMAKERS 


STEAM 
i Co, 


WOODWORKING 


ROPE 


‘ 


DKILL 


ATT \¢ HWMENTS 








TOOLS, MECHANICS’ HAND 
American Swiss File & Too! Co, 
TOOLS, PLUMBERS’ AND STEAM- 
FITTERS’ 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
» ster Mfg. Co 
Pipe Threading Machine Co 
rt Company 
J. ¥ Will ns & Co 
— S, RAILROAD 
TOOLS, SAW 
S ond Saw & Steel Co 
TOOL S, VALVE RESEATING 
The Bla & yecker fg. Co 
M. B. Skinner (x 
TORC "a BLOW 
Clayton & La mber Mfg. Co 
( WwW. DBD or Mfg Co 
Scandinavian "Western Importing Co 
P. Wall Mfg. Supply Co. 
_TOR( HES, THAWING 
> o., Inc 
TORE HES, WELDING AND CUTTING 
Imfy Brass Mfg. Co 
TRAC K SYSTEMS, OVERHEAD 
Moore Hoist Corp. 


KK urd wi x Mfg. Co 
l rowne Mfg. Co 
+, K. AC TORS, INDUSTRIAL 
" ne Mfg. Co 
TR ALL ERS, INDUSTRIAL 
indr & Mfg. Co. 
1 wine M Ce 


Tk ANSMISSION, ¥ AKIABL E SPEED 
W 





Reeve y ey 
"TRAPS, 


\ D 


AIR AND SEDIMENT 
rson Co 


Tt r eee 





™m iny 
‘TR. APs, rk ADIATOR 


yng, Carlisle & Hammond Co 


TRAPS STEAM 


I V ID nder son Co 





vartw ( any 
TR APS, VACUUM 

ng t sle & Hammond Co. 

TRESTLES, SAFETY, EXTENSION 


TROLLEYS 
Hoist Corp 








y ne Mfg Co 
BPRUCKS, HAND 
a ey Company 
Company 
Pre 1 Steel Co. 
TRU ( KS, LIFT 
\ ‘ & Mfg. Co 
a BE S, BOILER 
iny 
r BING. KUBBER 
, Rubber Co 
TURNBUCKLES 
I vt Mfg. Co 
UNIONS, BEASS AND IRON 
I rbanks ‘ompany 
Mfg. Co 
Ma ibl Iron Co 
\ t Company. 
VALVE LEATHERS 
iwhide Mfg. Co 
V AL ‘VE A NeONS 
Manufa 
AN - VES, 


\Y 
\ ¢ itor 


VALVES 


BAL. ANC ED, FLOAT 


BLOW OFF 


pany 


vA AL. VES, CHECK 


Rpany 
= 


D. W iat ; Valve Co 

wor Company 

VALVES, COLD WATER, BALATA 
tor Balata & lextile Belting Co 


VALVES, EMERGENCY 






ng. Carlisle & Hammond Co 
VALVES, FLUSH 
perial Brass Mfg. Ce 
VALVES, GATE, GLOBE AND ANGLE 
Maihanice Ca pee 
Ma ble Iron ¢ 
t nd Co 






VALVES, HYDRAULIC 
t } © 








The Fa nks ompany 
Jenkins | 

fhe W «a 

Henry \ hine Co, 
Walworth Company 

Fhe D. T Villliams Valve Co 


= VALVES, NON-RETURN 
she 








Strong, Carlisle & Hammond Co. 
VALVES, POP, SAFETY AND RELIEF 
Detroit Lubricator Co. 
TI Wm. Powell Co 
W cleaeth Company 
VALVES, P RESSt RE REDUCING 
G. M. Davis Regulator Co 
Kieley & Muelle Inc. 
Mason Regulator ‘c o 
The Strong, Carlisle & Hammond Co 


“Strong 





Walwort Company 
VALVES, PUMP, » BBER 
Cincinnati Rubber Mfg. Co 


Rubber Co., "las. 
odrich Rubber Co 





cal Rubber Co 

Vhitehead Bros. Rubber Co 
VALVES, RADIATOR 

Lubricator Co 

tirbanks Company 

Bros 








rhe Wr Powell Co. 

Walworth Company 

The D. T. Williams Valve Co. 
VALVES, THROTTLE 





Detroit Lubricator Co. 

J } 

W ae 

I Willis s Valve Co 
BENC H, WITH CLAMP 





«& fool Works 
Mfg. Co. 
ssi 





3 ur 
Luther Gr inder 
VISES, PRESS 
ner C] 


M. AC HINISTS’ 














y ool Works 
biz Mfg. Co 
Fatworth Company 
VISES, MIL LING MACHINE 
Skinner Chuck mpany 
VISES, PATTERN MAKERS’ 
Richards-Wilcox Mfg. Co. 
VISES, PIPE 
Armstrong Isros. Tool Co. 
Columbian Vise & Mfg. Co 
’arker Vises 
Toledo e Threading Machine Co 
Valwortl age 
1. H. Williams & Co 
VISES, F al FEF BENDER 
Paul W 
Vises! “WOODWORKE Ks’ 
lnibian ise & Mf 


yo 
Ww ASHERSsS, BR. ASS 
ynomy Screw Corporation 
w tiae Me LEATHER 
Rawhide Mf Co 
Ww ASHERS, RUBBER 
The Diamond Rubber Co., Inc, 





( cago 


lhe B. F. Goodrich Rubber Co 
rhe Republic Rubber Co. 
_W a CLOSETS, FROST PROOF 

Vogel Co 
WATER LEVEL CONTROL 

The Bristol Company 

Nason Manufacturing Co. 

WEL Sone AND CUTTING EQUIPMENT 

the Imperial Brass Mfg. Co 

WHEELBAKROWS 
fhe Fairbanks Company 


l edo Wheelbarrow Co 
WHEELS, COMPRESSED SPRUCE 
Sprucolite Corporation 


WINCHES 


\. L. Schultz & Son 
WIKE ROPE 
Amer in Cable Company, Inc 
Williamsport Wire Rope Co 
WOODWORKERS, VARIETY 
Cre fe rage Co. 
J ID, Wallace Co. 
WRENCH SETS 
Bro 1 Co 
Works 


ADIT STABLE 
: ¥ 


orks 





l ms «& 
WRE NC ‘ewe 











HOPPER CAR 
Advance Car Mov Co 
Safety Wr & hous ance (< 
WRE N¢ ~~ oF EN END 
Armstrong Lros rl 
B , «& Teo Works 
KB ae 
U & Cec 
VRE N¢ HES, PIPE 
\r ro ) 
3 & I a Waste 
Lay Co 
W ympany 
J 1 ns & Co 
Ww RENCHES, SOCKET 
I Mfg. Co 
Ar Swis € Tool Co 
Arr Bros Co 
rhe & Decker Mfg. Co. 





‘orge & Tool 
Jiliams & C 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 

























e 

The Plamondon Clutch offers these out- 

standing advantages—Positive Pull Out, 

Springless, Safe, Enclosed, Dust Proof. 

Write for Catalog No. 68 for complete description. 
A. PLAMONDON—Division of 


ROORE BROS as 


211 N.Curtis St.. CHICAGO. I11. 





ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to a 
round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
a pressure and can’t loosen. The result is an all-steel 
P ii screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 


FECUNUM j- 


thumb screws 


ePEOAS EDN, 


for Dealer's Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 


No delay in shipment. Complete stocks of all sizes 
Also made in brass and bronze. A good seller. Sen 1 















The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 52 catalog 


Champion Blower & Forge Co. 


No. 401 Lancaster, Pa. 





the Water 


ind Vessel 
Supply House ind Deal 


er We've a proposition 
for you -Write for it 


Frederick, Maryland 





They Sure Lift 


Frederick Diaphragm Pumps have 
powertul suction, even after years of 
service, and they are of extra heavy con 
struction For draining Cellars, Exca 


vations, Sewers, Quarries, and Trenches, 
and as Bilge Pumps on Dredge Barpe 


The Frederick Iron & Steel Co. 


















Wire Brushes for every 
Heater or Boiler 





Boiler Tube Cleaners 
Sectional and House Heating 


Flue Brushes 


Write for samples and 





WORCESTER BRUSH prices on this economical and 
AND SCRAPER CO 


efficient line 


WORCESTER 
BRUSH & SCRAPER CO. 


450 Park Ave., Worcester, Mass. 





PIPE WRENCH 


Distinctively 
Better 


Write for catalog sheet and discount 


The Lawson Mfg. Co., Station C, Cleveland, O. 


(hasan 

















T’S easier, and more satisfactory all round to 
sell a complete line of valve specialties made 

by one good firm than a line drawn from a dozen 

different places 

The design of Davis Valve Specialties is distinc- 

tive; every item in the line is simple, effective, and 

proven by years of performance. 

Show the complete line in your catalogue, and 

take full advantage of the established position 

of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 


408 Milwaukee Avenue, Chicago, Illinois 











MADE RIGHT PRICED RIGHT 
CLAMPS —Unbr le, Nickel Plated, Udylited, Plait 
Made of tough malleable iron with steel ser 
TURNBUCKLES —Udylited, Plain, Strong and Durable, v 
tand a powerful strain. 


BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 
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HiprE UNSIGHTLY F.XPOSED 


A wonderful opportunity to hide unsightiy exposed bolt 
ends by the use of Ferry Patented Acorn Nuts has at- 
tracted the attention of engineers throughout the country. 
The neat, graceful appearance of these Acorn Nuts —their 


THE FERRY STEEL COVERED 


ENDS 


ability to lend a finished appearance to the product—1s 
as great as the cost is small. Ferry Patented Acorn Nuts 
are especially adapted to Chromium Plating and are sup- 
plied Chromium Plated at an exceedingly small extra cost. 


THE FERRY BRASS COVERED 


ACORN NUT 


The Ferry Steel Covered Acorn Nut has 
the advantage of permitting painting, 
galvanizing, Parkerizing, Sherardizing, 
Cadmium-plating, Nickel-plating, 
burnishing, polishing and buffing. 


Cross Section of Ferry Patented Acorn Nut, show- 
ing how steel hexagon nut fits snugly into shell 


ACORN NUT 
The Ferry Brass Covered Acorn 
Nut is recommended where plating 
on brass is desired. It has the non- 
corrosive feature which is a strong 
advantage. 


STEEL COVERED ACORN NUT 


No. Size: 
4 Plain (For Painting). 

B Burnished (For Plating). 

Cc Burnished, Sherardized and Burnished 
D Burnished, Sherardized and Buffed. 

E Burnished, Cadmium Plated and Buffed 
F Burnished, Nickel Plated and Buffed. 
G-D Polished, Sherardized and Buffed. 

G-E Polished, Cadmium Plated and Buffed. 
G-F Polished, Nickel Plated ard Buffed. 


is” Across Flats No. 


Size: 34" Across Flats 
Plain (For Painting). 
Burnished (For Plating). 
Burnished, Sherardized and Burnished. 
Burnished, Sherardized and Buffed. 
Burnished, Cadmium Plated and Buffed 
Burnished, Nickel Plated and Buffed. 
Polished, Sherardized and Buffed. 
Polished, Cadmium Plated and Buffed 
Polished, Nickel Plated and Buffed 


No Size: '%" Across Flats 


Plain (For Painting). 

Burnished (For Plating). 

Burnished, Sherardized and Burnished 
Burnished, Sherardized and Buffed. 

4 Burnished, Cadmium Plated and Buffed. 
13. Burnished, Nickel Plated and Buffed. 
14-11. Polished, Sherardized and Buffed. 

14-12. Polished, Cadmium Plated and Buoffed. 
14-13. Polished, Nickel! Plated and Buffed 


BRASS COVERED ACORN NUT 


No ® 


H Plain. 
J Nickel! Plated— Barrel Plate 16 
K Polished, Nickel! Plated and Bufted 17 


Size 1c" Across Flats No. 


.n 


Size ‘ Across Flats 


15. Plain 


Nickel Plated—Barrel Plate. 
Polished, Nickel Plated and Buffed. 





TAPPED to '," 4%" °°" 
USS or SAF 


SIZE: 4," Across 
lats 


TAPPED: ',", *6" 
1", 14" and 3," 
inclusive 
USS and SAI 
thread 


\desired 


Size: | is” 


No. 

{8. Plain. 
19. Nickel Plated— Barre! Plate. 

20. Polished, Nickel Plated and Buffed. 


iT 


Across Flats 








TAPPED: };", ‘ 
and ‘," inclusive. 
USS and SAE 
thread. 





FF 
5 





Tappedas 
desired 


Order by Number and Tapping—Samples and Prices on Request 


Write for Prices and Samples on our Chromium Plated Acorn Nuts 


“If it’s a Ferry Product you can depend upon it” 


THE FERRY CAP & SET SCREW CO. « CLEVELAND, OHIO 


PROCESS SCREWS 


¥ 





























Novy 


ember, 1928 


hen You Sell “Americans” 


You Sell Handling Economy— 


You are selling more than “just another hand truck,” 
when you offer the “American” Pressed Steel line. 
You are selling a new type of trouble-free hand truck 
service. You are offering truck users important dollars 
and cents savings in maintenance costs. 


You are selling a hand truck that has no competition, 
tor itis the only one in the world that is “built to 
wear without repair.” 


Because the 11 different styles and their variations serve 
practically every hand truck need, it is not necessary to 
carry large stocks and display space can be economized. 


One industry after another is now turning to “Ameri- 
cans” for the solution of handling problems. Get your 
share of this business that national advertising to 
twelve million people is producing. 


THE AMERICAN PULLEY COMPANY 
PRESSED STEEL: 
HANGERS HAND TRUCKS 
MISCELLANEOUS STAMPINGS 
4200 Wissahickon Avenue, Philadelphia, Pa. 


PULLEYS 





“The first ‘American’ Pressed 
Steel Trucks we bought 
proved their worth so posi- 
tively and so quickly that, as 
you know, we bought thirty- 
three more”—writes the Bos- 
ton Tidewater Terminal, Inc. 


Pressed entirely from steel (except wooden hand grips for 
comfort) the “American” represents the most advanced 
ideas in hand truck design. Light as wood, with the supe- 
rior strength and durability of steel. Scientifically balanced. 
Offered equipped with smooth-running Hyatt Roller 
Bearing Wheels. * . - 


There is no doubt about it. ‘American’ Pressed Steel 
Hand Trucks are the best we have ever used,” says Mr. 
J. P. Alcorn, General Superintendent of the Savannah 
Warehouse & Compress Company. 


MERICAN 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 
REGISTERED U.S. PATENT OFFIC 





